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To Webster Dealers: 


An important message 
about the Government Typewriter 
Spool Restriction Order 


HE United States Government Limitation Order 

No. L-73, now in eftect, reduces the production 

of metal typewriter ribbon boxes and spools to 50% 
of the production figure of 1940. Actually, this 
means about 30° of the total production of 1941. 
This curtailment will permit the manufacture of 
barely enough spools for the Government's own 


requirements, and some purchasers under priority 













IMPORTANT 


Ask your customers with priority num- 
bers to cooperate and furnish this in- 
formation on every order. It 

your future supply. 


ratings. Other general business will have to return 
used boxes and spools when new ribbons are pur- 
chased 

Webster dealers should plan right now to set up 
a system of collection. On all deliveries to your cus- 
tomers, see that spools (boxes also if possible) are 
collected to replace the ribbons sold. 

For further information on what to do with your 


supply ot used spools and boxes write us. 


Important: Make every effort to help your custom- 
ers use their typewriter ribbons so that they will 
give better service and longer wear. Pass along this 


information to them: 


To Conserve Webster’s Typewriter Ribbons 
Educate Your Customers to: 


Turn the ribbon after a week’s usage. It will 


1. 
wear evenly and last longer. 
2 Use the heaviest degree of inking consistent with 
. 


3. Be sure the ribbon feed mechanism is in proper 


legible impressions. 


adjustment. This insures even distribution of wear. 


4. Keep your machine in good repair, and clean off 


the erasure dust daily. 


F.S. WEBSTER CO. 


13 Amherst St., Cambridge, Mass. 
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OFFICE APPLIANCES is 
a news and technical trade 
journal, serving the entire 
industry of office equipment. 
It covers the manufacture 
and distribution of office 
machinery, office devices, of- 
fice furniture, office supplies 
and the entire range of com- 
mercial stationery. Its com- 
prehensive news reports of 
the industry and its valuable 
special articles upon subjects 
germane to its field have 
given it unusual prestige. It 
serves a clientele composed 
of managers and agents for 
the various office machines, 
devices and supplies, com- 
mercial furniture, commer- 
cial stationery dealers and 
many of the largest corpora- 
tions in the United States. 
It also reaches some dealers 
in forty-eight other coun- 
tries who deal in American 
office equipment. 


{No person, firm or corpo- 
ration either directly or in- 
directly connected with the 
industry the journal repre- 
sents, has any share in its 
ownership or voice in shap- 
ing its policy, which has in 
view at all times the best in- 
terests of the field it serves. 
It aims to discuss all sub- 
jects fairly, and to furnish 
its readers reliable informa- 
tion concerning the progress 
and development of the of- 
fice appliance industry. It 
will answer any questions 
germane to its field to the 
best of its ability, and it 
asks its readers in all parts 
of the world to aid it with 
inquiries and suggestions to 
which it will give prompt 
and earnest consideration. 
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possessions and Mexico—one 
year, $2.00; two years, $3.00; 
three years, $4.00. Canada— 
one year, $2.50; two years, 
$4.00; three years, $5.50. 
Foreign — one year, $3.00; 
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These advertisements present the products of the leading manufacturers in each division of the industry. Because of the ground 
for honest differences of opinion, the publishers obviously cannot undertake to guarantee transactions between advertisers and 
They do, however, offer their services in resolving any disagreements which result from relations established 

























customers 
through the journal. 
A I Markwell Manufacturing Co. ...156 
Ace Fastener Corp 117 Fair Furniture Co. 12 Master-Craft L. L. Div. Shaw 
Acme Staple Co 168 Fox, George E., & Co 135. 151 Walker 7¢ 
Acme Visible Records, Inc rt) Meilicke Systems, Inc. 172 
Alener, G. J., Co 164, 165 Melind, Louis, Co 130 
Allen Calculators, Inc 87, 109 General Fireproofing Co., The Metal Specialties Mfg. Co. 170 
Allen & Co 152 68, 69 Metalstand Co. 169 
Allied Carbon & Ribbon Corp. 170 Globe-Wernicke Co., The.....90, 113 Meyer & Wenthe, Inc 169 
All-Steel-Equip. Co., Inc. 12 Graff, Geo. B., Co. 139 Michigan Desk Co. 122 
Amer. Autm. Elec. Sales Co....148 Guide System & Supply Co 96 Midwest Naturlite Co. 164 
Amer. Engineered Products Go.140 Gunlocke, The W. H., Chair Co.142 Mimeograph, The 59 
Amer. Hair & Felt C: 100 Gunn Furniture Co. 150 Mittag & Volger, Inc 153 
Amer. Number. Machine Co..._172 H Model-Craft, Ince. 159 
-. P pear ae 
American Passbook Co 170 awmmer Mil Beles Co. Bat sar I — 2 ( ‘a es 
American Photo Laboratories....152 ieee idea ie 173 spencer aa he on 
Amer. Writing Mach. Stores . hl Ei gig as : € . y 
ae : i _ Harter Corporation, The 86 N 
epee coding : Hedge’s Mfg. Co. Lv National Blank Book Co 101 
Anderson-Hickey Co., Ince. 171 esse Corpecation. The 175 te neg 
Art Metal Construction Co 93 Higgins Ink Co., Inc. 149 _— = poseatlanmige - oo 
Art Steel Sales Corp 80, 81 Mea ila Whate aiee eid Nat'l Office Cushion Co 173 
Automatic File & Index C 162 Hotehktes Seles Co 166 pega I eres 166 
Automatic Pencil Sharp. Co 150 a ar a 140 Neva-Clog I en em ae 
saat ’ New Indiana Chair Co 144 
B I Niemann, Inc. 151 
Bankers Box Co 83 Imperial Desk Co. rT Noreor Mfg. Co. 168 
Barkley, C. L.. & Co 104 Imperial Mfg. Co. 124 Nucraft Furniture Products 131 
Bassick Company &2 Imperial Methods Co. gr 
Bates Mfg. Co., The 10 Indiana Desk Co 145 - 
Beach Publishing Co 169 ee ‘nian Ce. ay 70 Oakville Co., Div. Scovill 153 
Bentson Mfg. Co 166 Inter-State Ribbon & Carbon Old Town Rib. & Car. Co. 67 
read payee = os Corp. 169 Oxford Filing Supply Co 118 
oorum & Pease Co 134 
Bright Chair Co, 132 J P 
wonenes, taniey Re. jdt names 187 Pacifie Cb. & Ribbon Mfg. Co..115 
British Stationery Exporter 173 Jasper Desk Co. 12 
Browne-Morse Co 110 Jasper Office Furn. Co. 165 Peerless Key-Imperial Mfg. Co.124 
Jasper Seating Co. 162 Peerless Steel Equip. Co. 148 
( 
ha eee Sei K Pe Ni Mfg. Co. 155 
atic: Co. 2. Kilian Mfg. Corp 165 Phillips Process Co., Ine. 163 
Codo Mfg. Corp 131 " Polar Mfg. Company 116 
Collier-Keyworth Co 162 Leopold Co 154 Polychrome Corp., The 141 
Columbia Rib. & Car. Mfg. Co. 94 - Post, Frederick, Co. 146 
Columbia Steel Equip. C« 133 Manifold Supplies Co 61 Postindex Visible Files Div 93 
Columbian Art Works 97 Markilo Co 172 Pronto File Corp 161 
Continental Ink Co 171 
Cook, The H. C., Co 144 
Corona Typewriter » |THE SERVICE BUREAU 
Corry-Jamestown Mfg. Corp 120 
of Office Appliances is maintained for the exclusive 
Cotterman, I. D 72 use of subscribers and advertisers. In the execution 
Cramer Posture Chair C 170 of its various commissions this bureau calls upon 
practically every member of the staff. It answers by | 
D personal letters all inquiries upon matters germane to 
Daco Card & Index Co. 172 the field, it furnishes special reports upon articles of I 
Deskel Corp. Ltd 108 office equipment, supplies names of manufacturers of | 
m1 any article wanted, puts man and job together, pre- 
Dawn Mfg. Corp., The 136 pares advertising copy, furnishes list of desirable | 
Dayton Stencil Works 172 agents and dealers in nearly every country, aids for- I 
<n at eign dealers in securing U. S. A. lines, and in many 
other ways performs useful service, all without charge. H} 
Dick, A. B., Co 9 Subscribers in every land have made, and are making, i} 
Dixon, Jos.. Crucible Co 9] good use of this bureau; manufacturers in every sec- i 
Ses si tion of the field have evidence of its proved value. l 
Subscribers’ requests for catalogues to bring their files | 
Downey, C. L., Co 147 up to date, or to replace the file in case of fire or | 
other form of destruction, are broadcasted in a bulle- i 
K tin which is mailed frequently to leading manufac- i 
Eaton Paper Corp 16 turers. | 
Ehrlich Upholstery Works.....165 & 
Esterbrook Pen Co., The 166 








Q 
Quality Park Envelope Co. 88 
K 
Reliance Pencil Corp 135 
Rite-Rite Mfg. Co. 173 
Rivet-O Mfg. Co. 170 
Roberts Numbering Mach. Co...160 
Roberts, Weldon, Rubber Co.....169 
Rockwell-Barnes Co 111 
Ross Laboratories 171 
Royal Typewriter Co. 65 
~ 
St. Johns Table Co. 167 
Sanford Ink Co 168 


Security Steel Equipment Corp.138 


Service Industries, Inc. 171 
Shaw-Walker Co. 76, 102 
Sheaffer, W. A., Pen Co. 121 
Sheppard, C. E., Co. 161 
Shipman-Ward Mfg. Co. 155 
Sikes Co., Inc., The 147 
Sloane, W. & J. 75 


Smith, L. C., & Corona Type- 


writers, Inc. 63 
Speed Key Mfg. Co. 172 
Speed Products Co. 95 
Speed-O-Print Corp. 157, 158 
Standard Record Co. 139 
Stationers Loose Leaf Co. 149 
Storms, H. M., Co. 154 
Sturgis Posture Chair Co. 171 


Sundstrand Back Cover 


, 
Technygraph, The 132 
Toledo Metal Furniture Co. 105 
Triner Scale & Mfg. Co 168 


Underwood Elliott Fisher 


Back Cover 


U. S. Defense Bonds—Stamps 
92, 174 
U. S. Typewriter Ribbon Mfg. 
Co 143 
\ 
Vail Mfg. Co. 119 
Van Dyke Industries 112 
Veit Mfg. Co. 173 
Victor Adding Machine Co. 171 
Victor Safe & Equipment Co. 
98, 99 
w“ 
Wabash Cabinet Co., The 108 
Walz Mfg. Co. 169 
Warshaw Mfg. Co 143 
Webster, F. S., Co 2 
Weis Mfg. Co ih be m/ * 
Wonder Lock 171 
\ 
Yawman and Erbe Mfg. Co 106 











lor the benefit of the subscribers the lines advertised are here classified. Many of the requirements of the modern business office 
are represented. Should subscribers be interested in any article of office equipment not listed here, they are cordially invited to 
communicate with the service bureau, through which the information will be promptly and cheerfully furnished by letter, without 


Adding Machine Parts 


Amer. Writing Mach. St 
Ames Supply Co 
Shipman-Ward Mfg. Co 


Adding Machine Rotls & Paper 


Rockwell-Barnes Co 
Adding Machines 
Allen Calculators, Inc 
Amer. Writing Mach. Stor 
Sundstrand 
Victor Adding 
Adding Machines, 
Hoover, Roy E Co 
Shipman-Ward Mfg. Cx 
Adding Typewriters 


Machine (« 


Underwood Elliott Fisher 
Adhesives 
See Inks, Adhesives, et 


Arch and Clip Board Files 
Amer. Autm. Elec. Sales 
Fox, George E., & Co 


res 


Div 


Rebuilt & Used 


Back ¢ 


( 


Globe-Wernicke (¢ The 
Rockwell-Barnes Co 
Service Industries, Inc 
Shaw-Walker Co 

Yawman and Erbe Mfg. (%« 


15¢ 
1h 
Pr 
148 
117 
0 
10 


Ball Bearings for Drawer Slides, ete. 


Kilian Mfg. Corp 
Bankers Note Cases 
Art Steel Sales Corp 
General Fireproofing (« 
Globe-Wernicke Co The 
Victor Safe & Equip. Co 
Billing Machines 
Elliott 


Underwood Fisher 


Back Ce 


Binders, Catalogue and Periodical 


Aigner, G. J., Co 
Master-Craft L. L. Di 
National Blank Book (*« 
Sheppard, The C. Ff Cr 
Binders, Permanent Storage 
Sankers Box Co 
Master-Craft L. L. Div 
Sheppard, The C. 1} ar 
Binders, String 
Bankers Box Co 
Blank Books 
toorum & 
National 
Rockwell 


Pease Co 
Blank Book Co 


Sarnes Co 


Blue Print and Plan File Cabinets 


All-Steel-Equip. Co 
Anderson-Hickey Co 
Art Metal 
Art Steel Sales 
Browne-Morse Co 
Steel Equip. (« 


Mfg. Cor 


Corp 


Columbia 
Corry-Jamestown 
General Fireproofing Co 
Globe-Wernicke (Cc The 
Peerless Steel Equip. Co 
Pronto File Corp 
Walker (<¢ 
Yawman and Erbe 
Blue Print Papers 
Post, Frederick, Co 
Bond Boxes 
Art 
General Fireproofing (« 
Globe-Wernicke Cc The 


Book Cases 


Shaw 


Steel Sales Corp 


Art Metal Construction ( 
Browne-Morse (¢ 
Corry-Jamestown Mfg. Corp 
General Fireproofing (C« 





Globe-Wernicke Co T 


Gunn Furniture Co 
Michigan Desk Co 

Nucraft Furniture Product 
Peerless Steel Equip. Co 
Shaw-Walker Co. 

Wabash Cabinet Co., The 
Weis Mfg. Co 

Yawman and Erbe Mfg. C 


Bookkeeping Machines 


Underwood Elliott Fisher 


Box Letter Files 


Art Steel Sales Corp 
Globe-Wernicke (Cx The 
Hedge’s Mfg. Co 
Rockwell-Barnes ¢ 
Weis Mfg. Ce 
Brief and Zipper Cases 
Master-Craft L. L. Dis 
National Brief Case Mfg 
Stationers Loose Leaf C 
Calculating Devices 
Meilicke Systems Ir 
Shipman-Ward Mfg. ¢ 
Calculating Machines 
Allen Caleulators, Ir 
Sundstrand 
Vietor Addir Mac ‘ 


Construction Co 


Mfg. Co 


1f 


obligation. 











Calculating Machines, Used Cushions and Pads, Chair 
Hoover, Roy I c 156 Fair Furniture ¢ 
Shipman-Ward Mfg. Co 155 Fox, George E., & ¢ 

Calendar Pads & Stands Nat'l Office Cushion ¢ 
Columbian Art Works 97 Polar Mfg. Co 
Fox, George F., & (« 135. 151 Shipman-Ward Mfg. ¢ 

Carbon Papers Cuspidor Mats 
See Ribbons and Carbons Fox, George E., & ¢ 

Card Index Boxes and Trays Polar Mfg. Co 
All-Steel-Equip Co 129 Dating Stamps 
Art Metal Construction (C<« 9 Amer. Number. Mach. ¢ 
Art Steel Sales Corp go, 81 Bates Mfg. Co The 
Bentson Mfg. Co 166 Melind, Louis, ¢ 
mbia Ste Equip. C 13 Meyer & Wenthe, Ir 
Cort Jar Mf Corp 120 Rivet-O Mfg. Ce 
Ge | Fireproofing ¢ The...68, 69 Desk Bumpers 
Gh Wer ke ( The 90. 113 Fox, George E., & ¢ 
Gu System and Supply Co oF Polar Mfg. Co 
Hedge Mf C 170 Desk Calendar Pads & Stands 
Ir Me “ls Co g5 Columbian Art Works 
Nor Mf 168 Desk Lamps 
Peerless Ste ip. Co 148 Dawn Mfg. Corp 
Prot Fil Cor 161 Midwest Naturlite (Cs 
Security Steel Equip. Corp 138 Van Dyke Industrie 
Shaw-Walker Co 7 102 Desk Pads & Tops 
Warshaw Mf Cc 1438 Aigner, G. J Co 
Weis Mfg. Co a, 33) 4 Amer. Autm. Elec. Sales ¢ 
Yawman at Ert Mf ar 0 Fair Furniture C« 

Cash Boxes Fox, George E., & ¢ 
Art Steel Sales Corp go, 81 Polar Mfg. Ce 
General Fireproofing Co., The 68, 69 Desk Pen & Ink Sets 

Casters, Caster Bearings, Slides Sheaffer, W. A., P ( 
Bassick Co R? Desk Trays 
Darnell Cory 10° Aigner, G. J Co. 

Kilian Mfg. Corp 165 Art Metal Construe ( 

Celluloid Envelopes Art Steel Co 
See Enve es, Celluloid Automatic File & Ind Co 

Chair trons Corry-Jamestown Mf Cort 
Bassick ¢ 82 Fox, George | & 

Boler Products Co 4 General Fireproofing ¢ The 
Collier-Key th Co 162 Globe-Wernicke Co The 

Chair Mats Imperial Methods ¢ 
Amer Autn Ele Sales Co 148 Nucraft Furniture FP 
Polar Mf ( 11f Peerless Steel Equip. ¢ 
Service I I 171 Shaw-Walker Ce 

Chairs, Folding Weis Mf Ce. 7 
Norecor Mfg. Co G8 Yawman and Erbe Mf ( 

Chairs. Office Desk Work Distributors 
Bright Chair (Ce 132 Art Steel Sales Corp 

. Bristow, Stanley R 
Cramer Posture Chair C¢ 70 Fox. George E.. & ¢ 
} , et 1; z 
ar aimee le a ages Globe-Wernicke Co., 1 
Gunlocke, The W. H., Chair Co...142 Polar Mfg. Co 
Harter Cort es Victor Safe & Equip. ¢ 
leant Chair Ge 137 Weis Mfg. ( 
. ‘ Desks 
Jasper Seati Co 162 
Michigan Desk Co 129 Art Metal Construct n ¢ 
New Indiana Chair Co 144 Art Steel Sales Cort 
Nieman tr 151 Automatic File & Index ¢ 
a tentson Mfg. ¢ 
Shaw-Walker ( f 102 
Sikes Co - rhe 147 Browne-Morse ¢ 
77 Columbia Steel Equipmer ( 
St irgis Posture ¢ hair Cr 4 Cocel Suntan ite 4 
Toledo Metal Furn. Co. 05 étenc:Deiton Dek ©, 

Chairs (Posture) General Fireproofir ( The 
Amer, Autm. Elec. Sales Co 148 Globe-Wernicke Co., TI 
Bright Chair Co 132 Gunn Furniture ¢ 
Cramer Posture Chair ¢ 170 Imperial Desk C¢ 
General Fireproofing Co., The....68, 69 Indiana Desk ( 

Gunlocke, The W. H. Chair (Ce 142 lasper Desk ( 
Harter Corp o Jasper Office Furn. ¢ 

Jasper Chair ¢ 137 Leopold Co 
Jasper Seatir co 162 Michigan Desk C« 
Shaw-Walker ( 76, 102 Peerless Steel Equip. ¢ 
Sikes ¢ Ir The 147 Security Steel Equ Cort 
Sturgis Posture Chair ( Av} Shaw-Walker ( 

Toledo Metal Furn. Co 10 Sieane. W. & ] 

Chairs, Tablet Arm Victor Safe & Equip. ¢ 
Jasper Chair Co 137 Yawman and Erbe Mf ( 
Jasper Seating Co 162 Dictating Machines, Used 
New Indiana Chair Co 144 Hoover, Roy E ( 

Noreor Mfg. Co 168 Shipman-Ward Mf ( 


Check Covers & Passbooks Dictating Machine Records 
American Passbook Co 170 Standard Record ( 


Checks, Stamped Metal grote Payee 
: i? i ‘i e oO 


D 


Dayton Ster Works 172 
Meyer & Wenthe. Inc 189 Display Statuettes 
Model-Craft Ir 

Clip Beards Drafting Instruments & 

Ree Arch and Clip Boerd 3 Post, Frederick, ¢ 
Coin Bags, Trays and Wrappers Duplicating Machines & Supplies 

Art Steel Sales Corp 80, 81 Amer. Writing M S 

Downey, C. L., Co 147 Columbia R & ¢ Mi 
Copyholders Dick, A. B., ¢ 

Amer. Autr Elec. Sales Co 12 Harding, Mil ( 

Dawn Mfg. Cort The 1 Heyer Corporat 

Shipman-Ward Mfg. ¢ Ink Specialties ( 

Manifold Supplies ¢ 

Costumers sttnsaderanl ™ 

Fair Furniture Co 125 Mittes & % e 

Globe-Wernick ( I Th) 1 ia aaa Crs . 

hg oo ,; i ; 2 148 Ross Labora ¢ 

a walter ¢ Shipman-Ward Mfg. ( 
Crayon Smith. L. ¢ & ¢ 

D ‘ ( s O-P ( 


Equipment 


Technygraph, The 132 
Victor Safe & Equipment Co.....98, 99 





Duplicating Machines, Used 
Hoover, Koy E., Co 15¢ 
Shipman-Ward Mfg. Co 155 
Envelope Openers 
Oakville Co., Div. Secovill 153 
Envelopes 
Globe-Wernicke Co., The 90, 113 
Quality Park Envelope Co 88 
Envelopes, Celluloid 
Markilo Co 172 
Veit Mfg. Co 173 
Eradicators, Ink 
Heyer Corp., The 175 
Sanford Ink Co 168 
Erasers, Rubber 
Dixon, Jos., Crucible Co 91 
Roberts, Weldon, Rubber Co 169 
Expense Books 
Beach Publishing Co. 169 
Eyelets & Eyelet Fasteners 
Bates Mfg. Co The 107 
Oakville Co., Div. Seovill 153 
Rivet-O Mfg. Co 170 
File Boxes, Collapsible Corrugated 
Bankers Box Co 83 
tarkley, C. L., & Co 104 
Globe-Wernicke Co., The 90, 118 
Guide System & Supply Co. 96 
Oxford Filing Supply Co. 118 
Pronto File Corp 161 
Weis Mfg. Co 71 ae 
File Boxes, Metal 
All-Steel-Equip. Co 129 
Art Metal Construction Co 93 
Art Steel Sales Corp 80, 8&1 
Corry-Jamestown Mfg. Corp 120 
Globe-Wernicke Co., The 90, 113 
Peerless Steel Equip. Co 148 
Pronto File Corp 161 
Rockwell-Barnes Co 111 
Shaw-Walker Co 76, 102 
Victor Safe & Equip. Co 98, 99 
Weis Mfg. Co 1, ee 4% 
Filing Cabinet Ball & Roller Bearings 
Kilian Mfg. Corp 165 
Filing Cabinets, Insulated 
Mosler Safe Co The 128 
Shaw-Walker Co 76, 102 
Victor Safe & Equip. Co 98, 99 
Filing Cabinets, Metal 
All-Steel-Equip. Co 129 
Anderson-Hickey Co 171 
Art Metal Construction Co. 93 
Art Steel Sales Corp 80, &1 
Automatic File & Index Co 162 
tentson Mfg. Co 166 
Browne-Morse Co 110 
Corry-Jamestown Mfg. Corp 120 
Columbia Steel Equip. Co 133 
General Fireproofing Co.. The...68, 69 
Globe-Wernicke Co., The 90, 113 
Peerless Steel Equip. Co 148 
Pronto File Corp 161 
Shaw-Walker Co 76, 102 
Vietor Safe & Equip. Co 98, 99 
Yawman and Erbe Mfg. Co 106 
Filing Cabinets, Wood 
All-Steel Equip Co. 129 
Art Metal Construction Co 93 
Art Steel Sales Corp 80, &! 
Columbia Steel Equipment Co 133 
General Fireproofing Co., The..68, 69 
Globe-Wernicke Co., The 90, 113 
Imperial Methods Co. 85 
Indiana Desk Co 145 
Michigan Desk Co 122 
Shaw-Walker Co 76, 102 
Victor Safe & Equip. Co 98, 99 
Weis Mfg. Co %, 3 3.9 
Yawman and Erbe Mfg. Co 106 
Filing Supplies 
Aigner, G. J Co 164, 165 
Art Metal Construction Co 93 
Barkley, C. L., & Co 104 
Browne-Morse Co 110 
Corry-Jamestown Mfg. Corp 120 
Daco Card & Index Co 172 
General Fireproofing Co., The....68, 69 
Globe-Wernicke Co., The 90, 113 
Guide System & Supply Co 96 
Imperial Methods Co 85 
Oxford Filing Supply Co 118 
Pronto File Corp 161 
Quality Park Envelope Co. = 88 
Rockwell-Barnes Co 111 
Security Steel Equip. Corp 138 
Shaw-Walker Co 76, 102 


THE CLASSIFICATIONS 
(Continued on page 6) 











THE CLASSIFICATIONS 


(Continued from page 5) 


Ve 
Victor 


Mfg Co 
& Equip. Co 
Wabash Cabinet (+ The 
Warshaw Mfg ‘ 
Weis Mfg. ¢ 
Yawman and Erbe 
Filing Tables 
Toledo Metal 
Finger Pads 
Melind, Louis 
Speed Products 
Folders 
Fountain Pens 
Esterbrook Pen Co 
Sheaffer, W \ 
Gummed Cloth Rings 
Mfe ( 
Geo. B m 
Mfg. Co 


Safe 


Mf, ( 


Furniture 


Co. 
Co 


(See Filing Supplic 


Pen Co 


Dennison 
Graff 
Warshaw 
Gummed Tape 
Dennison Mfg. Co 
Gummed Tape Sealing Machines 
Metal Mfg Co 


index Card Signals 
Cook, HH. C., 
Graff, Geo. B ( 
Victor & Equip. Co 
index Tabs 
Aigner. G. J Co lf 
tarkley, C. L., & 
Globe-Wernicke (C+ 
Guide & 
Markilo 
Master-Craft L. L 
Melind, Louis, (« 
Shaw-Walker Co 
The ¢ } ‘ 
Products Co 
Veit Mf Co 
Victor Safe & Equip. Co 
Inks, Adhesives, Ete 
(‘ontinental Ink Co 
Mfg. Co 
Ink Co 


Specialties Co 


Specialties 


Safe 


to 

The ’ 
System Supply Cr 
Co 

Div 


Sheppard 


Speed 


Dennison 
Higgins 
Ink 
Melind 
Rivet-O 
Sanford 
Sheaffer 

Labels 
Dennison Mfg 
Imperial Methods Co 
Oxford Filing 
Warshaw Mfg. Co 

Ladders, Library, Store & Vault 
Cotterman, IT. D 

Leads for Mechanical Pencils 
Crucible Co 

Mfg 

WwW \ 


Louis, Co 
Mfg. ( 

Ink 
W \ 


Co 
Pen ¢ 


to 


Supply Co 


Dixon, Jos 
Rite-Rite 
Sheaffer 

Leather Goods 
Nat'l Brief ¢ Mf a 

Leather Upholstered Furniture 
Bright Chair Co 
Ehrlich Upholstery 
Gunlocke, The W 
Jasper Chair Co 
New Indiana 
Niemann, In 

Letter Trays (See 

Library Equipnfent 
Art Metal Construction (« 
Art Steel 
Corry Mfg 
General Fireproofing 

Wernicke Co 
Peerless Steel Equip 
Security Steel Equip 
Shaw-Walker (¢ Tf 
Yawman and Erbe Mfg 

Locks, Drawer, Showcase, 
Wonder Lock 

Lockers and Storage Cabinets 
All Equip. Co 
Anderson-Hickey Co 
Art Metal Construction Co 
Art Steel Sales Corp 
Browne-Morse ¢ 

Jamestown 


Co 
Pen Co 


ase 


Works 


it } 


iir to 


Chair Co 


Desk 


lrays 


Sales Corp 
Corp 


The..¢ 


Jamestown 
Co 
The “a 


Co 


Globe 
Corp 


Ete 


Steel 


o 
Mfx Corp 
General Fireproofing 
Globe-Wernicke Co 
Pronto File Corp 
Security Steel Equip 
Shaw-Walker Co Te 
Yawman and Erbe Mfg. Co 

Loose Leaf Books & Systems 
Aigner, G. J., ¢ 
Boorum & 
Master-Craft L. L. Div 
National Blank Book Co 
Sheppard, The ©. E., Co 
Stationers Loose Leaf (C: 

Loose Leaf Sheet Covers, Celluloid 
Markilo Co 

Loose Leaf Metals and Devices 
Sheppard, The C_ ( 

Mail Distributors 
Bristow, Stanley 


Corry 


Corp 


Pease Co 


RK 


Globe-Wernicke Co 
Equip. Co 


Victor Safe 


« 





Map Tacks 


George B., ¢ 
Dust 


Graff 

Moore 
Matched Office 

Art Meta (‘or 
proofing Co 


The Th) 


Vir to 


Suites 
strution ¢ 

General Fire 

Globe-Wernicke Co 

Leopold Co 

Walker Co Tf { 
W. & J 


Shaw 


Sloane 


Memorandum Books 
& Pease Ce j 
Craft L. L. Div 
tlank Book Co 


Barnes Co 


soorum 
Master 
National 
Rockwell 

Memorandum Devices 

Meg Co The 


Stanley RK 


Sate 
Bristow 
Mending Tape 
Mfg ‘ 
Mfg Co t 
Checks, Ete 
Work 
Wenthe Ine 


Dennison 
Warshaw 
Metal Badges, 
Dayton 
Meyer 


Tokens, 
Stencil 
« 


Moisteners 
Metal 
Ri 

Numbering Machines 

Amer. Numbering Mach. ¢ 
Bates Mfg. Co The 

Melind, Louis, Co 
Roberts Numbering 


Office Partitions and 
Globe-Wernicke Co 
Pads, Figuring 
soorum & Pease ( 134 
National Blank Box 
Rockwell-Barnes (¢ 
Paper 
Eaton Paper 
Rockwell-Barnes ¢ 
Paper Clamps 
Autmte Pencil 
Esterbrook Pen Co 
Hunt, ¢ Howard 
Oakville Div 
Paper Clips 
Cook H. ¢ Co 
Graff B.. Co } 
Oakville Co Div 
Vail Manufacturin 
Paper Fastening Machines 
Ace Corp 
Acme 
Amer 


jalties Mfg. Co 
Mfg Co 170 


Spec 


vet -O 


Mach. (« 80 
Railings 


The 


Corp 


Sharp. 


Geo 
Scovill 


ar l ’ 


Fastener 
Staple Co 
Autm. Elec 
Autmtc Pencil Sharp 
Bates Mfg. Co The 
Hotchkiss Sales Co lf 
Markwell Mfg. Co ie 
Ne Products, In RY 
Speed Products Co 
Victor Safe & 
Paper Weights 
Model-Craft, Ine 
Paste Inks, Adhesives, Ete 
Pencil Sharpeners 
Autmte Pencil 
Graff, Gee BR Co ’ 
Hunt, ¢ Howard, Pen Co 140 
Pencils, Mechanical 
Rite-Rite Mfg. Co 
Sheaffer, W A Pen Co 
Pencils, Wood Cased Lead 
Dixon, Jos Crucible C¢ 
Reliance Pencil ¢ 
Penholders 
Dixon 
Esterbrook 
Pens, Steel 
Esterbrook Pen Co lit 
Hunt, ¢ Howard, Pen (« 
Picture Hooks 
Moore Push-Pin Co 
Pins and Pin Containers 
Oakville Co Div. Seovill 
Vail Mfg. Co 119 
Platens, Typewriter 
Amer, Writing Mach 
Ames Supply 
Shipman-Ward Mfg 
Polish and Clearer, 
Hammer Mill Sales 
Postal Scales 
Hanson Scale Co 
Pelouze Mfg. Co 
Shipman-Ward Mfg Co 
Triner Scale & Mfg. Co l 
Presentation Covers 
Filing Supply Co 


Sales ( 14 


Co 150 


va-Clog 


Equip. Co 


See 


Sharp. Co 


Crucible Co 
Pen Co 


Tos 


Stores Div < 


Co. i 
Office Furniture 


Oxford 
Publishers 
British 
Punches 
Amer 
Bates Mfg 
Boorum & Pease 
Globe-Wernicke TI 
Metal Specialties Mfg Co if 
National Blank Book Co 101 
Push Pins 
Moore Push-Pin Co 
Oakville Cx Div 
Ribbons and Carbons 
Allen & Co l 
Allied C & Ribbon Co 


Stationery Exporter 
Products ¢ 
The — 


Co 4 


Engineered 
Co 





to 


Sco 


arbor 








W g Ma s t I pe 
\ Supply ¢ 
Codo Mfg. Cort 
‘ bia R. & ¢ Mfg. ¢ 
! St Ribbon & Car! ( 
\ fold Supplic Co 
M az & Volger, It 
N Process 
0 Town Rib. & Carb. Co 
Pacif Carb. & Rib. Mf ( 
i Key-Imperial Mfg ( 
rt ps Process’ Co ' 
RK rypewriter Ce Ine t 
Shipman-Ward Mfg Co 
Smitt L. « & Corona Tw 
Storr HW. M Co 
! erwood Elliott Fisher Co 
Sack 
I S. Typewriter Ribbon Mfg. ¢ 
Webster, I Ss Co 
Rubber Bards 
Roberts, Weldon. Ru Co ) 
Rubber Stamps 
Metis Lauis, Co 
Meye & Wenthe Ir 
Ruling Devices 
Amer. Engineered Products Co 140 
Safes 
Art Metal Construction ¢ ’ 
General Fireproofing Co The 68. 69 
Globe-Wernicke Co., The ”, 1 
Mosler Safe Co., The 128 
Security Steel Equip. Corp 138 
Shaw-Walker Co Tf 10 
Victor Safe & Equip Co 1s ” 
Yawman and Erbe Mfg. Co 0 
Scrapbooks 
Globe-Wernicke Co The 
Secretary Desks 
Art Metal Construc mn ¢ 9 
General Fireproofing ¢ The x, 60 
Globe-Wernicke Co The ” 
Peerless Steel Equi ( ) 
Shaw-Walker Co rf 
Wabash Cabinet Co Mhe Os 
Shelving 
All-Steel-Equip. ¢ 4 
Art Metal Construction ( 
Browne-Morse Co 
Cor lJamestowr Mfx Cory ") 
General Fireproofing ¢ m 8, 6 
Globe-Wernicke Co., The ” 
Securit Steel Equip. Corp 138 
Shaw-Wal«er Co 
Sorting Devices 
tristow Stanley R 
Co-Collater Co 
Stamp Pads 
tates Mfg ( The { 
Melind, Louis, Co 
Meyer & Wenthe Ine 
Phillips Process Co 
Rivet-O-Mfg. Co 170 
Rockwell-Barnes Co 111 
Vietor Safe & Equip. Co 8, 99 
Stands for Office Machines 
Ames Supply Co 
Anderson-Hickey (¢ 
Art Steel Co 80, 81 
Fair Furniture Co 
General Fireproofing Co., The — 68 
Globe-Wernicke Co The "0 
Harter Corp Rt 
Metalstand ¢ 
Peerless Steel Equip. Co 148 
Shipman-Ward Mfg Co 1 
Sturgis Posture Chair Co 
Toledo Metal Furniture Co 
Staple Extractors 
Ace Fastener Corp 
Met Specialties Mfg { 
Staples and Stapling Machines 
Ace Fastener Corp 
Acme Staple Co 8 
Bates Mfg. Co., The 07 
Hotchkiss Sales (¢ fF 
Markwell Mfg Co 
Metal Specialties Mfg. Ce 17¢ 
Neva-Clog Products, Ine RY 
Oakville Co.. Div. Scovill ! 
Speed Products Co 
Vail Manufacturing Co 4 
Stencils, Brass 
Dayton Stencil Works 
Stenographer’s Note Books 
National Blank Book (¢ 
Rockwell-Barnes Co 
Stools 
Harter Cort Rt 
Metalstand Co 189 
Toledo Metal Furniture ¢ 
Storage and Transfer Cases 
All-Steel-Equip, Co 
Ar Metal Construction ¢ 
Art Steel Sales Corp sf s 
Bankers Box Co N 
tarkley, ¢ I & ( 
Bents Mf Co 
trowne-Morse ¢ 
( mbia Steel Equi ( 
Cort lat wn Mf ( I 
General Fireproofing ¢ The 68 
Globe-Wer ke Co TI 
( ‘ & Sup { 
Hedge's Mf Co 











Imperial Methods Co 85 
Peerless Steel Equip. Co 148 
Pronto File Cerp 161 
Rockwell-Barnes Co 11! 
Security Steel Equiy Corp 138 
Shaw-Walker Co 6, 102 
Weis Mfg Co 71 2 i 
Yawman and Erbe Mfg. Co 106 
Strong Boxes, Fire Protected 
Walz Mfg. Co 169 
Tables 
Art Metal Construction Co 4 
Browne-Morse Co 11f 
Corry-Jamestown Mfg. Corp 120 
General Fireproofing Co., The 68, 69 
Globe-Wernick. Co., The 90, 11 
Mutschler Bros. Co 160 
Peerless Steel Equip. (¢ 148 
St. Johns Table Ce 167 
Shaw-Walker Co 76, 102 
Vietor Safe & Equip. Co 9x, 99 
Tags 
Dennison Mfg. (Ce 12 
Telephone Accessories 
Bates Mfg. Co The O07 
Victor Safe & Equip. Co. 98, 99 
Telephone Stands 
Art Metal Construction C¢ 93 
Art Steel Sales Corp gO gl 
General Fireproofing Co The 68, 69 
Globe-Wernicke Co The 90, 1138 
Nucraft Furniture Products 131 
Peerless Steel Equip. Co 148 
Shaw-Walker Co Te 102 
Yawman and Erbe Mfg. Co lie 
Thumb Tacks 
Graf? George B Co 139 
Moore Push-Pin Co 171 
Oakville Co., Div. Seovill 15 
Ticket Holders 
Oakville Co, Div. Seovill 15 
Vail Manufacturing (C« 119 
Trimmirg Boards 
Amer. Engineered Products C« 140 
Ar Photo Laboratories 152 
Type, Typewriter 
Amer, Writing Mact Stores Div. 12¢ 
Ames Supply Co 77 
Shipman-Ward Mfg Co 15 
Typewriter Cleaning Material 
Amer, Writing Mach. Stores Div...12¢ 
Ames Supply Co 77 
Clarotype Co 170 
Mittag & Volger, Inc 153 
Reliance Pencil Co 13 
Rivet-O-Mfg. (« 170 
Sanford Ink (C¢ 168 
Shipman-Ward Mfg Co 155 
Webster F. S Co 2 
Typewriter Cushion Keys 
Amer, Writing Mach. Stores Div. 12¢ 
Ames Supply Co 77 
Peerless Key-Imperial Mfg. Co, 124 
Shipman-Ward Mfg. Co nO 
Speed Key Mfg. 172 
Typewriter Cushioy Knobs and Bases 
Amer. Hair & Felt Ce 100 
Amer. Writing Mach. Stores Div. 12¢ 
Ames Supply Co 77 
Fox, George E., & Ce 135, 151 
Peerless Key-Imperial Mfg. Co... 124 
Shipman-Ward Mfg. Co 155 
Speed Products Co 95 
Typewriter Parts and Tools 
Amer. Writing Mach. Stores Div..12¢ 
Ames Supply Co 77 
Shipman-Ward Mfg. Co 15 
Typewriter Tables 
See Stands for Off. Mach 
Typewriters, Mfrs. of 
Corona Typewriter 63 
Royal Typewriter Co 65 
Smith, L. ¢ & Corona Tws ( 
Underwood Elliott Fisher Back Cover 
Typewriters, Rebuilt and Used 
Amer. Writing Mach. Stores Div. 12¢ 
Shipman-Ward Mfg. Co l 
Visible Systems Equipment 
Acme Visible Records In 79 
Aigner, G ! Co “4 lt 
Art Metal Construction Co 9 
Automatic File & Index Co 162 
Boorum & Pease Co 134 
Globe-Wernicke Co., The 90, 11 
Master-Craft L. L. Div 76 
National Blank Book Co 10 
Postindex Visible Files Div 93 
Shaw-Walker Co 7¢ 102 
Sheppard, ¢ kK Co 161 
Stationers Loose Leaf Co 149 
\ w Safe & Equip. ¢ 98, 99 
Yawman and Erbe Mfg. Co 106 
Waste Baskets 
Art Steel Sales Cory gf. 8] 
Corry-Jamestown Mfg. Corp 120 
Fox, George } & l 151 
General Fireproofing Co., The 68, 69 
Globe-Wernicke Co., The 90, 11 
N aft) Furr lucts 131 
Pee ess Steel Co 148 
Shaw-Walker Co Tf 102 
Work Distributors 
Fox. George } & Ce i385. 15 








NIS A 
| WANTS _AN 
The rate for classified advertisements ts 


SITUATIONS WANTED 


AGGRESSIVE YOUNG MAN well and favorably known to the Sta- 


the eastern 
connection 
in this ter- 


Store and gift buyers along 
south to Florida desires 
manufacturer. Have been active 
years and can furnish particular information 
record. Salary, expenses or drawing ac- 
Address E-55, care Office Appliances, 


Dept. 
Penna. 


Office Supply, 
Atlantic seaboard from 
with a well established 
ritory for the past six 
concerning successful sales 
count desired, plus commission. 
Chicago. 


tionery, 


OFFICE SPECIALTY MAN with excellent record for more than 


twenty years in the Southeast is open for new connection. In_ posi- 
tion to handle branch office, travel as district representative, or be 
of service in other connection in which talents can be put to good 
use. Best of references. Address E-53, care Office Appliances, Chicago. 


AVAILABLE YOUNG MAN with 12 years’ experience as office ma- 
handle shop, will 


chine mechanic, thoroughly trained and capable to 
consider percentage basis. Also bookkeeping and register experience. 
Go anywhere. Address E-51, care Office Appliances, Chicago. 


CONSULTING CHEMIST, experienced in duplicating stencil manufac- 
turing, etc., available immediately. Address E-52, care Office Appli- 
ances, Chicago. 


MECHANIC Sales and Service, 18 years’ experience on all makes, reli- 
best of references. Capable managing and buying-—all around 
Address E-54, care Office Appliances, Chicago. 


able, 
man. 


SALESMEN WANTED 


that will 
major 
care 


product 
becomes a 
Box S-174, 


have a 
quickly 
Address 


offices, we 
sideline. It 
available. 


ARE NOW selling to 
very profitable 
territories 
Chicago. 


IF YOU 
prove to be a 
line. Exclusive 
Office Appliances, 


are 


SALESMAN WANTED: Good salesman thoroughly familiar with 
lithography, printing, office furniture and stationery for city or travel- 
ing. Give complete past employment record with application. Clarke 
& Courts, P. O. Box 1441, Houston, Texas. 


MECHANICS WANTED 


Excellent 
Caswell 


etc. 


434 


ELLIOTT FISHER MECHANIC. State 
opportunity. Confidential. w. J. 
Building, Milwaukee, Wisconsin. 


experience, 
Company, 


age, 
Crowley 


PERMANENT POSITION for typewriter mechanic with some experi- 
ence on adding machines, portables, and cash registers (Optional). 
Selling ability desirable, but not necessary. Must be of good personal 
habits and not subject to draft. Answer fully stating age, experience 


and salary expected. Wonderful opportunity with commissions on ins- 
spection contracts, «tc. Our mechanic knows of this ad as he is 
drafted and due for service soon. Pengad Corp., Pengad Bldg., 


Bayonne, N. J. 


ADDING MACHINE MECHANIC also Typewriter, Addressograph, 
Multigraph Mechanic. Good salary. Pruitt Office Machines, 425 N. 
La Salle, Chicago. 


REPRESENTATIVES AVAILABLE 


SALES ORGANIZATION of three hustlers would like one additional 
major line and a good side-line for Oklahoma, Arkensas, and Texas 
east of and including Fort Worth, Waco, San Antonio. Will give up 


two of three lines now selling if right thing comes along. Thoro, 
systematic coverage. Commissions only S. L. Whitlow, 832 N. 


37th St., Oklahoma City, Okla. 


REPRESENTATIVES WANTED 


MANUFACTURER of three widely 


known office units required in con- 


junction with typing seeks Representatives in various open territories 
coast to coast. Prefer men now established and selling non-conflicting 
office equipment, or allied item, and having time to handle one addi- 


tional meritorious line. Address S-173, care Office Appliances, Chicago. 


BUSINESS OPPORTUNITIES 


WANTED! MANUFACTURER WITH NATIONAL 
DISTRIBUTION OF OFFICE DEVICE SEEKS ALLIED 
LINE TO OFFSET CURTAILED PRODUCTION. WHAT 


HAVE YOU? Box S-171, Office Appliances, Chicago 
TO RENT 
rYPEWRITER STORE WANTS to rent part of store to kindred 
business. Low rental--ideal location for Long Island representation 
Numerous defense industries nearby Secretary available for your 


Typewriter Exchange, 135 Main Street, 


New York. 


office details. Hempstead 
Hempstead, Long Island, 


) tOR SALE 


eight cents a word, minimum charge, $1.60. 


SALES LETTERS 
LETTERS WILL BUILD SALES: For years I have built letters that 
pull sales. You need them more than ever now. Send me your data 
for new letters, or unsuccessful letters for reshaping. Particulars on 
request. Address H. M. Goldthwait, 1659 Broadway, Denver, Colo. 


FOUNTAIN PEN REPAIRING 











ALL MAKES Pens, Pencils, 
24 hour service. Standard prices. 
State St., Chicago. 


Desk Sets, ete. 
Welty Pen 


Repaired—usually 12 to 
& Repair Co., 38 So. 


ADDING MACHINE PARTS, TYPE, ETC. 














LARGE STOCKS of new and used Adding and Calculating Machine 
Parts available. Quotations furnished on specific parts upon request. 
I. A. Dehn, Jr., 1643 101st Ave., Oakland, Calif. 


DUPLICATOR SUPPLIES 











DUPLICATING INKS, two grades, all colors. Complete line of hecto- 
graph gelatin, 1, 5 and 10 Ib. cans. Gelatin sheets on boards which 
do not require any melting. Pengad Mfg. Co., Inc., 884 Broadway, 
Bayonne, N. 


FOR SALE AND WANTED TO BUY, USED EQUIPMENT 











ELLIOTT-FISHER, Burroughs, Moon Hopkins, Adding-Calculating 





Machines, Dictaphones. Ediphones. bought and sold. Chicago Office 
Appliance Co., 529 S. Wells St., Chicago. 

ELLIOTT-F'TSHER Machines, Adding Machines, Comptometers, Bur- 
roughs and Monroe Calculators, Typewriters and all office machines 
bought and sold. Teeter-Warsh Co., 849 N. 8rd Street, Milwaukee, 
Wis. 


BURRCUGHS, MOON HOPKINS Elliott-Fisher Bookkeeping Machines, 
Comptometers, all makes calculators bought and sold. Dorrell-Markel, 
93 S. 11th, Minneapolis, Minn. 





BURROUGHS — Duplexes, Moon Hopkins, Bookkeeping Machines, Kar- 
dex. All types office machines bought and sold. Fort Pitt Typewriter 
Co., 644 Liberty Avenue, Pittsburgh, Pa. 





BURROUGHS, MOON HOPKINS, Elliott-Fisher, Remington Account- 
ing Machines, and everything in the office machinery line. State 
model, serial number and we will quote highest cash prices. Inter- 
national Office Appliances, Inc., 326 Broadway, New York City. 


ELLIOTT-FISHER machines, calculating machines, adding machines 
all office equipment, bought and sold. W. J. Crowley Company, 434 
Caswell Bldg., Milwaukee, Wis. 


BURROUGHS, Moon Hopkins, Comptometers, Bookkeeping Machines, 
Bought and Sold. H. T. Carroll, 547 So. Dearborn St., Chicago. 


DICTAPHONES—EDIPHONES—Foremost specialists in rebuilding, 
sales and purchases of dictating equipment. Write for catalog. Amer- 
ican Dictating Machine Co., 235 Fifth Ave., New York, N. Y. 








KARDEX, ACME, al! makes used visible filing equipment. Thousands 
of reconditioned cabinets, panels, books, always on hand. Special 
service and prices to dealers for purchase or sale. Get our quotations. 
Chas. S. Nathan, Inc., 548 Broadway, New York. 


VISIBLE EQUIPMENT bought, sold and exchanged. We specialize in 
rebuilt Kardex, Acme and International Visible Factograph cabinets, 
as well as other makes. We can supply new improved brass shift rods 
(that will not break), for International cabinets, also cards and card 
holders. Have available credit authorization equipment in one line 
tube panels, and 5x1l'4 pocket panels, for reasonable prices. Write 
and tell us what Visible Equipment you need or have for sale. Special 
prices to Dealers. E. H. Heineman, 4 North Eighth Street, St. Louis, 
Mo. 


KARDEX, ACME, POSTINDEX, ete., visible filing equipment of all 


types bought and sold. We specialize in this field and offer full co- 
operation to dealers. Commercial Card System, 135 Grand St., ew 
York City. 


GUARANTEED REBUILTS, KARDEX, other visible systems, attrac- 
tively refinished, thoroughly rebuilt for years of additional service, 
moderately priced. Used equipment also bought and exchanged. Uni- 
versal Office Equipment Co., 561 Broadway, New York, N. Y. 


ADDRESSOGRAPHS, Duplicators, Dictaphones, Multigraphs, Sealers, 
Folders, Typewriters, Adding Machines. Write for FREE Money Mak- 


ing Circular Pruitt Office Machines, 527 Pruitt Bldg., Chicago. 
WANTED TO BUY FOR CASH—International Payroll Machines. 
Address S-172, care Office Appliances, Chicago. 

















NEW TRADE LITERATURE 





(Catalogues, pamphlets, broadsides, foldera and other publicity 
materiale recently released) 


broadside, done in attractive colors ar 
‘Patriot”’ wood files, has been issued a 


All-Steel-Equip Company, Aurora, | 


All-Steel-Equip Company.—A 
featuring the firm's new line of 
a sales help to the trade by the 


Based on a “Save Steel for Victory theme, the broadside contains 

number of unusually large illustrations showing the special construction 
feature of the line with special emphasis on the adaptation of the 
A-S-E drawers of the wood cabinets rh 


Aurora cradle suspension t 
two files in the line, trade-named the 
were pictured and des ribed on page 26 of the 


Patriot and the Patriot Junior, 
April issue 

ind describing the 
prepared for dis 
Chicago. Printed 


1. D. Cotterman._A new, six-page folder, picturing 
line of Cotterman rolling tore ladders, has been 
tribution by I. D. Cotterman, 155 North Union avenue, 


on a high-grade paper, the folder contains an unusually large number 
of illustrations of the various types of ladders available, with special 
pictures showing the construction details and parts used in making il 
stallations. Copies are available to the trade on request to the addres 
given above 

The General Fireproofing Company...Containing 134 pages bound 


Wire-O binding, a new been issued to the trade by The 
General Fireproofing Company, Youngstown, Ohio. The book presents a 
complete line of guides, folders, cards, labels, inserts and all other materi 

necessary for any type or size of requirement for the filing and finding of 
business papers. Many of the pages and sometimes complete sections are 
done in individual colors to facilitate finding the parts wanted for reference 
The catalogue is listed as the No. 419 


catalogue ha 


Gunn Furniture Company. ro Help You Sell” is the title of a ne 
series of bulletins which has been inaugurated for distribution to dealers 
by the Gunn Furniture Company, Grand Rapids, Mich As explained ir 
the first issue, dated March 30, the purpose of the bulletin series is ‘‘t 
keep you in touch with how the war program is affecting, and how it is 
likely to affect, your office furniture business." The first subject, which 
is to be followed by others as the need Priorities, and How 
They Affect Your Business 


irises, WA&as 


fourth edition of the firm’s well 
of 


The Higgins ink Company, Inc. The 
known booklet, ““Techniques,’’ which was created as a substantial part 
1 sales promotional program, has recently been published by the Higgin 
Ink Company, Inc., 271 Ninth street, Brooklyn, N. ¥ The booklet con 
sists of a collection of educational pictures and technical descriptions 
of the many art uses to which Higgins’ drawing inks may be put The 
fourth edition of rechniques” is larger and more informative than any 
previous issue and contains thirty-eight instructional material 
It is divided into four sections, “Instructional,” “Techniques for Rept 
duction,” “Examples of Scholastic Work’ and “Examples of Professiona 
Work.’ rhe company’s policy of distribution is to send one copy fre: 
of charge to each instructor of art who makes a request for it on schoo 
stationery lo others the booklet sells for fifty cents a copy 


pages of 


Shaw-Walker Company...A new, 1942 supplement for use 
well-known Office Guide, has been issued to the trade by The 
Company, Muskegon, Mich. On the first inside page of the supplement 
ippears the following explanation over the signature of President L. ¢ 
Walker: “This numeric supplement is published in order that our 1941 
Office Guide Will continue to be helpful to you for that period of the war 
during which it would seem inadvisable to print another edition Copies 
ire available on request to the company 


with the firm’s 
Shaw-Walker 


a 


Requirements Modified For Stencil Duplicator and Tabulat- 
ing Machine Operators 


Additional operators on stencil duplicator and tabulating machines 
being sought for the government, it has been announced by the Civil 
Service Commission rhe requirements have just been modified to allow 
ipplicants to offer either paid experience or a prescribed training course 


on the appropriate machine 

The salary for under stencil 
Salaries for tabulating machine operators are $1,260 and $1,440 a year 
Stencil duplicator operators will operate an electrically driven automati 
machine; tabulating machine operators, machines that automatically tab 
ulate information that has been recorded on punched cards ; 

Where experience is offered to meet the requirements, appropriate paid 
experience must be is follows: Stencil duplicator operators, three 
months; tabulating machine operators, four months; under tabulating 
machine operators, two months. Where instruction courses are offered 
in satisfying the requirements, applicants must show resident instru 
tion in the theory and practice of Operating the appropriate machine 
is follows Stencil duplicator operators, fifty hours; junior tabulating 
machine operators, twenty hours; junior alphabetic tabulating machine 
operators, fourty hours; under alphabetic and tabulating 
itors, ten hours 

Where training is offered in satisfaction of the 
ence may not be substituted for any part of the training. Proof of the 
training must be submitted I tabulating machine operator positions 
at $1,440 a year, applicants must tual experience or practice it 
the wiring of plugboards— in the case of International Business Machine 
equipment—, or in the setting of control pins, in the case of Remingtor 
Rand equipment 

Appointments will be made in Washington, D. C., only Applicants 
must have reached their eighteenth birthday, but there are no maximun 
age limits. Applications must be filed with the Civil Service Commission, 
Washington, D. C., and will be accepted until the needs of the service 
have been met Appointments will be 
duration of the war and for no longer than six months thereafter 
obtained at first ind 
from the cofmmission in Washingtor 


duplicator operator is $1,260 a year 


showtr 


machine oper 


requirements, experi 


show 


made to extend generally for the 


for applying may be second-class post offices 
throughout the country, or direct 
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U. S. Ready For All Necessary War Sacrifices 


Convince the American people that the war burden is being fairly dis 
tributed and there is no sacrifice that they will be unwilline to make 
declares Henry H. Heimann, executive manager of the National Ass 
ciation of Credit Men in his Monthly Review of Business release 
April 14 

Not only is this matter f equity true with respect to taxation t he 
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so holds true with respect to hours of labor.” 
In the war production effo Mr. Heimann points out, it is important 
that “we do not overlook the fact that the production of Germany, for 
example, is not limited to the facilities within its own borders. We must 
take into account the ability of Germany to utilize the plants in the 
important, the ability of Ger 


subjugated countries and, what 
inv to infiltrate or enslave in her own country the labor that she can 


draft from the subjugated lands 
Add to this the 


dit head states, “but it also 





equally 


of Japanese control in the Far East 
ind we can readily see that when it comes to man power or material 
irces, the United Nations do not for the time being possess the 


idvantage that we and our Allies possessed in the first world war.” 


present measure 


lhe role of commercial and financial credit in facilitating the produ 
tion effort of this country is of vital importance, the credit executive 
says, and will be the main topic of consideration at the wartime Credit 
Congress of the association which is scheduled for Circinnati, Ohio, dur 


the week of May 10 








BUSINESS OPPORTUNITIES 


Salesman Wants More Lines for Puerto Rico Representation. (. R. 
Victoria, a representative for several American firms in Puerto 
idditional lines to represent in his territory. He is at 
products of the Underwood Elliott Fisher Company, 
Index Company, the Surety Manufacturing Company, 
Chemical Company, Simmons Com 
Communications should be 





Lopez de 
Rico, is seeking 

sent handling 
matic File & 
1 Oil Company, Crystal Soap & 
other well-known rganizations, 
iddressed to P. O. Box 24, Hato Rey, P. R 
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Current Corporation Reports 


Joseph Dixon Crucible Company.For 1941: Net income, 
taxes and charges, equal to $9.08 a share on 50,000 shares, 
$107,911, or $2.16 a share, earned in 1940. The company credited $23,394 
ndistributed earnings of subsidiary and affiliated companies to surplus, 
mpared with a like credit of $28,598 in 1940 (New York Times, 


April 1, 1942.) 


$451,545 after 
against 


fiscal year ended January 31, 1942, 
compared with $1.74 a share 
previous The directors have set up a reserve for future con 
$50,000 from this, so that there remains a net profit of 
238, equivalent to $1.91 a share, available for dividends. Dividends 
paid during the year totaled $181,250, or $1.45 a share. ‘“‘Taxes paid and 
against last year’s operations amounted to $324,182” 
this item was greater than the profit 
should be brought to their attention, 
ompany to contribute its full share in 
earliest possible victory.”’ (Chicago 


Horder’s, Inc.—Net profit for the 
was $288,335, equivalent to $2.31 a share, 
the vear 
tingencies of 


WZ55 a) 


iccrued as an expense 
the company report stated. 
vhich accrued to shareholders, it 
ilthough it is the desire of the 
taxes and otherwise in bringing the 
Daily News, March 30, 1942.) 


Since 


International Business Machines Corporation and sub 
three months ended March 31, 1942, as reported 


Net earnings of 
sidiary companies for the 


April were $5,755,497 before providing for U, S. Federal and Canadian 
income and excess profits taxes. They compare with net earnings for the 
orresponding 1941 period of $4,140,128, an increase in net earnings of 


$1,615,874. After providing for estimated 1 S. Federal and Canadian 
ncome and excess profits taxes (including $1,507,100 U. S. excess profits 
ix) as levied under the Revenue Act of 1941, the net income for the 
ree months of 1942 would be $2,806,897, equivalent to $2.83 per share 
should be understood that if the 

Congress is passed,’ president 
nas J. Watson stated in the report, ‘additional Federal taxes will 
be levied and the foregoing profits will be accordingly reduced. The 
f such tax increase and resulting change in profits cannot be 
accurately calculated at this date.” 


t} 
shares outstanding “70 
proposed tax legislation now before 


n 190.116 





National Cash Register Company and Subsidiaries —March quarter: Net 
profit, after Federal and foreign income taxes of $2,139,004, $830,291, 
equal to 51 cents each on 1,628,000 shares, against $496,072 or 30 cents a 
share last year when tax provision was $240,483. Reserve of $250,000 for 
vost-war readjustment of plant and processes was provided out of quar 
er’s earnings. Profits of foreign subsidiaries and branches for period 
rmounting to $252,248 were placed in reserve for foreign investment 
New York Times, April 24, 1942) 





T 
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A dividend of 154 per cent, amounting to $1.75 per share. on account 


of the current quarterly dividend period ending April 30, 1942, has heen 
declared pavable April 15, 1942, on the outstanding preferred stock of 


Inc., to holders of preferred stock of 
record at the close of business on April 1, 1942 A dividend of $1.00 per 
share has been declared payable April 15, 1942, on the outstanding common 
stock of the company to holders of common stock of record at the close 
of business on April 1, 1942. H. A (New York Times, 
March 26, 1942.) 


the Royal Typewriter Company, 


Way, secretary 


g February 28, 1942, of $934, 
807.05, after providing for taxes and reserves, was announced today by 
the W. A. Sheaffer Pen Company, in a report to stockholders and em 
ployees. This compares to a profit of $812,937.34 for the previous year 
Earnings per share of common stock increased to $5.90 as compared 
to $5.18 for the last year Provisions for income and excess profit 
taxes amounted to $1,190,500.00 compared to $370,500.00 for the previous 
vear Dividend payment to common stockholders during the fiscal year 
nted to $3.25 per share, which is the as that paid a year ago 

The company reports a large sales, and a much greater in 
in demand for their product They have not been able to meet 
mand due to the use of part of the productive facilities in 
shartages As a result, Sheaffer's 

some classes of mer 


rationing 
expenses continue to show a favorable 


{ net profit for the fiscal vear endin 


Same 


increase IT 


this ue 
var work, and also because of n 
have discontinued some iter 
chandise to the trade Operatir 
trend in relation to sales 





although operating 
period, net for the 


Underwood Elliott Fisher Company reported that 


profit was more than three times that of the 1941 


irter ended March 1 was $393,582, equal to 54 cents a share on 
the common A vear earlier et was $897,780, equal to 54 cents a share 
The company provided $3,16¢ for federal income and excess profits 
ixes, based on recent Treasury proposals. In the 1941 period, the tax 
ision was 8628,804.—(Chicago Daily News, April 4, 1942.) 
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PATENTS 


Copies of patents shown here can be obtained 
from the Commissioner of Patents, Washington, 
D. C., for ten cents each in cash, postoffice 
money orders or certified check. Stamps und 
personal checks not accepted. 





2,277,109. Mechanical Pencil and Method for Mak- 
ing the Same. Helmer R. Jochim, Chicago, LIL, as 
signor to Rite-Rite Mfg. Co., Chicago, Ill., a cor 
poration of Illinois, Application July 10, 1941, Serial 
No. 401,709. Granted March 24, 1942 

2,277,155, Stacking Device for Storage Files. Sol 
Scheinman, White Plains, N. Y Application Febru 
ary 21, 1936, Serial No. 65,037. Granted March 24 
1942. 

2,277,156. Feeding Means for Recording Machines. 
John Q. Sherman and Albert W. Metzner, Dayton 
Ohio; said Metzner assignor to said Sherman; Kath 
erine M. Sherman, William C. Sherman, and Well 
more B, Turner executors of said John Q. Sherman 
deceased. Original application August 29, 1935 
Serial No. 687,303 Divided and this application 
October 15, 1936, Serial No. 106,586. Granted March 
24, 1942. 

2,277,207. Dietating Machine. Ray M. Chenoweth 
Los Angeles, and Emmett M. Irwin and Walter P 
Huntley, Pasadena, Calif., assignors to C-W-B De 
velopment Co., Los Angeles, Calif., a corporation of 
California. Application April 22, 1935, Serial No 
17,666. Granted March 24, 1942 

2,277,250. Bookkeeping Machine. Ernst Vilhelm 
Nyberg Stockholm, Sweden, assignor, by mesne as 
signments, to Ekornomiregister Inc New York, N 
Y., a corporation of New York. Application Novem 


ber 30, 1937, Serial No. 177,377. Granted March 24 
1942 

2,277,347. Riser Structure for Stapling Machines. 
William G. Pankonin, Chicago, Illinois A pplication 
February 23, 1940, Serial No. 320,326 Granted 


March 24, 1942. 


2,277,452. Ruler. Moses Elias Pettersen, Visalia 
Calif. Application June 26, 1941, Serial No. 399,89¢ 
Granted March 24, 1942 

2,277,498 Adding Machine. Thomas O. Mehan 
Chicago, Ill., assignor to Victor Adding Machine 
Company, Chicago, Ill., a corporation of Illinois 
Application June 17, 1937, Serial No 148,641 
Granted March 24, 1942 

2,277,596. Malvir 


Blotter and Return Post Card. 
Lichter, New York, N. Y., assignor to Stickless Cor 
poration, New York, N. Y a corporation of New 
York Application November 9% 1939, Serial Ne 
Granted March 24, 1942 

2,277,834 Binder. Isidore Spinner, Chicago, Il 
assignor to Plastic Binding Corporation, Chicago 
Ill., a corporation of Delaware Application March 
11, 1940, Serial No. 323,437. Granted March 31, 1942 

2,277,851. Aceounting Machine. Jesse R. Ganger 
Dayton, Ohio, assigner tc The National Cash Register 
Company, Dayton, Ohio, a corporation of Maryland 


Application October 5, 1936, Serial No. 104,001 
Granted March 31, 1942 
2,277,948. Knockdown Furniture. James E. Bales 


Aurora, Ill., assignor to Lyon Metal Products, Ir 
corporated, Aurora, Ill a corporation of Illinois 
Original application October 22, 1938, Serial No 
236,495. Divided and this application February 2¢ 
1940, Serial No. 320,755. Granted March 31, 1942 
967. Duplicating Machine. James L. Gibsor 
( ‘hicago, Ill., assignor to Ditto, Incorporated, Chicago 
Il a corporation of West Virginia Application 
December 23, 1940, Serial No. 371,322. Granted Maret 
31, 1942 

2,278,009. Typewriter Machine. George F. Hand 
ley ilendale, N r., assignor to Royal Typewriter 
Company, Inc., New York, N. Y., a corporation of 
New York. Application September 30, 1940, Serial Ne 
359,119. Granted March 31, 1942 

2,278,118. Business Machine. Richard W. Pitman 
New York, N. Y., assignor to Underwood Elliott Fisher 
Company, a corporation of Delaware Application 
September 24, 1936, Serial No. 12,389 Granted 
March 31, 1942 

2,278,197 Duplicating 
Gilbert, New York, 


















Machine. Benjamin D 
N. . Application February 1f 
1940, Serial No. 319,335, Granted March 31, 1942 

2,278,403. File Support. Frank D. Jonas, East 
Williston, N. Y., assignor to Oxford Filing Supply 
(‘o.. Brooklyn, N. Y., a partnership comprising Rict 








ard A. Jonas, Richard A. Jonas, Jr., Robert P. Jonas 
Frank D. Jonas, and Edward F. Jonas Application 
July 25, 1941, Serial No. 403,982. Granted March 
31, 1942 

2 Calculating Machine Casing. Frederick 
4. Niemann, Chicago, Ill, assignor to Felt & Tarrant 
Mfg. Co., Chicago, Til a corporation of Illinois 
Application October 1, 1938, Serial No. 232,782 
Granted March 31, 1942 

2,278,409. Graph Printing Tabulator. John Wil 


liam Armbruster, East Rockaway, N. Y assignor 
by mesne assignments, to International Business Ma 
chines Corporation, New York, N. Y a corporatior 
of New York Application August 30, 1932, Serial 






No. f 38. Granted April 7, 1942 

2,278,565. Loose Leaf Binder. John Schade, Hol 
yoke, Mass., assignor to National Blank Book Company 
Holyoke, Mass., a corporation of Massachusetts Ay 
plic ation March 24, 1941, Serial No. 384.857. Granted 


April 7, 1942 

2,278,724. Typewriting Machine. Miles H. Manr 
West Hartford, Conn., assignor to Underwood Elliott 
Fisher Company, New York, N. Y a corpora 
Delaw are Application November 25, 1938. Serial No 





tion of 





242, Granted April 7, 1942 
2,278,820. Paper Carriage for Accounting Machines 
Walter A. Anderson, Bridgeport, Conr assignor to 


Underwood Elliott Fisher Company, New York, N. ¥ 
a corporation of Delaware Application June 2 1940 


Serial No. 342,547. Granted April 7, 1942 

2,278,863. Register. George (. Chase, South Orar 
N. J., assignor to Monroe Calculating Machine Con 
pany, Orange, N. J., a corporation of Delaware Ap 
plication March 1, 1940, Serial No. 321,732. Granted 
April 7, 1942 

2,278,907. Fountain Pen. Marlin S. Baker, Jan 
ville, Wis assignor to The Parker Pen Compar 
Janesville, Wis., a corporation of Wisconsin. Applica 
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2,279,702 





ion July 2¢ 1940 Serial No. 347,586 Granted 
915. Typewriter Feeder. Walter 0. Critc! 
Shelby, Ohio, assignor to Shelby Saleshook 
Company, Shelby, Ohio, a corporation of Ohio. App! 
cation March 17, 1941, Serial No. 383,866. Granted 
April 7, 1942 

2,279,141. Te Machine. John Joseph Kit 
tel, St. Albans, N. assignor to Royal Typewriter 
Company, Inc., New York, N. Y., a corporation of 
New York Application April 3, 1940, Serial No 
7,707. Granted April 7, 1942. 
279,444. Caleulating Machine. George S. Christic 
Paterson, N. J. Application July 1, 1940, Serial N 

24. Granted April 14, 1942. 
279.455. Caleulating Machine. Carl M. F. Fy 
ien Piedmont, Calif., assignor to Friden Calculat 
Machine Co., Inec., a corporation of California. Appli 
cation June 2, 1937, Serial No. 145,979. Granted 
April 14, 1942, 
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279,503. Binder Locking Mechanism. Edward A 
Ke 711i ng, St. Louis, Mo. Application November 8, 

39 _Serial No. 303,347. Granted April 14, 1942 
584. Stapling Machine, Max Vogel, Bridge- 
Conn assignor to Neva-Clog Products, Inc 
Bric ize rt, Conn., a corporation of Connecticut Ap 
plication October 4, 1938, Serial No. 233,180. Granted 








Attwood, Chi- 

Records, Ine 

Application 
Granted 


702. Card Index. Charles F 

assignor to Acme Visible 
a corporation of Delaware 

Serial No, 365,249 





Chicago, Il 

November 12 1940, 

April 14, 1942 
).279,790. Date Indicator. Earl Kroll, Long 


Serial 


George 
( Calif. Application November 30, 1940, 
468,007. Granted April 14, 1942 


DESIGN PATENTS 


1,751 Design for a Desk Board. Eugene M 
Hoyne, Chicago, Tl. Application October 20, 1941, 
Serial No. 103,822. Granted March 24, 1942 
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Deering Library, Northwestern University, Evanston, III. 


SCHOOLS 


—A natural market for office equipment 
and supplies. Student needs—pens, pen- 
cils, papers, note books, brief cases, etc.; 
business training classroom equipment— 
filing systems, machines, accessories; 
administrative offices—record keeping 
equipment, furniture, machines, supplies. 


See special section beginning page 34) 











Hitec 


pliances 


The Trade Journal of the Office Equipment Industry 





An. Office Equipment. Dealer 
ASKS SOME PENETRATING QUESTIONS 
Hore How A Progressive Merchant. Might. Quir Himsclf 


T IS a wise and forehanded 

office equipment dealer, indeed, 
who tries to solve his own busi- 
ness problems himself, and right 
within the establishment. Why 
turn to outside sources, anyway, 
when these matters must be met 
and mastered where they really 
originate or are resident, at the 
place of business? Outside aids 
are not to be neglected and 
ignored, assuredly, but so many 
times the dealer can come upon 
the solutions of his difficulties 
himself when he sincerely, as it 
were, asks himself a few thought- 
provoking, result-producing ques- 
tions. Inspiringly representative 
are the following: 

As an office equipment dealer, 
if I am in this business to stay 
and to progress, what am I really 
doing in the way of studying com- 
peting merchants’ methods and 
analyzing the reasons motivating 
these methods? Am I one of those 
dealers who, when observing an 
unusual business stunt fostered 
by a competitor, tends to belittle 
and dispraise such enterprise, not 
worthy of my establishment? How 
can I be sure, anyway, if I have 
never tried out a similar stunt? 
Indeed, my place is not one of 
those where business, day to day, 
year-through, is running along 
the same lines, without something 


By F. V. FAULHABER 


o 


novel interspersed every once in 
awhile, to attract attention from 
a new class of trade, is it? 

If I wish to command business 
from a different type of patron- 
age, a type ordinarily not gravi- 
tating to my establishment but 
that really should be interested 
in at least some of my lines, then 
it is meet that I make a strong 
appeal for this extra business, is 
it not? For example, if a doctor 
comes to my store and buys a 
typewriter, that might not be 
anything unusual, but, honestly 
pinning myself down now, just 
what am I doing, anyway, to 
interest doctors as a class in my 
particular business? 


Newspaper Advertising 


Wouldn’t it be productive of 
additional trade, in all my lines, 
if there were constructed distinc- 
tive newspaper ads, even of only 
small size, directed for the special 
attention of physicians, dentists, 
school teachers, and other specific 
classes, each advertisement ob- 
jectifying for an individual class 
of patronage, giving sound, com- 
pelling reasons why my establish- 


ment is prepared to supply every- 
thing in the way of office equip- 
ment and kindred supplies? Isn’t 
that one unique way of making 
business perk up, to my advan- 
tage? 

Couldn’t I get such a hold on 
the patronage of doctors, dentists, 
school teachers and the like, by 
conducting my business a little 
differently, superiorly, that my 
establishment would become the 
veritable meeting ground for all 
the potential business of these 
various classes? Wouldn’t that, 
indeed, set people thinking and 
talking commendingly about me, 
and about my business, so that, 
inevitably, I couldn’t help but 
attract the business also of 
most of all the other trade lurk- 
ing about my community? And 
wouldn’t such enterprise serve to 
keep me and my assistants on our 
business toes, with concordant re- 
peated and rapid ringing of our 
cash registers? 

Let me see, now, whenever a 
person does buy a typewriter from 
me and then leaves the store, just 
what have I done and what fur- 
ther do I intend to do to keep 
this customer figuratively tied to 
my store, coming periodically? 
Do I try to sell more typewriters, 
to other people, with attendant 
bustling worriment, meanwhile 














12 


under-estimating or slighting 
other business possibilities of the 
first typewriter-buying customer? 
How many times, anyway, do I 
sell a typewriter, and let it go 
at that, perhaps inordinately en- 
thused over the sale, but never 
capitalizing on the other prob- 
able trade right in front of my 
nose? I do not deem it too for- 
ward, do I, to inquire courteously 
of a new patron as to the pro- 
posed use of the typewriter? 

Couldn’t I speedily inform this 
new customer that our establish- 
ment has available so many allied 
articles and that we are sure 
there would be interest therein, 
and that it would be an exceed- 
ing pleasure on our part to fur- 
nish specific supplies as needed? 
Wouldn’t such initiative, in a 
goodly number of instances, de- 
velop additional sales right on the 
spot, and thus be the steps to a 
good many others? 


One Sale Leads to Another 


Reversely, when people come 
into my place to purchase filing 
equipment, desks, stationery; in 
fact, any of my various lines, isn’t 
it also opportune to start talking 
typewriters, or about anything 
else I’d like to sell, particularly 
such as are closely related items 
in which I am sure these cus- 
tomers are likely to be interested? 
The sales force could do con- 
siderable worthwhile work along 
this line, couldn’t it, but what am 
I doing, anyway, for this same 
potential trade through such me- 
diums as sales letters, circulars, 
folders, bulletins, and telephone 
sales approaches? 

In our establishment it is not 
the policy to place undue stress 
on only the larger sales, is it, 
meanwhile undervaluing those 
smaller bits of business which of 
themselves could total a gratify- 
ing extra volume in the course of 
a year? Let me twist my nose a 
bit as I ask myself, couldn’t I 
really, now, boost my year’s busi- 
ness to a satisfyingly accumulat- 
ing amount by having the sales 
force exert special efforts, habitu- 
ally, for these small bits of profit- 
able business that so often are 
unthought of, not only by pros- 
pects but by our own selling force? 

Could I not in these instances 
alone make very profitable prog- 
ress by striving for little extra 
sales, pencils, pens, erasers, paper 
clips, rubber stamps, stamping 
pads, and innumerable other 


items constantly crying for dem- 


onstration, explanation —all for 
the enlightenment of the prospect 
and inevitable joy of the cus- 
tomers? 


The Smaller Unit Sales 


Have I and my assistants been 
expending too much effort ob- 
jectifying for these larger sales, 
when comparatively less energy 
might have been entailed in ring- 
ing up more of the smaller extra 
sales, scattered here and there, 
perhaps scattered for the benefit 
of our competitors? Why don’t I 
keep more of these smaller sales 
in our own business instead of 
having them gravitating to other 
establishments where, small as an 
individual sale may be, it may 
easily lead to a very much larger 
one? 

I am not such a stickler for pre- 
cise arrangement of merchandise, 
am I, that it may tend to incline 
our sales force to dislike showing 
more of .the goods to interest 
prospects? Even though the estab- 
lishment should be neat and 
clean, including all of our dis- 
plays, shouldn’t the store have the 
general air of briskness and lively 
patronage? Aren’t my salesmen 
keyed up in a way to convince 
incoming people that we all are 
ready to demonstrate any unit, 
however large or small, and to 
thoroughly explain meritorious 
points and the advantages of 
possession? Concordantly, is my 
merchandise really displayed to 
advantage, easy of access to prob- 
able customers, so that they really 
can see more of the merchandise 
that our establishment really has, 
and so that it will not be a task 
and a trial to find and inspect 
some small item? 

My store isn’t one of those, is 
it, where it is frequent practice 
to unpack cases right near the 
entrance, at possible hazard to 
incoming people? Am I laying 
myself open to legal suit occa- 
sioned by serious injury to some- 
one as a result of flying splinters, 
protruding nails, and _ similar 
avoidable hazards? And, if it is 
the rule to open cases right at the 
front of the store, has it ever 
occurred to me how much addi- 
tional trade, in the course of a 
year, I am shutting out? Who 
likes to enter a store, anyway, 
where there is much noisy ham- 
mering and screeching of nails 
and loosening boards that, mo- 
mentarily, might hurt the _ in- 
comer? Indeed, speaking about 
hazards, establishment 


is my 
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really uniformly free of these, 
floors unmarred with debris, jut- 
ting nails, no dangerous boards 
that easily might trip one? 

Is my store suitably illuminated, 
so that it will be convenient for 
the sales people to demonstrate 
merchandise and so that inquiry 
on the part of prospects always 
will be a pleasure, illumination 
being such that buying at our 
store will be a comfort, a con- 
venience, an ever-prevailing in- 
ducement while our store is open 
for this business? I have lamps 
of the proper wattage, through- 
out the establishment, have I not, 
and yet I am not wasting any 
current at any one point, am I? 
Even though I may be convinced 
the establishment has been suit- 
ably prepared for proper illumina- 
tion, have I ever asked my assis- 
tants for suggestions for still fur- 
ther improvements in store light- 
ing, and what has been the re- 
action of our customers? 


Adding Lines 


If I find myself becoming bored 
with my work, once in a while, 
have I ever bethought myself of 
the possibilities represented in 
other lines that might be added 
to our regular business, which 
added lines might serve to stim- 
ulate renewed interest and en- 
thusiasm on the part of the entire 
store force, in fact, and which re- 
newed stimulation would be the 
means of electrifying sales up- 
wardly in all our lines? 

If any of my sales people seem 
to fall down in making sales satis- 
factorily, has it been my practice 
and misfortune to hire and fire 
at will, to great loss, all around, 
and to great expenditure of time, 
money, and general waste? Do I 
really, now, take special pains to 
instruct, adequately, beforehand, 
all new salesmen, so that they 
vill be properly prepared, really 
understand what they are trying 
to sell, and know how to explain 
salient features intelligently, im- 
pressively, winningly, so that sales 
which really easily should result, 
will thus crystallize instead of 
weakly, wanly petering out to 
likely perpetual loss of future pos- 
sible business? 

Now, I might go on and ask 
myself a good many other per- 
tinent questions, but haven’t I 
propounded enough to set myself 
thinking and keep me bustling 
awhile? Just one more query, what 
am I going to do about these 


questions— simply forget them? 
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Gt 9s Wise to Keop Your Inventow 
RECORDINGS SIMPLE AND SYSTEMATIC 


N A previous article, the valua- 

tion of inventory was discussed. 
In this article, the other phase is 
taken up, the recording of inven- 
tory, outlining the fundamentals 
of a system, simple and practical. 
Office appliance dealers who fol- 
low the routine suggested here, 
which is based upon an extensive 
field study, will find that it pro- 
vides a short cut to inventory ac- 
curacy and economy, also mini- 
mizes inventory loss. 

From the standpoint of clerical 
recording, there are three types of 
inventory: 

1—Physical. 2—Estimated. 3— 
Perpetual. 

Physical and estimated inven- 
tory are essential to the efficient 
management of a retail business. 
Perpetual inventory is too involved 
for the average retailer, including 
the office appliance dealer, unless 
he handles only large unit value 
items, the movement of which re- 
quires comparatively few record- 
ings. Where the dealer sells sta- 
tionery and related items, he 
should use stock control, but per- 
petual inventory is not necessarily 
a “must.” Stock control is not per- 
petual inventory, as many office 
appliance retailers imagine, be- 
cause it shows only the stock on 
hand per individual item, where- 
as, perpetual inventory Keeps a 
running balance of total stock in 
dollars and sometimes the margin 
made on total sales from day to 
day. The office appliance dealer 
who uses physical and estimated 
inventory methods intelligently, 
plus stock control, should have no 
difficulty with this important fac- 
tor in retail management. 

The physical inventory provides 
the recording problem because it 
requires considerable clerical work. 
The estimated inventory is just an 
estimate based upon past experi- 
ence figures and it is computed to 
make possible the monthly profit 
and loss statement, a business 
chore that must be spliced into the 
dealer’s merchandising routine to- 
day if he expects to do an “all- 
out” managerial job. Taking a 
physical inventory monthly takes 
too much time, hence, the esti- 
mated inventory is used, the fig- 
ures eventually brought into line 


By FRED MERISH 


o 


with physical tabulations. How- 
ever, the estimated inventory is 
not a substitute for the physical 
inventory and is seldom entered in 
the books. Our experience shows 
that there is too large an element 
of estimate in the inventories 
taken by many office appliance 
dealers today and the situation 
demands greater accuracy. In 
some cases reviewed, office appli- 
ance dealers have instituted stock 
control systems based upon esti- 
mates. Stock control cards must 
be opened with accurate inventory 
figures based upon a _ physical 
check and adjusted periodically, 
otherwise, they are of little value. 


Inventory Weaknesses 


In checking the inventory prac- 
tices of 102 eastern office appli- 
ance dealers, we find that ten per 
cent take physical inventory every 
three or four months, twenty-five 
per cent semi-annually and sixty- 
five per cent annually. Ninety per 
cent, if our findings are any cri- 
terion, are taking big chances with 
business safety today, although in 
normal times, these dealers may 
have gotten by with physical in- 
ventories taken only once yearly. 
From now on, a physical inventory 
should be taken at least every 
four months and the estimated in- 
ventory figure and stock control 
cards made to agree with this ac- 
tual count. This is an added bur- 
den but these times are burden- 
some and office appliance dealers 
must pay the toll with other busi- 
ness men if they expect to main- 
tain reasonable profits. 


Inasmuch as the physical inven- 
tory should be taken at cost or 
market and not at retail prices, 
the main problem is to simplify 
the means by which cost or mar- 
ket prices are listed. If you must 
refer to invoices or stock control 
cards to cost each item at inven- 
tory time, it will be a tedious, ex- 
pensive job. The solution is to 
mark all items with cost prices at 
receipt, using a code. If you do not 
use this system, start now so that 


you will be all set when next in- 
ventory time rolls around. Some 
office appliance dealers keep price 
books in which cost and retail 
prices are entered and changed 
when necessary. This book is used 
to value inventory, but the code 
costing system is a simpler pro- 
cedure for the office appliance 
dealer and equally accurate, the 
cost code entered on the price tag 
when it is made out. 

Another big time-saver is to 
take inventory by location or de- 
partment. Our field studies indi- 
cate that only twenty per cent of 
office appliance dealers do this, 
yet, it saves much time in the 
taking of inventory and assures 
greater accuracy. Every inventory 
count must be re-checked, some- 
times discrepancies require many 
re-checks. Recording inventory by 
location or department facilitates 
re-checking. For this purpose, use 
the following forms: 

1—Location sheet. 

2—Inventory record. Recapitu- 
lation of location sheets. May be 
locked in a loose leaf binder but 
preferably a bound book. This 
form is for the use of dealers who 
do not departmentize. 

3—Inventory record. Recapitu- 
lation of location sheets. For the 
use of dealers who do depart- 
mentize. 

Form No. 1 tells where the goods 
are located, whether in show win- 
dows, stockroom, display cases, etc. 
Windows, display tables, etc., may 
be numbered for further ease of 
identification. Make out a separate 
sheet for each location. 

Form No. 2 is a recap of all Form 
No. 1 sheets, showing a composite 
listing of locations and inventory 
count in items and cost prices. 
If you have not departmentized up 
to now, use this form and then 
start to departmentize so that you 
can recap your inventory on Form 
No. 3 when you next make a phys- 
ical count of stock. 


Departmentizing Recommended 


To get full value out of inven- 
tory records, the office appliance 
dealer should departmentize and 
our experience indicates that only 
twenty per cent show depart- 
mental profits, a weakness that 
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Form No. 1 (At right)—Enter items on location sheet, total 
cost retail prices at bottom. By including retail prices on his 
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inventory sheet, the dealer can determine whether current ee ae 


offerings are getting enough margin or whether mark-downs 


are excessive. 


Date 





Quantity Unite 


tyle Color Size No. Coet Retail 








INVERTORY RROORD 





Location Iteme 


ost Retail 





Showcase #1 
Showcase #2 
Shelving-left side 
thelving-right side 
Wall cabinet #1 
Wall cabinet #2 
Window #1 

Window #2 

Dieplay table #1 
Dieplay table #2 
Greeting card display 
Repair Department 
Stockroom 

sasement 





Totals 

















Inventory cost 


Average mark-up 
dudgeted mark-up 
Wee inventory difference traced? 


tx, lain difference 


Date Signed 





Shortare 
sook figure verage 















































Over | Short Books 





Form No. 2—The inventory record is recapped from the 
location sheets. For example, if form No. 1 covered the mer- 
chandise on display table No. 1, the items, cost and retail 
totals should be transferred to the ninth line on this form. art aad dit 

The listings at the bottom of this form supply important + 
information, such as shortage, overage, the average mark-up Inte 
as shown by this inventory record and the budgeted mark-up, —_ 
which the dealer figured he should get to show a satisfactory 


profit. 


As with all forms, these should be adjusted to requirements. 
These forms are merely specimens giving fundamentals. Some 
office appliance dealers, for example, break down the stock- 
room and basement inventory into additional locations spe- 
cifically identified by number or code letter. If the dealer 
uses stock control, the cards should be checked against the 
physical inventory and adjusted accordingly. Use the back of 


the forms for pertinent comments. 


must be eliminated if the dealer 
is to attain higher managerial 
standards, so necessary at a time 
like the present. By means of de- 
partmentization, the dealer can 
trace back overages and shortages 
between inventory count and book 
value. It is of little use to find 
that your inventory varies with 
your book figures if you cannot 
determine the cause. When you 
run your business as one unit in- 
stead of so many departments, 
you make it difficult, often impos- 
sible, to check back on discrep- 
ancies. This is something you 
cannot put into effect at inven- 
tory-closing time. It must be done 
at the beginning of an inventory 
period. 

If you departmentize, recap on 
Form No. 3, according to depart- 
ments, showing overages and 
shortages per department. If dif- 
ferences are great, check back to 
see if you have inventoried ac- 
curately. If differences appear, 


then check back further by means 



































of your sales sheets, purchase rec- 
ords and other recording data, in 
order to trace substantial dis- 
crepancies. If your records from 
receipt of goods to sale are ade- 
quate, you can usually trace sub- 
stantial differences and set up 
corrective devices. Cash register 
tapes should be filed by date and 
they provide a means of identify- 
ing sales, particularly if register 
keys signify lines sold or depart- 
ments. Some office appliance deal- 
ers identify each sale on the cash 
register tape by writing in the 
item beside the monetary record- 
ing, also the cost price, which 
enables them to strike an accurate 
figure on daily gross margin, but 
this can be done only if cost prices 
are marked on the goods sold. 
Obviously, the daily recording of 
margin is a big help in guiding 
the office appliance dealer in his 
day-to-day operations because it 
gives him an _ up-to-the-minute 
grasp of his profit trend. By de- 
ducting his average daily over- 


Form No. 3—The inventory recorded on this form covers 
stores where departmentization is used. The information is 
recapped from location sheets compiled by departments. The 
difference between the cost and retail price columns indicates 
whether the dealer is adhering to budgeted mark-up or margin. 
The difference between the ‘‘Books’’ column and ‘’Cost”’ col- 
umn represents overage or shortage. 


head from the daily gross margin, 
he gets a pretty accurate line on 
daily net profit. 

The purpose of inventory is two- 
fold: 

1—To arrive at an accurate 
profit or loss figure. 

2—To detect errors, theft, loss, 
waste, excessive mark-downs and 
general inefficiency in the han- 
dling of stock. 


Some dealers, by means of ade- 
quate inventory recording, Keep 
inventory losses to less than .04 of 
one per cent, even where stock is 
made up of small items. Dealers 
should keep within one-half of 
one per cent in the field of office 
appliances and related lines. For 
example, where an inventory total 
on the books shows $20,000, the 
actual count will be between $19,- 
900 and $20,000. Stocks of more 
than 1,000 items at all price ranges 
are kept to this differential by 
dealers who utilize adequate in- 
ventory recording methods, 











Two Views of the Godwin Stationery Company Store.—These pictures were taken on the day the store was officially opened 
which accounts for the presence of bouquets of flowers. 


Yuumbeorors, Staplers and Desh Accossorucr 
STORE AND OUTSIDE SALES METHODS 


4i OW DO you sell numbering 

machines, stapling ma- 
chines and desk accessories—and 
will you tell us something about 
your business?” we asked Mrs. 
Godwin. 

And this is what she said: 

“Ninety per cent of our desk 
accessories are sold by salesmen 
who watch desks and make sug- 
gestions to desk owners. We just 
don’t make sales unless our sales- 
men do watch the desks of custom- 
ers. Our salesmen try to break up 
the habit of borrowing from other 
desks by supplying each desk with 
all the accessories needed. We 
have been putting a special drive 
on accessories because so many 
are made of material which later 
may be unavailable. We think 
that we are serving our customers 
best by calling their attention to 
this. We have held special sales 
meetings to discuss the sale of 
desk accessories and our salesmen 
have responded beautifully. They 
are asking customers to replace 
worn items and to buy extras for 
replacements. 

“It is obvious that we have en- 
joyed a very fine business in desk 
accessories, including such items 
as list finders, pencil sharpeners, 
stapling machines, pen and pencil 
sets, calendars and many others. 
Speaking of staplers, I believe 
that the sale of stapling machines 
and staples is a business within 
itself. It is very often the case 


An Interview With 


MRS. MAY GODWIN 


Godwin Stationery Company 
Birmingham, Ala. 


o 


that this one item is sometimes 
important enough to build a busi- 
ness by itself. I believe if a person 
or firm built a reputation for hav- 
ing everything in stapling ma- 
chines, that he or she could build 
up a good business on it. In- 
cidentally, stapling and number- 
ing machines have grown tre- 
mendously in sales volume during 
the last few years. 

“You can’t watch a man’s desk 
unless you call on him. Eighty- 
five per cent of our business is by 
sales contact. About fifty-five per 














MRS. GODWIN 


cent is actually sold at the time 
the contact is made and another 
thirty per cent may be closed on 
the telephone. Our salesmen are 
given regular territories and each 
salesman gets all new business 
that he develops within his ter- 
ritory. This gives a man the feel- 
ing that he is in business for him- 
self and that seems to stimulate 
him more than if we were not so 
insistent about protecting terri- 
tory. Our salesmen develop con- 
fidence by contact and it takes 
regular contacts to build up a 
good business. After a while our 
customers depend upon us and 
upon our salesmen, and as a re- 
sult our business is stabilized. We 
actually enjoy a fairly good mail 
order business from our regular 
customers who come to know us 
over the years. 

“T explained earlier that eighty- 
five per cent of my business is 
done by outside salesmen, but the 
other fifteen per cent is very im- 
portant to the business. We have 
an upstairs display room where 
over-counter sales are made. We 
have counters for display and 
shelves for merchandise and our 
counters are so arranged that the 
customer can handle any of the 
desk accessories and other items 
that he may see. We find that a 
customer is more likely to buy if 
he can see, pick up and handle 
an item. The other day a cus- 
tomer came in and said: ‘Just 
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leave me alone. I never had so 
much fun in my life. This is the 
first stationery store where I can 
go around and see all the mer- 
chandise, pick it up, handle and 
look it over carefully.’ I don’t 
think he especially intended to 
buy anything when he came in, 
but he actually bought six differ- 
ent items. Our stock is not fenced 
off by counters. Everything is 
where a customer can get on any 
side of any counter, and I be- 
lieve that it makes items move 
faster. Most of the over-counter 
sales are made to regular cus- 
tomers who have gotten into the 
habit of coming up to buy. We 
have a stairway leading from the 
street up to the second floor but 


those customers who get up there 
usually find out that we have an 
elevator in the back with a rear 
entrance which is available to 
anyone who wants to come up. 
Our location helps a lot because 
it is right in the center of the 
business section of Birmingham. 
“Now a word about defense 
business. We have enjoyed a nice 
business with government agen- 
cies and also with companies 
doing 100 per cent or less war 
business with the government. It 
is just a matter of contact again. 
One man spends ninety per cent 
of his time with government 
agencies and with people doing 
business with the government. 
We are glad indeed to get this 
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large volume. We are proud that 
we have been able to sell as much 
to agencies that are working to 
help win the war, but we feel that 
it is vitally important to keep up 
regular contacts. There will be 
another day and certainly it be- 
hooves us to keep in mind what 
will happen after the war. It is 
our intention to stay in business 
for a long time. We are going to 
try to get all the defense business 
we can but in the meanwhile our 
salesmen are making their regu- 
lar contacts with our old and val- 
ued customers who have come to 
have confidence in us and who 
regard us as a stable, dependable 
source of supply for office equip- 
ment of all kinds.” 





Monroe Ab- 
stract Corpora- 
tion Buffalo 
Office is GE 
Equipped.— 
Here is revealed 
a portion of the 
Buffalo office 
of the Monroe 
Abstract Corpo- 
ration, whose 
headquarters 








are in Roches- 
ter. The credit 
for this instal- 
lation goes to 
Hoyt Wright of 
the Hoelscher 
Stationery Com- 
pany, General 
Fireproofing 
Company dealer 
in Buffalo. 











iy en,° I * 
revities on the Art of Selling 
| The seventh of a series of short articles in which 
™. “The Skipper” takes his dividers in hand and 
A #: charts a sales course based upon long practical 
‘ | ex perience. 


Batting Average 250 


UT that record in your score book, Mr. Salesman, and check up on your batting eye. 

A recent sales managers’ report showed seventy-five per cent of failure to produce by 

salesmen was due to lack of industry and proper study of products. Twenty-five per cent 
of salesmen accounting for seventy-five per cent of sales is not so “hot.” 

Remember this when you hear some salesman say, “What’s he got that I haven’t got, 
the lucky stiff?” There is a reason for sales results. Things don’t just happen. 

Priorities are not a control over brains in any business. 

Development is a personal job. Will power and energy on the salesman’s part must add 
certain things to his natural qualities that sold him to the boss. Facts that equip him with 
knowledge that produces sales must be acquired. Sales are what count. 

Don’t lose that “selling touch.” Don’t constantly substitute something new for the old 
presentation that made sales. Keep on substituting and all the virtue left will be the newness. 
That’s when you will wonder what happened to your sales volume. 

Before you discard, be convinced the new is more effective than the old. Remember the 
human equation still has the same positive and negative qualities. 

Search yourself and your methods. Without proper knowledge, personal industry and 





study, salesmen can no more succeed than lawyers without knowledge of the fundamentals of 
law and a constant study of their application. 
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Daily. (Checking of Accounts Recowable 
RESULTS IN CREDIT LOSS REDUCTIONS 
Soundnoss. of Methods Proved in Practice 


HIRTY minutes devoted daily 

to examination of a list of 
accounts receivable compiled each 
month and checked with credit 
memoranda furnished daily by 
bookkeeper or secretary is one of 
the best insurances the office sup- 
plies and equipment dealer can 
find that collections shall be 
based on sound ground, has been 
the experience of L. E. Askew, 
head of the Askew Company, Dal- 
las, Tex. 

This method has been in use by 
Mr. Askew for years in the oper- 
ation of his business, and it is his 
contention that it has in large 
measure been responsible for his 
company’s exceedingly low rate of 
financial loss attributable to un- 
collectable accounts. It further 
permits of employment as some- 
thing distinctly apart and re- 
moved from the bookkeeping op- 
eration, thus eliminating any in- 
convenience or conflict which 
might attend intrusion by the 
manager or proprietor into the 
ledger maintenances. It permits 
the store manager or owner to 
keep finger definitely upon this 
most important phase of his busi- 
ness, at virtually no financial cost, 
and without need of the possibly 
precarious practice of removal 
from vault or safe of ledgers for 
their examination. 

The process followed by Mr. 
Askew is exceedingly simple, and 
bases wholly from the accepted 
business principle that when ac- 
counts continue delinquent for 
sixty days the time for action has 
arrived. 

With the turn of each month 
a list of accounts receivable is 
prepared in alphabetical order by 
Mr. Askew’s secretary. This list 
shows length of period of delin- 
quency of each account. This is in 
his hands so that he may begin 
check with credit reports which 
are furnished him daily as re- 
ceipts begin to arrive with the 
turn of the month. 

For the first ten to twelve days 
of each month, the flow of credit 
memoranda will be found con- 
siderable, Mr. Askew reports. Each 
day he checks from his list those 
accounts which his credit report 


ASKEW @@OMPANY 


YOUR PROMPT ATTENTION 
WILL BE APPRECIATED 


A Typical Mid-Month Statement 
Made Out by Mr. Askew’s Secretary 
from His Notations Prepared After 
Examination of His Monthly Ac- 
counts List.—This copy was for of- 
fice file. At the top, center, is noted 
the date, with the letter ‘““M”, indi- 
cating original having been mailed 
September 16. In the upper right 
hand corner is noted the initial ““A’’, 
indicating the account will be con- 
tacted by Mr. Askew personally. The 
statement bears the ‘modesty’ 
stamp, which is the first used on such 
accounts, and the second, requesting 
immediate attention. Mr. Askew has 
still other stamps, less often used, 
one of them a brusque “’PLEASE 
REMIT!”’ Usually, he says, these two 
get results from delinquents. 


show have been paid. When the 
fifteenth of the current month is 
at hand, each account which is 
sixty days or greater in delin- 
quency, and for which payment 
has not been received has been 
marked with a red pencil. Ac- 
counts which are ninety days or 
more in arrears are ringed about 
in red pencil. 

The account which is sixty days 
in arrears and still unpaid then is 
mailed a mid-month statement 
which is made in duplicate, the 
copy dated and filed. In his 
handling of these first pointed re- 
minders of delinquency, Mr. Askew 
has found a rubber stamp highly 
helpful in getting attention to 
them. The stamp, he says, seems 
to have greater psychological ef- 


fect than a sticker attached to a 
statement. It seems, he says it 
has been his experience, that use 
of the stamp more effectively im- 
presses the delinquent with the 
fact that the statement has been 
given personal attention and not 
merely moved along in routine 
process. 

The first such stamp used is one 
which Mr. Askew terms his “most 
modest” one. 

This first stamp suggests the 
possibility of error relative to the 
book standing of the account. 

“If you find this statement cor- 
rect, will you please remit? Other- 
wise advise us and oblige.” 

Thus reads this stamp which is 
out and away the most frequently 
used by Mr. Askew. 

If at the end of the fifteen-day 
period following sixty days of de- 
linquency, an account is found 
still unpaid, the mid-month state- 
ment goes forth bearing this orig- 
inal stamp mark, along with a 
second requesting immediate at- 
tention. It is the Askew experi- 
ence that in majority of cases this 
second stamped statement will 
achieve the desired results. 

When ninety days of delin- 
quency have passed, direct action 
is added. 

“We find that this going out 
after our money now and then 
loses us a customer,” Mr. Askew 
says, “but it does keep our losses 
of money down markedly. I do 
not wish to appear boastful, but 
we do not lose much money in 
our business from this source.” 


Delinquents About Twenty Per 
Cent of Total 


When he was discussing his col- 
lection system, Mr. Askew made 
check of delinquent accounts 
listed, and they were found to 
average approximately twenty per 
cent of the total. By far the 
greater number of these were, ex- 
perience has taught, safe and 
sound ones; but of the type where 
collection is required. 

“IT take my list each morning 
after the first period of the month 
when the bulk of receipts pours 
in, and make my daily check,” 
Mr. Askew explains. “When I find 
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an account which is ninety days 
or more in arrears I have the 
duplicate mid-month statement 
made, as shown, and I note the 
duplicate with the date and the 
initial of the man who is to make 
contact. 

“Being in such close contact 
with my business, I know which 
accounts each of my staff is call- 
ing on. I mark the statement of 
account where collection call is to 
be made with the initial of the 
man who is in regular sales con- 
tact there. I refrain from sending 
a collector who is merely a col- 
lector. The man who is selling 
that account right along usually 
gets the job done in his own way. 

“T note the duplicate statement 
in exactly the same manner. 
Thus, when after reasonable time 
has elapsed and no credit is re- 
ported for such an account, my 
check back over statements makes 
it possible for me to summon the 
salesman for discussion of the 
collection. 

“You will note that certain of 
the statements bear my initial. I 
will attend to those personally. 
Each day all such statements are 
placed together and handed the 
men who will contact the account. 
In this manner it is made a day- 
to-day process with them—part of 
their daily routine. They lose no 
time since it permits them to at- 
tend it while making their routine 
calls. 

“It is a most simple way of 
keeping all of the facts of your 
collections right at finger tips. My 


Can Special 


N THE ECONOMY program re- 

cently inaugurated by the offi- 
cials of the County of Milwaukee 
the matter of typewriters has re- 
ceived major’ attention. The 
county departments, housed in a 
$10,000,000 courthouse, are usually 
supplied with such machines and 
other articles and equipment 
needed without question. But not 
so since Pearl Harbor, for now 
there appears to be a dearth of 
typewriters since the federal gov- 
ernment has clamped down on 
the manufacture of such neces- 


sary equipment. 
This shortage of machines came 
to the notice of county board offi- 


list, you see, is an equivalent of a 
ledger. I can obtain from it, if 
desired, a balance. It is always 
right here on my desk where I 
can refer to it when I wish. It is 
a live report on the most im- 
portant business of incoming rev- 
enues. I don’t have to intrude 
into the bookkeeping end to know 
just what is what in my business. 
I have a picture right in hand 
which changes every day as the 
factors contributing to change 
present themselves. 


Collections Important 


“It is a matter of first import- 
ance to any business man that he 
keep an eye everlastingly on his 
collections. Too often it is al- 
lowed to assume the status of 
mere routine. It cannot safely be 
relegated to that. 

“We will consider as an exam- 
ple this account of this store over 
in Greenville, Tex. It has been 
delinquent for some months, you 
see. I have been watching it con- 
sistently. It is not an account we 
want. I keep eye on the routine 
legal advertisements. Here you 
will note, suit has been filed 
against this store by another 
creditor. I have now turned my 
account over to this same attor- 
ney for his handling. 

“It is something requiring eter- 
nal vigilance, this watching over 
bills receivable and making sure 
they are received. By this per- 
sonal observation I have come to 
know which customers may be de- 
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linquent and still safe. With some 
it is a sort of habit. 

“We try always to build our 
business among business estab- 
lishments rather than individuals. 
We cater to the company cus- 
tomer. However, it is not impos- 
sible to disregard the individual, 
precarious as he may often prove 
as a credit risk. 

“IT have found, however, that 
generally speaking it is safe prac- 
tice when there is uncertainty 
that the individual seeking credit 
be informed application is being 
taken under consideration. Usu- 
ally if he is not a desirable risk 
he will go his way and look for 
it elsewhere. Meantime you can 
track his standing down in a 
hurry if you wish. 

“You are bound to have account 
delinquencies. You can’t escape 
them. We never ask a man for 
payment until he is sixty days de- 
linquent. If he chooses to pass up 
the discounts that is his choice. 
However, when he permits his ac- 
count to run sixty days unpaid, 
we unfailingly begin to call atten- 
tion to it. I know every day of 
my business year just what ac- 
counts are behind, how long, and 
often why since either I myself or 
my salesmen are in personal con- 
tact with those which are unrea- 
sonably overdue. It costs only a 
few sheets of paper each month, 
with the time required to prepare 
the list, and it gives an accurate 
and day-by-day perspective of 
what your collections picture 
truthfully is.” 


Typewriter Be Puchased ? 


cials in February, when it was 
decided to purchase a_ special 
typewriter with “ceremonial” type, 
with which to write resolutions of 
condolence, eulogizing politicians 
and distinguished citizens when 
they die. This method of type- 
writing out condolences was to 
effect a saving in expense, as 
heretofore the board has ordered 
expensively printed and embossed 
booklets and sent them to the 
families of such deceased officials 
and others. 

It is the intention to purchase 
such a special typewriter, and the 
assistant county corporation coun- 
sel has advised the board that it 
should not cost more than $150 


if he can buy one at all, with the 
present clamp-down on typewrit- 
ers—and that the resolutions 
typed on the special machine, 
framed, in a one page eulogy, 
would not cost more than $1.50 
to $2 each, as against the expen- 
sive embossing and printing of the 
brochures as done heretofore. It 
is estimated that it has cost the 
county about $20 to $25 for the 
brochure type eulogies every time 
a noted man dies. 

At this writing the board is still 
trying to get such a typewriter 
with “ceremonial” type, but no 
salesman has been bothering the 
board. 
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SUMMARY OF CRITICAL ITEMS 
Address. Prosonted at. the NSA Fifth District 
Mexting., Joledo, Ohio, April 10, 1942 


OR ME to stand here and pre- 

sent to you a list of critical 
items in our business would 
hardly be worth the giving of 
your time and mine. To go still 
further and attempt to even anti- 
cipate shortages six months from 
now would be assuming the role 
of a prophet, which I definitely 
am not. 

However, it is that list of crit- 
ical items growing from a rela- 
tively few to that of major 
proportions, that present to us a 
grave problem, and it were better 
that we carefully study and try 
to solve the problem, than to have 
lost and not tried. 

Which role will you assume? 

In order that I might give to 
you some specific and definite 
facts, I wrote to about 100 manu- 
facturers, jobbers, and authorities 
in our business representing most 
phases of the industry, asking for 
a brief summary of those items in 
their business on the critical list 
today and possibly six months or 
the duration if longer. I have 
likewise asked them for a list of 
recommended substitutes, many 
of which are valuable suggestions 
today. Here they are. 


Breakdown of Critical Items by 
Classification of Commodities 


(1) Red fibre and manila prod- 
ucts 
No definite shortage of ma- 
terials as yet, except metal 
clasps. Anticipate slowing 
up due to increased de- 
mand. 

(2) Desk pads and cushions 
Rubber cushions out. Fibre 
and cotton replacing this. 
Linoleum pads O.K. now, 
with restrictions on gold 
tooling. Cheap pads slow 
due to demand for board 
stock. Felt for backs delay- 
ing production. Masonite 
chair mats replacing rub- 
ber. Shortage of skilled 
help. 

(3) Miscellaneous small metal 


items 
Card trays, cash boxes, box 
files, etc., very scarce due 
to first restriction order 
and tremendous demand. 


By E. R. KOCHHEISER 


The Charles Ritter Company, 
Mansfield, Ohio 
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Out entirely after May 31, 
except to Army, Navy and 
Maritime Commission on 
priorities. 
Here we return to wood 
and fibre. 

(4) Leather— 
Brief bags, portfolios, zip- 
per cases. Zipper cases 
definitely out after present 
stock is exhausted. Manu- 
facturing of this item 
stopped March 31. 
Metals short and in black 
finish. 
Civilian type of merchan- 
dise rapidly being with- 
drawn, with possible excep- 
tion of student ring and 
note books. Snap, button 
and hasp will replace zip- 
per. 
Secure priorities on these 
items, if possible. A10 or 
better. 
A new type of leather line 
will be shown July or Au- 
gust. 

(5) Staples and clips— 
The mouths of millions of 
staplers will go hungry 
very soon. Wire stocks 
rapidly being exhausted 
with heavy restrictions. 
Possible continuance of 
limited quantities to Army, 
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Navy and Maritime Com- 
mission, as well as high 
priority. The civilian mar- 
ket will be without clips or 
staples. 

Substitute twine, paper 
wrappers, scotch tape and 
reclaimed clips from old 
correspondence. 

(6) Pencils and erasers— 
Rubber tipped very scarce 
with manufactures of both 
rubber and reclaimed rub- 
ber prohibited after March 
31. Metal restricted to low 
quantities, thus reducing 
available stocks. Certain 
color pigments scarce but 
still available. 
Manufacture of rubber 
erasers reduced by 70 per 
cent with the bulk of the 
30 per cent going into disc 
or typewriter erasers for 
which no substitute is yet 
available. 

Untipped pencils will be a 
necessity after present 
stocks are exhausted. 
Crayon and oil pencils still 
available. 

(7) Steel desks and chairs—all 

metal office furniture— 

This industry is being po- 
litely asked to discontinue 
the manufacture of steel 
office furniture to conserve 
steel tonnage for direct de- 
fense efforts. 

Possible manufacture of 
limited quantities to Army, 
Navy and Maritime Com- 
mission will be permitted 
under high priority. Civ- 
ilian use is definitely out. 
The substitute is wood or 
fibre. 

(8) Pens and mechanical pen- 

cils— 

This industry at this time 
is being surveyed by W.P.B., 
hence, no definite commit- 
ment can be made. Defi- 
nite critical shortages do 
exist in the industry, point- 
ing to a very limited pro- 
duction and elimination of 
many styles. 

Mechanical pencils will be 
scarce due to limited pro- 
duction. 
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(9) Loose leaf 

Many of the items vitally 
necessary in this business 
are on the critical list, such 
as metal, board, canvas, 
glue, wire, etc. 
Tremendous initial demand 
has created a bottleneck in 
manufacturing, especially 
on some items like large 
ring binders, columnar 
pads, spiral note books and 
ring sheets. 
This should tend to level 
off by the end of the year. 
Spiral books will be re- 
placed with bound covers 
and bound books will re- 
place many loose leaf items. 
Protect your own interest 
as well as the manufac- 
turer by securing Al0 or 
better. 

(10) Wood furniture 
This industry can be char- 
acterized as living under 
feast or famine. 

Deliveries have been de- 
layed because of bottleneck 
created by original steel 
restrictions from which 
they have not recovered. 
A further delay can be ex- 
pected due to the new steel 
restriction. 

This should iron itself out 
within three to six months. 
Typewriter desks with steel 
mechanisms will be slow, 
requiring priority. 
Likewise, swivel chairs fol- 
low in the same category. 

(11) Miscellaneous supplies 
Many items will disappear 
from this market to be re- 
‘placed with substitutes. 
Watch it carefully. 

(12) Paper—flat and boxed 
Tremendous demands on 
this market have created a 
shortage in certain lines 
and no doubt will continue 
for at least three months. 
Thin papers are scarce and 
deliveries slow. 

Adding machine rolls will 
be of inferior quality but 
available on slow schedule. 
Cheaper typewriter papers, 
off color, will be available 
on slow delivery. 
Mimeograph papers will be 
limited in weights to 16 
and 20 substances’ with 
recommendations that both 
sides be used. 

Good rag papers are avail- 
able and will continue to 
be, except not pure white. 

(13) Ribbons and carbons 


This is basically a chem- 
ical industry, and for that 
reason some shortages do 
exist. 

Paper tissue and ribbon 
fabrics are slow, but the 
industry as a whole hopes 
to maintain a high stand- 
ard of service. 

Hectograph type carbon 
will be scarce. 

Process duplicators will be 
limited and supplies made 





A SILVER LINING 

After presenting the extensive 
list of “critical” items, Mr. Koch- 
heiser still found reasons for opti- 
mism. In the column at the right 
are listed six favorable develop- 
ments that he anticipates. The 
sixth ts particularly worthy of 
quoting in part: “For those of us 
not securing any amount of defense 
business, with or without priorities, 
and possessed of a minimum inven- 
tory, this new order of things means 
that we will adjust our flexible over- 
head to meet existing conditions, 
sell what we sell at a profit, and 
above all not lose our heads.” 





available to government 
users. Civilian users taking 
the hindmost. 

Inks, pastes, glue and mu- 
cilage will be available 
without. restriction for 
sometime. 

(14) Visible equipment 
Cabinet type out except on 
high priority to Army, Navy 
and Commission. 

Ring, panel and_ stand 
styles will probably con- 
tinue to facilitate produc- 
tion and efficiency with 
priority from Al0 up. 
This is a real source of 
profitable business to the 
live stationer. 

(15) Filing folders and systems 
Number of grades reduced 
to a minimum with cheaper 
brackets almost out. 
Anticipate your require- 
ments and buy ahead with 
reasonable caution. 
Pressboard scarce, metal 
tabs scarce but still avail- 
able, celluloid scarce to- 
ward end of year. This is 
an essential line and worth 
working hard. Priorities 
should be secured if at all 
possible. 

(16) Typewriters adding ma- 
chines and mechanical de- 
vices 

(Details of restrictions in this 


OFFICE APPLIANCES 


group were presented in April and 

current amendments appear on 

another page of this issue.) 

At this time I should like to in- 
ject a personal note of optimism 
which I believe will develop from 
this period of uncertainty: 
First—There will emerge from the 

dormant American mind, now 

put to work, many substitutes 
which will be both better and 
permanent. 

Second—Many of the items we 
have regarded as relatively im- 
portant will turn out to be not 
so important, in relation to the 
better substitutes and new ideas. 

Third—Conservation, heretofore 
an unknown term and mere 
word, will undoubtedly prove to 
be a factor of profit in the con- 
duct of our own business, as 
well as that of others. 

Fourth—Necessity is the mother 
of invention, thereby creating 
the impetus for greater devel- 
opment and efficiency. 

Fifth—The government in many 
of its functional operations is 
definitely asking that accurate 
and detailed records of oper- 
ation be kept for a specific pe- 
riod of time. 

Sixth—For those of us not secur- 
ing any amount of defense busi- 
ness, direct or indirect, with or 
without priorities, and with a 
minimum inventory, this new 
order of things means that we 
adjust our flexible overhead to 
meet existing conditions, sell 
what you sell at a profit, study 
your territory, save everything 
of material value, great or little, 
and above all, do not lose your 
head. Keep cool and think it 
out to the best of your ability, 
together with material of in- 
tangible value furnished you by 
NSA. 

Not much has been said regard- 
ing the critical shortage of our 
experienced and trained help, as 
of today or a year from now. This 
will occur, to be sure, in many in- 
stances, but we must face the 
issue squarely and find other help 
to fill those gaps. Give this new 
help the training, the guns, the 
tanks, the armament to do an of- 
fensive job. Do not retreat to an 
unfortified position. 


Stocks and Capital 

Analyze very carefully your 
present inventory. Anticipate as 
far as possible, the potential buy- 
ing power of your community in 
relation to the labor dollar. What 
per cent of the consumer dollar 
can you hope to get, and do you 
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have the right merchandise to at- 
tract the dollar? Clean out obso- 
lete or slow-selling items in favor 
of the merchandise you can pro- 
cure. 

Borrow as little money as is 
absolutely necessary and aim to 
liquidate any bank loans as fast as 
possible in relation to your work- 
ing capital. 

Don’t gamble, or swim too far 
from shore, the risk is too great. 

Sell the stationery business to 


the American public as it has 
never been sold before. Stress its 
importance in the conduct of the 
war, because it is important. 

Use your advertising mediums 
to tell the public how you are do- 
ing your part in this big job. Sell 
good-will, prestige and _ service 
through every avenue of possi- 
bility. 

And finally—after this big job 
is done and the war is won, there 
will be written in ink, with an 
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American pen, on the best of pa- 
per, the terms under which civ- 
ilization in the most remote cor- 
ners of the world will live and 
prosper without threat of force, or 
the tragic horrors of war. 
American defense, American 
production, American sacrifice of 
men and material will write the 
terms ending this conflict, giving 
to the world the true American 
way of life, not to the left, or to 
the right, but the right of way. 


Stationer Produces. Outstanding 
PACKAGE AIR CONDITIONER VOLUME 


N UNUSUAL selling set-up, 

plus rental plans for con- 
vincing doubtful prospects, is the 
combination which the W. H. 
Kistler Stationery Company, Den- 
ver, Colo., has used to produce 
one of the city’s outstanding vol- 
umes in the sale of package air 
conditioning. 

Not only is it unusual for a sta- 
tionery house to enter the pack- 
age conditioning field, but Kist- 
ler’s have gone a step farther by 
selling both refrigerated-types of 
cooling, and “poor man’s air con- 
ditioning” or evaporative coolers. 
Handling both since spring of 
1940, the store has now gone over 
exclusively to evaporative cooling, 
which has proven ideal for the 
high, arid climate peculiar to the 
Rocky Mountain district. “We can 
do as good a job of cooling a 
business or professional office 
with an evaporative model as re- 
frigerative cooling” it was pointed 
out “and at considerably lower 
cost.” 

The store has nine outside and 
departmental salesmen, all of 
whom have been _ specifically 
trained in air conditioning sales 
work, and know the business suffi- 
ciently well to make sound sug- 
gestions for their prospects. 
George Thompson, manager of 
the second floor office furniture 
department of the store, where 
all package coolers are sold, be- 
lieves that any skilled salesman 
of the type usually found pro- 
moting office furniture can do an 
efficient job of selling air-condi- 
tioning—and results to date jus- 
tify him well. Every salesman has 
been taught the mechanics of 
evaporative cooling, can assembly 
most units himself, and is thor- 
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oughly sold on its value to his 
prospects. 

Kistler’s sells two models of 
evaporative coolers, one a floor 
model for large offices at $135, 
another smaller window - ledge 
type for $110. Ten display models 
are kept on the second floor, one 
always in action so that the mo- 
ment a customer steps off the 
elevator, he feels the cooling 
breeze, and becomes curious. 


Sources of Prospects 


Leads for sales have come from 
the ideal source of outside office 
supply and furniture salesmen 
making regular calls through the 
city. Each man watches for busi- 
ness men complaining about the 
heat, and when such an instance 
does occur, sends in the name to 
Mr. Thompson’s furniture office. 
Four regular furniture salesmen 
handle the sale from that point, 
inasmuch as office supply sales- 
men have from thirty to fifty 
calls per day to make, and can- 
not afford to spend much time in 
selling the office owner. More 
leads are turned in by friends 
of the company, and _ satisfied 
users of Kistler’s package cooling 
who suggest names of friends. 

All such leads are followed up 
immediately, the store sending a 
qualified representative by ap- 
pointment. He takes literature on 
the coolers, cost sheets and other 
such information along on the 
call. “We try to impress upon the 


prospect that package cooling is 
not only a comfort source, but 
actually pays for itself in in- 
creased efficiency and better facil- 
ities for handling customers,” Mr. 
Thompson stated. For example, 
an insurance office recently cooled 
by the firm reported its customers 
remained thirty per cent longer, 
and a_ substantial increase in 
policies written was the result. 

If the prospect wants to see the 
cooler in action before making a 
decision, Kistler salesmen can 
take him to one of two places— 
either to the store, or more often, 
to a nearby office already using 
the equipment. In the latter case, 
the salesman asks permission to 
bring prospects around, which is 
always cheerfully given. Prospects 
who see evaporative cooling aid- 
ing in a business building close 
to his own are always more eas- 
ily sold, Thompson reports. Kist- 
ler’s has 40 such installations in 
downtown Denver, which simpli- 
fies demonstration. 

Correct size and type of cooler 
is figured by salesmen up to 14 by 
14 feet; above that figure, William 
Snyder, local agent for the cooler, 
is called in to engineer the in- 
stallation. This insures ideal 
service and prevents complaints 
of insufficient cooling, etc. In the 
case of package self-contained 
units, Kistler’s will rent the unit 
at a nominal sum until the pros- 
pect decides to buy it, when the 
rental paid in applies on the pur- 
chase cost. Time payments with 
15 per cent down, monthly pay- 
ments thereafter, have enabled 
this Denver stationery house to 
sell a huge number of evapora- 
tive coolers after only a few 
months’ experience. 














WHAT CAN WE SELL TODAY? 
Gn Glluminating Discussion, on Filing Systems Sales 


N A sense this subject could 

have been termed, “What are 
we to sell now that we lack steel 
files and desks?” In other words, 
“substitutes” is what is implied. 
I am not going to even think of 
substitutes but will attempt to tell 
you how to sell a very important 
service and a commodity that has 
always been on your shelves or 
easy to get—filing systems. 

You have read articles in your 
trade papers and have heard it 
mentioned casually in meetings 
such as this, that you should al- 
ways sell guides and folders when 
you sell a filing cabinet. But 
nothing very constructive has 
been made available on how to 
do it. I maintain that there is a 
huge volume of business to be 
done in files that are now in use. 
These files contain guides and 
folders, but are sorely lacking in 
system. 

Too often we get an order for 
additional filing cabinets because 
the files in use are crowded, and 
then fail to sell a larger index 
adequately to take care of the in- 
creased volume of correspondence. 
Quite recently I was called in by 
a large manufacturing company 
to see if I could recommend a bet- 
ter filing systen:. In twenty-eight 
drawers of correspondence they 
were using a straight A to Z—25 
subdivision index. Less than one 
guide per drawer. And the sales- 
men calling on them for the office 
supply company thought he was 
doing a good job because he sold 
them all of their folders. 


Management Through Records 


Every competent executive of 
today directs and controls his or- 
ganization by means of records 
which show the entire course of 
every transaction. In the average 
business office, record making 
constitutes approximately ninety 
per cent of the activity. It is self- 
evident that this expenditure of 
time and effort is wasted unless 
the records can be produced when 
they are required for reference. 
Consequently, they must be ar- 
ranged systematically according 
to some plan which will make it 
possible to find papers immedi- 
ately when requested. That pro- 
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cedure is called “filing” and it is 
one of the most important phases 
of office work, although short- 
sighted executives frequently give 
the matter little attention until 
the loss of a valuable paper em- 
phasizes the need for a more ef- 
fective system or better trained 
file operators. 

Similarly, few office employes 
realize the importance of knowing 
something of the principles un- 
derlying the classification of busi- 
ness records. Until recently com- 
mercial schools did not include 
filing as a special course in their 
curricula, with the result that 
their graduates have gone into 
the business world only partially 
equipped to handle office records. 


Bringing the subject closer 
home, it is appalling, the number 
of men representing office supply 
houses who have only a smatter- 
ing of how to survey filed mate- 
rial and install a filing system. 

You have today one of the 
greatest opportunities ever had to 
sell filing systems. Filing depart- 
ments and the service required 
from them have in many cases 
doubled because of increased busi- 
ness due to war work. Office man- 
agers are anxious for some one to 
help them with these increased 
filing and finding problems. They 
want results from their filing de- 
partments, not alibis. 


The Basis of a Filing System 


What is a filing system? A fil- 
ing system must start with three 
things: the proper size subdi- 
vision set of guides, a set of mis- 
cellaneous folders of the same 
subdivision as the guides they fol- 
low, and the individual folders. 
The printing on the guides may 
vary in that in some cases a 
closed notation should be used 
while in others the open notation 


is correct. For example a closed 
notation would read “Aa-Ag”’ 
while with an open notation the 
printing would only be “A,” and 
the next guide in the set might 
read “Ah.” The advantage of the 
closed notation, which gives the 
beginning and ending of all mate- 
rial filed in that section, is that 
we can tell at a glance if we file 
behind that guide or not. The 
disadvantage of the closed nota- 
tion is that we cannot expand 
the subdivision. The closed no- 
tation is usually correct when we 
are doing business with concerns 
and individuals all over’ the 
United States because subdivisions 
of the alphabet are based on the 
per cent letter value of the names 
of the people of the United States. 
However, when the correspond- 
ence or card records are mostly of 
individuals or concerns in our own 
locality, the open notation is the 
proper one to use for this reason 

in the Dakotas and Minnesota, 
due to the Scandinavian names 
predominating, we would always 
be underguided at J, O and P if 
we used a standard closed nota- 
tion index. This can be taken 
care of in an open subdivision set 
by merely adding guides where 
needed. 


The numbers on guides are very 
important and very seldom used. 
Very few file operators know what 
the numbers are for and very few 
of the salesmen professing to sell 
filing supplies know. The number 
serves two purposes. We carry the 
number out to the _ individual 
folder that follows the guide. 
There may be three or more fold- 
ers back of one guilde but they all 
have the same number as the 
guide they follow. By using the 
number, if sheer carelessness 
causes a folder to be misfiled, it 
isn’t much of a job to audit the 
numbers and find the folder that 
is out of place. But far more im- 
portant is the speed we get in re- 
filing folders and the bigger the 
system the more important this 
number becomes. For example, in 
a 120 subdivision set of guides, 
which isn’t very large as filing 
systems go, the letter “S” is sub- 
divided thirteen times. To the 
person not using the numbers on 
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their folders this means mental 
spelling until the proper guide is 
located while to the person using 
the numbers it is merely a matter 
of locating the number and drop- 
ping the folder in its proper place. 
Where the guides are in two posi- 
tions with all of the odd numbers 
in one row and the even num- 
bers in the other, our time and 
reference are cut in half. 


In the miscellaneous folders we 
file all correspondence to or from 
those individuals or concerns with 
whom we have less than six pa- 
pers a year. This should be kept 
strictly alphabetical and _ strictly 
chronological with the last date to 
the front of the folder. 

An individual folder is made 
just as soon as we have five let- 
ters to or from one individual or 
concern. This prevents bulking up 
the miscellaneous folder and 
again gives us more speed in our 
filing and finding. 


What Perfect Systems Involve 


Now let’s presume to set up a 
perfect filing system from the me- 
chanical standpoint. We will use 
the best grade of filing cabinet, 
the best quality metal tabbed 
guides, celluloided miscellaneous 
folders, and the best quality of 
individual folders—and the sys- 
tem delivers alibis instead of re- 
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sults. These things do not make 
a filing system but are only the 
mechanical aids to a filing system. 
The things that make a filing sys- 
tem are common sense and the 
“control” features that should and 
must be installed. The first rule 
is that the person or persons in 
the filing department are the only 
ones that can take out or put 
back any material. Rule two is 
that as soon as you have finished 
with a piece of incoming corre- 
spondence draw a line through it 
and initial it so that the file oper- 
ator will know that it has been 
taken care of and is ready to file. 
Otherwise we may have the alibi 
that “it got into the file by mis- 
take.” 


Any correspondence taken from 
the file should have an “Out” slip 
put in its place showing the date 
the material was taken, the name 
of the person or concern on the 
letter, the date of the letter and 
who got it. By doing this we elim- 
inate the alibis that ‘someone 
must have taken it from the file,” 
“it never came to me for filing,” 
or “it must be on someone’s desk.” 
When the material does get back 
to the file the “Out” slip is re- 
moved and destroyed. Five or six 
“Out” folders should be kept in 
the front of each file drawer to be 
inserted where an entire folder 
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is asked for. The front of an 
“Out” folder is printed to show 
the date the individual folder was 
taken from the file, the name and 
number of the folder and who got 
it. Correspondence coming to the 
file to be filed in an individual 
folder that has been requested 
from the file, can be filed in the 
“Out” folder until the individual 
folder it is replacing returns. 

A “Follow-Up” or “Pending”’ file 
must be part of any filing system. 
Material wanted at a later date 
should have the date wanted writ- 
ten in the corner and initialed by 
the person wanting it. Instead of 
filing this letter by the date, we 
make out an “Out” or “Charge” 
slip and file it under the date 
wanted and file the correspond- 
ence in the file where it belongs. 

Then there is the letter that 
comes to the file department that 
could be filed in two or more 
places. This is a physical impossi- 
bility. So we file the letter where 
it will be most logically asked for 
and file a “cross reference” where 
it might be sought. 

These are the _ simple little 
things that make a filing system 
out of a set of guides and folders 
and believe me when I say there 
are plenty of offices waiting for 
you to come in and show them 
how. 


IN NEW QUARTERS 


OR THE fourth time in the thirty-eight years of its existence, OFFICE APPLI- 


ANCES has established headquarters in a new location. 


First a year in New 


York, then two years in the Republic building, Chicago, followed by thirty years 
in the Plymouth building. Then five pleasant years were spent in the Civic Opera 
building before picking up the physical necessities of an office work shop—desks, 
chairs, files, records, etc—and settling on the fifth floor of the Otis Elevator 
building at 600 West Jackson boulevard. Situated at the intersection of Jackson 
boulevard and Jefferson street, the building housing the new headquarters might 
well be referred to as being on the presidential corner. 

Close at hand are many old friends who have now become near-neighbors. 
Across the street is the headquarters building of Horder’s, Inc. Many other trade 
members—manufacturers and dealers—are located in 
excursions from the office the more pleasurable because of the frequency with 
which fellow workers in the industry vineyard are met. 

The shop in which the journal is printed each month is but a two-minute 
walk, bringing into mutually beneficial proximity the office of preparation and 


the place of mechanical production. 


main post office. 


the vicinity, making 


Another five minutes away is the Chicago 


Readily accessible to downtown hotels, served by all local transportation sys- 
tems, only a block west of the Union Station, the new quarters have an ideal loca- 
tion. To our many friends in the industry the latch string will be out—as always. 

Although removals and the passing of time bring about inevitable changes in 
physical properties, personnel and ideas, the basic things of service and the 
purpose to contribute continually to the advance of the industry persists. 


The address is new, but the principles of operation remain the same. 
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OFFICE FURNITURE BUSINESS 


Juned. to War Jimes, Thi Program (Concentrates on 
Rapid Jurnover and Volume Sales 


O US, at Gallup’s, the new 

war market has arrived. In 
considering it from the standpoint 
of office furniture and _ supply 
sales we feel we must realize that 
it is a market apart which must 
be merchandised in accordance 
with its special needs and in con- 
sideration of its time elements. 
For this reason we are now mak- 
ing every effort to prepare all of 
our office furniture sales in ad- 
vance. 

Why prepare these sales in ad- 
vance? 

Sales not prepared in advance 
now are not sales “made” but 
sales “missed.” Place yourself in 
the office manager’s or purchas- 
ing agent’s shoes. Most firms are 
or soon will be taking a part in 
the war effort. Pressure is on to 
speed the flow of goods, to speed- 
up production, to reorganize 
operations, to remake employee 
training schedules so that jobs 
can be filled in shorter time for 
offices must be reorganized to 
peak efficiency. 

Today, these men under pres- 
sure are making their purchas2s 
in split-seconds. They have to be- 
cause their time is limited. They 
can, however, be prepared in ad- 


As Explained By 


E. F. GALLUP 


President, 


Gallup’s, Inc. 
Kansas City, Mo. 


To 


B. K. ANDERSON 
& 


vance for making their purchases 
from your firm through a policy 
such as ours which leaves only 
the signing of the order for the 
time of purchase. 

We began our policy during the 





MR. GALLUP 


defense period when present 
trends were developing. We 
sighted toward several important 
objectives: We wanted to con- 
vince the customers, first of all, 
that we were looking fully as 
much toward their interests as 
our own and we wanted to ac- 
quaint them with our line of office 
furnishings. We wanted to men- 
tion office furniture to them so 
often that when this need came 
up in their office they would im- 
mediately think of us. 

To attain the first of these ob- 
jectives, we knew price to be an 
important factor. Because this is 
a time of rapidly increasing prices, 
we know that customers are more 
price conscious than ever before. 
We also know that customers are 
not considering the “after war’ 
period now—as they did in the 
defense period — but are concen- 
trating on the next five to ten 
years. Furnishings they buy are 
for that period, and that periodj 
alone! 

This is better for both the office 
outfitter and the customer. For 
the former it means that a great 
new market will open up afte: 
the war; for the latter, he can 
obtain fuller immediate produc- 
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tion per-dollar-spent now. This 
is the reason why we are featur- 
ing moderate and lower priced 
office furnishings now. It not only 
builds the customer’s confidence 
in us, but because of this con- 
fidence allows us a rapid turnover 
in large volume. 

Frankly, we want the big orders 
now and specialize our effort in 
that direction. It requires no more 
time to sell the big office furni- 
ture order than it does the small 
one. With delivery and _ trans- 
portation problems what they are 
now, your worry is the same on 
any size of order. The effort 
necessary to shift a customer 
from steel desks to wood desks on 
an order is the same regardless 
of its size. 

Then there is the important 
matter of salesmen’s “mind set.” 
When you get them into the habit 
of thinking in terms of large 
orders it serves as an extra push 
in their efforts. 

We prepare our market in ad- 
vance entirely through a policy 
of pricing and presentation. The 
pricing, of course, simply means 
pushing the types of furnishings 
that are now low enough in price 
to be sold in volume. Presentation 
is more complex. 


Efficiency Surveys 


Office efficiency surveys are the 
most important single factor in 
this connection. Whenever pos- 
sible we secure the customer’s 
permission to survey his office 
furniture needs. This is accom- 
plished by establishing his office 
functions, then listing the equip- 
ment’s part in this operation. 
This gives us exact reasons for 
suggesting replacements and new 
units—all planned to further in- 
crease efficiency, add to economy 
of operation, and help in needed 
shift-overs to new types of work. 

More customers every day show 
a willingness to pass this burden 
of office equipment planning off 
to us. In offices where the survey 
isn’t made, salesmen’s visual in- 
ventory and the manager’s own 
suggestions serve the same sug- 
gestive end. 

We never suggest used office 
furniture to a regular customer. 
We are convinced that the best 
way to ruin an account is to be- 
gin selling them used furniture. 
Regardless of how little they pay 
for used office furniture they will 
never be satisfied with it and they 
frequently later regret these pur- 


chases which works to our dis- 
advantage. 

Because we must accept many 
trade-ins, we always have a stock 
of them and their sale is accom- 
plished through the use of classi- 
fied want-ads. We stock them 
away from our sales floor and 
give little attention to dressing 
them up. Most are sold “as is.” 

Another important feature of 
preparing our market in advance 
is sales floor presentation. We 
give about one-third of our street- 
level display space over to office 
furniture. The space is so ar- 
ranged that every customer enter- 
ing our store sees office furniture. 
All customers are encouraged to 
browse in the section; salesmen 
bring in their customers at every 
opportunity to acquaint them 
with the stocks with the end in 
view of later selling them. 

To conserve room our office 
furniture displays are closely 
spaced in parallel lines in a tri- 
angular-shaped area _ beginning 
near the store’s entrance. The 
walls back of this section are lined 
with filing cases. Chairs are not 
usually matched with desks be- 
cause experience has taught us 
that customers like to match their 
own chairs. 

The display features moderately 
priced units in the main because 
it is planned to get rapid turn- 
over. Office furniture also makes 
frequent trips into our display 
windows. 


Advertising Program 


Advertising is by enclosures 


with the customer’s statement 
and via once-a-week small news- 
paper display advertising. How- 


? 
< 


ur 


ever, office furniture is not adver- 
tised in the newspaper copy fre- 
quently because we never plan 
office furniture as the opening 
sale to a customer. We much 
prefer to open his account with 
smaller items and have a good 
understanding of his needs before 
making our furniture sales to 
him. 


Our program is planned around 
the sixteen desks which we dis- 
play on the floor. We _ usually 
also show about the same num- 
ber of chairs and _ associated 
items. Since our records show 
that only seven to eight per cent 
of our sales are made on the sales 
floor, the space is used largely 
to back up the salesmen’s field 
policy. 

In a period preceding the time 
a salesman expects one of his 
customers to purchase office 
furniture, he will invite that cus- 
tomer to come with him to the 
store. This is important we have 
found because selling-time and 
volume results from showing the 
actual units over selling from 
literature and specifications give 
the former a much stronger nod 

For the war period we intended 
to make more frequent calls on 
customers whose needs are exten- 
sive. We're out for the big order 
business, particularly in the field 
of office furnishings for these cus- 
tomers are practically all in war 
work and have priority ratings. 
We have found this program re- 
duces delivery and bookkeeping 
expense worries, returns a greater 
profit for effort involved and is 
the type of market that must 
have this equipment regardless 
of its desires in the matter. 





Office Furniture Section Just Inside Front Door at Gallup’s, Kansas City, Mo. 
This section shows sixteen desks as well as other office furnishings accessories. 
Office furniture is thus visually suggested to all Gallup’s customers. 














Desk Accessoucs Sell Bost 
WHEN ACTUALLY SHOWN ON DESKS 


HE most logical location in 

which to merchandise desk 
accessories of all types is on desk 
tops themselves, according to 
Clarence Escher, office furniture 
manager for Dameron - Pierson 
Company, large stationery and 
office supply firm of New Or- 
leans, La. 

“Instead of showing desk acces- 
sories in a confusing group in a 
showcase or on a table, we believe 
in putting them where the person 
buying them for himself, or the 
woman making a purchase for 
gift purposes can see them as they 
will be used,’ Mr. Escher said, 
“Our experience with a wide line 
of desk accessories has taught us 
that women buy a huge percent- 
age of them, and that they can 
be more readily sold if they can 
visualize desk accessories in use 
on their husband’s or friend’s 
desk. Consequently, we are using 
the second floor furniture depart- 
ment, instead of the gift depart- 
ment on the first floor, for this 
purpose.” 

There are approximately 100 
desks in all price ranges on dis- 
play in Mr. Escher’s comprehen- 
sive office furniture department. 
On each is a carefully selected 
complete choice of desk acces- 
sories, designed to harmonize with 
the particular desk involved. In- 


asmuch as the choice represents 
about every style of desk sold in 
the country, the chances are that 
any customer will find what he 
wants, or “there ain’t no such 
animal.” Displays start with a 
desk pad, leather trimmed or 
imitation leather treated, and in- 
clude correspondence basket, pen 
and pencil holder, ash tray, lamp, 
file box, memo pad, finder files, 
clock, paper weight, letter opener 
and other accessories. Each item 
is priced individually, and there 
is a group price set for the entire 
group as well. 


Longer Survey Time 


The quiet atmosphere of the 
elegantly-laid-out furniture show- 
room has proven to have an ex- 
cellent effect on sales, according 
to Mr. Escher. Customers spend 
longer time looking over the 
choice, and inevitably will buy 
better-priced accessory lines sim- 
ply because the opportunity for 
comparison is much greater. It is 
also easier for sales people to 
handle customers. The policy used 
is to simply explain to each cus- 
tomer that the store has adopted 
the idea of showing its accessories 
on desks themselves, and invite 
them to “browse” at length until 
they find a set which appeals to 
them in particular. Readily-read- 





able price tags on each accessory 
item and for the whole _ set 
make it possible for the customer 
to pick out whichever can be 
afforded. 


The opportunity for making 
complete accessory sales is con- 
siderably advanced as well. “When 
the customer doesn’t understand 
specifically why all accessories 
shown are important, the sales- 
man asks her to sit down behind 
the desk while he shows the uses 
of each item,” Mr. Escher added. 
“When she goes through this 
process, the chances are that she 
will take the whole selection in- 
stead of picking out four or five 
items as a man more familiar 
with them will do. We use the 
showroom constantly to sell 
women entirely unfamiliar with 
office equipment, and credit the 
idea with the fact that most of 
them buy more expensive gifts 
than do men.” 


Still another value of the idea 
which isn’t immediately apparent 
is the effect it has on desk sales. 
The man who buys himself an 
expensive set of accessories shown 
on a fine walnut desk will often 
think less of his old desk when 
the new accessories are placed on 
it—consequently, he is more open 
to buying a new one. 





AUTOMATIC FILE INSTALLATION GOING OUT.—Shown here is a battery of sixty-three, five-drawer Automatic ex- 
panding and compressing files, ready for shipment from the Green Bay, Wis., plant of the Automatic File & Index 


Company. 
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BUSINESS BUILDERS 


Broadcast over Station S-A-L-E-S 
Operating on a wave length of:— 


CONFIDENCE ... COURAGE... 
COOPERATION 





AST month you heard broad- 
L cast this thought- provoking 
query: “It helped me; perhaps 
—IT WILL HELP YOU!” ... we 
added; “there you have it; take 
it away ... the wide circulation 
Of OFFICE APPLIANCES is yours.” 

. and so we once again say a 
most hearty “MUCHAS GRACIAS” 
to an enthusiastic and codpera- 
tive response. And again we com- 
ment that we will use eventually 
each and every answer so sin- 
cerely sent to us. This month for 
the monthly PEPPER-UPPER of 
OFFICE FURNITURE RIGHT- 
THINKING we are going to give 
you in full unabridged length the 
following from a New Englander, 
who modestly signed his contribu- 
tion, A Senior Office Furniture 
Salesman who wants to do his bit 
for The Office Furniture Industry 
every chance he gets. Here is a 
true answer to your query, for it 
most certainly helped me, AND I 
KNOW IT WILL HELP YOU AND 
YOU. Also, this gentleman courte- 
ously added, this is an exact copy 
of an editorial that appeared 
quite some time ago in The Lyon 
Standard, published by Lyon 
Metal Products, Inc., of Aurora, 
Ill. It is from the pen of A. W. 
Lauder, the editor at that time. 
Here it is: 


“Heads Up, Men!” 


SOMETIMES when I am think- 
ing of our dealings with each 
other within our own company 
and wondering how we could 
build up a closer knit organiza- 
tion, I am reminded of a top 
sergeant we had in the army. 

He was an ex-blacksmith —a 
great, big, freckled-faced, red- 
headed guy, with a hand as big 
as a platter. 

Many a time we marched in a 
drizzling rain, with a full pack 
that seemed to weigh a ton, and 
no end in sight. 

With feet like lead and our 
hearts in our boots, we would be 
dragging along, and just then old 
Smick’s voice would come rolling 
down the line: “Heads up, men!” 

I have never known a man who 


could put so much that was 
heartening into three words. 

You could feel the response 
from the whole outfit. We’d “pick 
‘em up and set ’em down” a little 
snappier. We could just smell 
hot coffee and feel a good fire 
and warm dry blankets. Many a 
mile we did at a better gait, due 
to that encouraging shout. 

Think of that in your work with 
the other men in your depart- 
ment, or your district office, or 
wherever you may be. 

There is a lot of talent in our 
organization. Many a time I have 
marveled at the amount of tech- 
nical, practical, and merchandis- 
ing ability displayed in the solving 
of some problem that came up in 
the course of the day’s work, 
sometimes at home and sometimes 
in the field. 

Now if we could only always add 
to it, that spirit of helpfulness 
that desire to always meet our 
brothers in arms, so to speak, 
more than halfway, as was some- 
how conveyed to us by that cheer- 
ful shout of “Heads up, men,” 
more by the spirit of the man 
than by the words! 

There was a wealth of real prac- 
tical understanding and feeling 
of cooperation in that old “top 
kick’s” mind when he would come 
swinging down the road a pack 
on each shoulder—one of his 
own, and one belonging to some 
little fellow in the sixteenth squad 
who couldn’t stand the gaff—and 
shout so you could hear him from 
one end of the column to the 
other—‘“Heads up, men!” 

(So there you have a PEPPER- 
UPPER of PEPPER - UPPERS, 
when we say to each other, “Heads 
up, men and women of The Office 
Furniture Fraternity!”’) 


* * * 


Bob Keltner of the Oxford Fil- 
ing Supply Company, mentioned 
an actual customer-salesman con- 
versation he heard recently, 
wherein the salesman, a senior- 
salesman too, who should have 
known better, austerely told the 
customer interested in a steel file 
he was plumb out of luck with- 
out a priority and did not take 
the trouble to show him transfer 
cases adjacent and ready to be 


sold. Truly courtesy pays in war 


time; IN ALL TIME! 
” a * 

We were thrilled with many 
other letters this month; among 
them one from Wilbur F. Cannon, 
sales manager of Fidlar & Cham- 
bers Company, printers, station- 


27 


ers, and Art Metal representatives 
of Davenport, Ia. You will hear 
more from time to time in BUSI- 
NESS BUILDERS from Mr. Can- 
non, for I know he is ever on the 
alert for key thoughts he is con- 
stantly gleaning from new books 
and new actual sales experiences 
in his important trade territory. 
” * + 

The following truism came to 
BUSINESS BUILDERS from Eng- 
land. The record so far for the 
greatest distance traveled of any 
contribution: “THE WORLD would 
be better and brighter if people 
were taught the duty of being 
happy as well as the happiness of 
doing their duty. To be happy 
ourselves is a most effectual con- 
tribution to the happiness of 
others.” Our English reader states 
this is the comment of a promi- 
nent English knight; and well 


worth recording in BUSINESS 
BUILDERS for its present aptness 
... WE AGREE! 

* * * 


“On a cold day it is very easy to 
borrow a fan.”’—Chinese Proverb. 
+ * * 

Let’s put it this way: AN 
OFFICE FURNITURE SALESMAN 
should have . . . The curiosity of 
a cat. ... The tenacity of a bull- 
dog. .. . The determination of a 
taxi-driver. ... The diplomacy of 
a wayward husband... . The pa- 
tience of a self-sacrificing wife. 
... The enthusiasm of a jitterbug. 

. The friendliness of a child. 

. The good humor of a side- 
show barker. . . . The simplicity 
of a politician. .. . The assurance 
of a college boy. .. . The tireless 
energy of a collector of past-due 
bills. 

. & * 

And orchids to the _ tireless 
energy of Grand Old Charlie P. 
Garvin. His recent rebroadcast of 
pert, productive, small newspaper 
ads of office furniture and equip- 
ment lines, prompted this ques- 
tion of the month sent in by an 
Oregon stationer: “How can we 
spend a little more on the prep- 
aration of our advertising to make 
it more effective?” Send your 
angles on this to us, Box 2153, 
Care of Shaw & Borden Co., Spo- 
kane, Wash. 

+ a * 
All together: With Vim for Vic- 


tory! 
Ralph B. Ortel. 
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Interior views of the New Peoples Federal Savings & Loan 
Association Quarters in Peoria, IIl._—The outside of the 
building is just as architecturally beautiful as these pictures 


reveal the inside to be efficiently attractive. Leopold desks, 
Milwaukee chairs and Diebold safe equipment were expertly 
combined by Salesman F. G. Oster. 


Peoria Dealer Makes Big Installation 


O*: OF the most attractive, 
completely equipped and 
thoughtfully planned buildings in 
its field has just been occupied 
by Peoples Federal Savings and 
Loan Association of Peoria, IIl. 
The office furniture and other 
equipment were installed by the 
Business Equipment Company. 
F. G. Oster, the salesman who 
handled the job, gives the follow- 
ing illuminating description: 
“Woodwork throughout is nat- 
ural walnut filled with white lead; 
the walls, desks and chairs all 
came from the same flitch, or cut- 
ting of wood to insure perfect 
matching throughout. The floors 
are asphalt tile, counter rails and 
deal plates are red Verona and 
Belgian black marble respectively 
The lighting is of fluorescent type 
recessed in an acoustical ceiling. 


The entire building is air condi- 
tioned. 

“To the left of the lobby floor 
are the home loan, credit, and 
home sales divisions. Here, too, 
are two conference rooms in 
which the prospective borrowing 
members may discuss their finan- 
cial needs quietly and in confi- 
dence. These rooms are each fur- 
nished with an attractive table 
and comfortable chairs. 

“The desks were made by Leo- 
pold and are of special design. 
The desk of each executive is 
equipped with an overhanging top 
so that the callers may also put 
their feet under the desk. Each 
desk was built for the particular 
user; for example, long box draw- 
ers were essential for those han- 
dling rolled blue prints and trac- 
ings. All desks are equipped with 


specially designed drawer pulls 
set off center. 

“To the right of the lobby floor 
are the private offices of Executive 
Vice-President, G. Hicks Fallin, 
and the savings and accounting 
divisions. The counter separating 
the accounting division from the 
lobby is low and completely devoid 
of wickets or windows. Each teller 
is equipped with a cash drawer 
and set of pigeon holes to hold 
ledger cards and credit slips. Sur- 
plus money during the day is de- 
posited in a counter guard unit 
equipped with delayed time com- 
bination. At night the money is 
secured in a manganese bank 
unit. 

“All ledger accounts are Kept on 
individual cards in a _ Diebold 


(Turn to page 41, please) 
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DOTEN-DUNTON FURNITURE DRESSES A 
BANK.—When the Bank of America in San 
Francisco recently underwent a complete 
outfitting of appropriate and modern furni- 
ture, the Doten-Dunton Desk Company, 
Cambridge, Mass., was chosen to supply 
the products needed, with the Rucker-Fuller 
Company, San Francisco, doing the install- 
ing job. Shown here is the bank’s direc- 
tors’ room, measuring 35 by 67 feet and 
containing table and chair accommodation 
for twenty-six board members. 


AN EXECUTIVE OFFICE OF THE BANK. 

This picture shows the many types of furni- 
ture which were placed in the executive 
office to form a pleasing and harmonious 
whole. It is the office of L. M. Giannini. 


AN HISTORICAL DISPLAY.—On the execu- 
tive floor is seen occupying the place of 
honor the original helm which steered the 
United States navy sloop-of-war ‘’Ports- 
mouth” into San Francisco Bay in 1846. 
Included in the equipment installed by 
Rucker-Fuller were special executive desks, 
removable conference table arrangements, 
rare and unusual wood selections and spe- 
cial leather upholstery. 
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HOUSING BASEBALL RECORDS SAFELY. 

Permanent history records of more than 
50,000 minor league baseball players pre- 
sented a filing problem headache for the 
National Association of Professional Base- 
ball Leagues, Durham, N. C., until har- 
rassed officials called in W. H. Myers, of 
the Durham Office Supply Company. Mr. 
Myers together with League President W. G. 
Bramham, designed a Shaw-Walker form 
embodying all the necessary information. 
This was printed on S-W 100 per cent rag 
cards because the records are to be perma- 
nent, and the whole then housed in a 
Shaw-Walker Space-Saver Expandex file. 
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EDITORIAL 


Alternates and Substitutes 


“&& A NUMBER of speakers at the regional 
meetings of the National Stationers Association 
have urged that dealers grant their manufactur- 
ers and suppliers permission to fill orders with 
substitute or alternate products when, because of 
war production curtailment and related causes, 
they are unable to provide the goods speci- 
fied. The suggestion that by mutual under- 
standing the necessary substitutions be made 
without requiring the supplier to obtain the 
dealer’s permission is a practical solution to one 
of the current distribution problems of the trade. 

The many details related to communicating 
with the dealer will be obviated and avoidable 
delays prevented. 

The American public is well aware that in 
every field many products are no longer avail- 
able and that substitutes and alternates must 
be accepted for the duration. Business and other 
agencies upon which our American commerce 
and war effort depend are generally willing to 
take the product in the nearest weight, size, or 
material so long as it meets practical needs. 
Customer-users, however, have a right to expect 
the office equipment supplier to render as 
prompt service as possible. Reduction of order- 
filling negotiations between the manufacturer 
or wholesaler and the dealer will be reflected in 
the dealer’s ability to make satisfactory deliv- 
eries. 

The dealer’s relations with his customers will 
likewise be enhanced if he does his selling on the 
basis of an understanding with the customer 
that if the identical item cannot be obtained 
another one similar or the nearest to it will be 
provided. 

The war has produced an era of experimenta- 
tion in products of almost every description. We 
are finding that many substitutes are equally as 
desirable, and in some cases superior to, those 
which they have supplanted. Research for sat- 
isfactory alternates, and even substitutes for 
substitutes, has been given special attention in 
the office equipment and other industries for the 
past year. Improvements and new developments 
will continue to come forth as these research 
efforts progress. 


—_——- 


HE who seizes on the moment, he is the right man. 
—Goethe 


—_e—- 


The Paper Situation 
@ AS THE Government will allocate all paper 
pulp after the first of May the paper industry is 
now requesting stationers to accompany their 


orders for paper and paper products with prop- 
erly filled out blanks classifying their customers 
and showing how the orders are to be used. 
The purpose is to accumulate information to be 
passed on to the mills for their use in obtaining 
pulp. 

At present there are no priority requirements 
governing paper sales but the mills are endeav- 
oring to establish records that will reveal what 
is believed to be a substantial percentage of 
defense or war business. Paper converters and 
suppliers have this opportunity to place the 
industry in accord with priorities regulations 
even though not actually under their jurisdic- 
tion. 

The subject has been discussed at all of the 
N. S. A. regional conventions to date. The co- 
Operation of stationers is regarded to be a mat- 
ter in their own interest because by helping 
their paper houses and the mills they will help 
stretch the available supply and enable their 
sources to carry on. 


—_-<-->- 


NO one is anxious to know about how well he may 
live, but about how long; whilst it is nevertheless 
possible for all to ensure good life, and for none to 


ensure long life. 
—Latin Quotation. 


—_<o-- 


Dealers Ask For Travelers’ Services 


@ THE extent to which the dealers value the 
personal contacts and services of the manufac- 
turers’ representatives is attested in recent ex- 
pressions by two of the industry’s local associa- 
tions, the Philadelphia Stationers Association 
and the Stationers Club of Indianapolis. That 
of the former was contained in a letter sent to 
manufacturers while the latter group expressed 
its views in a resolution bearing the signature of 
President George P. Davis and adopted at a 
meeting on April 14. 

In substance the dealers petitioned the manu- 
facturers to maintain their dealer relations 
through the personal contacts of their sales- 
service staffs. The Philadelphia letter is re- 
printed on page 92 of this issue, while the In- 
dianapolis resolution is reproduced below. 


WHEREAS, we, the membership of the Stationers 
Club of Indianapolis. feel that manufacturers of prod- 
ucts of our trade should understand the attitude of 
dealers, in their relationship with the representatives 
of their sources of supply, we do hereby adopt the 
following resolution: 

BE IT HEREBY RESOLVED, that manufacturers of 
stationery and office supplies should make every rea- 
sonable effort to continue to service their dealers 
through personal representatives, further, that a 
further effort be continued to provide dealers with 
the personal sales promotion assistance found to be so 
helpful among the retail dealers’ sales staffs by rep- 
resentatives of office supply manufacturers. 

WHEREAS, it has been found that the traveling 
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representatives of our trade have been of invaluable 
assistance in matters of priorities and other emer- 
gency conditions arising from the war effort. We 
earnestly request that manufacturers continue their 
support in furtherance of this practice. 

Through the years the manufacturers’ travel- 
ing salesmen have given the dealers invaluable 
sales promotion assistance. Now to that function 


has been added the opportunity of helping the 


HERE AND THERE 


PATTY FREEZES TYPEWRITER— 
AND HOW! 

Frank Patty, who, when he isn't 

pulling gags on residents of Chico, 

Calif., where he operates a type 





FROZEN SOLID!—Frank Patty stands 

beside the Royal typewriter which is 

embedded in a cake of ice as part of 
a clever advertising stunt. 


writer shop, spends his time think- 
ing up swell advertising ideas. 

Mr. Patty's latest was to display 
in front of his store at 136 West 
Third street, a Royal typewriter 
frozen solid in a cake of ice. ''Type- 
writers are frozen, but we can still 
rent ‘em,’ was the theme of the 
inusual display. 





SAILOR AND MARINE GO 
FOR A WALK 


Ed Conlon, Rockwell-Barnes Com 
pany, sailor Dick Healy, president 
NSA, marine, and a reporter in 
St. Paul a few weeks ago decided 
that a walk in the open air would 
be an excellent follow-up to an 
elaborate dinner which Mr. Con 
on provided. They walked east on 
Fifth street to .Wabasha 
south to Kellogg boulevard. Before 
reaching the boulevard the two ex 
service men who had been traveling 
side by side suddenly became sep 
arated, with Dick well out in front. 
"What's the matter?" said Ed. "| 


am out to walk and enjoy myselt 


thence 


Dick rep ied that ne was 


WaIKING 


for pleasure and exercise. They 
turned east on Kellogg to Roberts 
north on Roberts to Seventh, west 
on Seventh to St. Peter, north and 
uphill on St. Peter past Summit. 
During all that walk the argument 
about speed never ceased. Dick in 
sisted that his tempo was right: 
Ed insisted that a walk should be 
an enjoyable occasion and not 
speeded up to painful drudgery. 
About half a block beyond Summit 
Ed saw a cab and ran into the 
street to hail it. The cab driver 
apparently didn't see him; at least 
he failed to stop. But by that time 
Dick was convinced that Ed was 
serious and that he needed a rest. 
Accordingly after reaching the next 
corner he was willing to turn around 
and return to the hotel at a much 
slower pace. Before they engage 
in another three-mile hike Ed is go 
ing to have a definite understand 
ing about the number of miles per 
hour, not to mention brick walls 
and other obstacles. 





DUMMY PENS FOOL BURGLARS 


Persistent burglars who broke int 
the Barnes & Company store, St. 
John, N. B., Canada, for the fourth 
time in as many months, have stil 
got plenty to learn. 

On the fourth nocturnal visit 
quite recently the industrious cracks 
men walked away with what ap 
peared to be a complete set of 
fountain pen and pencil sets. Doubt 
less they were quite happy until it 
came time for a distribution of the 
loot. But joy must have changed 
to sorrow when the hardworking 
yveggs found that every pen and 
every pencil was merely a dummy 
used for window display purposes. 
WIM 





STURDEVANT BUYS DINNER— 
TWENTY-THREE YEARS 
LATE 


S.R 
lerk of a Minneapolis court, was 
he a 
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dealer in problems relating to priorities and var- 
ious war emergency matters affecting not only 
sales but securing supplies of merchandise. A 
splendid relationship has been established be- 
tween manufacturers and suppliers in the sta- 
tionery industry. It is to be hoped that practical 
means will be found to preserve this so that both 
may stay in business after the war is over. 


Sturdevant, now with the Ace Fas- 
tener Corporation, autographed the 
former's diary with the notation, 
Good for one meal only.” 

The men did not see each other 
again until one day last month when 
Reamer's phone rang. 

"Remember me?" Sturdevant 
asked his astonished buddy. "Come 
on down to the Nicollet hotel and 
I'll pay off on that meal!’ 

So the Ace Fastener Man, who 
was in Minneapolis on business, 
ably assisted by George Nagel, 
chef of the hotel, watched Reamer 
consume a dinner — twenty-three 
years late. 





LEVY TO SELL "FROZEN DAIN- 
TIES FOR DURATION 


When Henry N. Levy, who sells 
typewriters and other office ma- 
chines in Vicksburg, Miss., found the 
frozen machine situation interfering 
with his livelihood, he simply folded 
up and quit, did he not? 

The answer is ‘yes, he did not!" 
Instead, Mr. Levy has recently sent 
out an optimistic letter to all his 
customers and friends informing 
them that he has gone into the 
"Frozen Dainties’’ business for the 
duration on the theory that until he 
can sell enough machines to Vicks- 
burg businessmen, he can (and will) 
ell frozen confections to their chil- 
aren. 





LAUGH IF YOU WANT Ou! THEY wo .! 
FREEZE ME oor J 


To, BUT YOULL BE NEXT 
TO BE FROZEN. 





ANOTHER “FREEZING” THEME. — 

This clever cartoon was drawn by a 

mechanic employed by the California 

Typewriter Exchange, Los Angeles. It 

needs no explanation of the subject— 

one known to the office machine fra- 
ternity far too well. 
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THE TYPEWRITER RATIONING PROGRAM 

Rationing of new typewriters, which were frozen in 
the hands of independent distributors, wholesalers and 
dealers on March 6, began Monday, April 20, as had 
been previously announced by the Office of Price Ad- 
ministration, and were released to eligibles through 
local rationing boards. 

A provisional survey completed by OPA covering all 
but one of the typewriter manufacturers indicated 
that more than 239,000 new and used typewriters were 
then in manufacturers’ stock piles. Ot this number, 
about 47,000 were new and more than 174,000 used office 
machines, while there were about 15,000 new and 3,200 
used portables. 

Since the survey included only manufacturers, the 
figures on the total number of typewriters which will 
be subsequently available cannot be considered as com- 
plete. An exhaustive survey of stocks in the hands of 
wholesalers and dealers is being conducted by OPA. 
Typewriters still being manufactured, which under 
established quotas will number more than 600,000 at the 
end of 1942, are still “frozen” by War Production Board 
order. These are earmarked for Army, Navy and other 
government use. 

According to regulations which went into operation 
April 20, persons who purchase typewriters for their 
own use must apply to the rationing board in the dis- 
trict in which the typewriter is to be used. Once 
eligibility is determined a purchase certificate is issued 
which must then be presented to a dealer. Any person, 
however, who wishes to buy a typewriter for business 
uses may acquire one from a private person who owns 
only one typewriter. 

In all cases in which the applicant must establish 
eligibility, it was emphasized, typewriters may be sold 
only upon presentation of the certificate. Such certifi- 
cates will be issued only when the applicant has shown 
immediate need for a typewriter to carry on the 
specific duties that made the purchaser eligible. 

More than 1,000,000 application blanks (Form R-401) 
have‘been distributed throughout the country. Because 
of wartime delays in transportation, a possible lag may 
occur in some remote districts between the rationing 
date and the receipt of the necessary forms, it was 
anticipated. 

Large stocks of typewriters are still available under 
the policy of permitting unrestricted rentals of new 
portables and used machines of all types which has 
been in effect since March 25. The rental provision, 
OPA officials pointed out, is unique in the rationing 
program, permitting wide use of typewriters by all 
types of enterprises which might otherwise have suf- 
fered hardship. It also eliminates the reason for 
hoarding, since it not only insures a large supply of 
machines for essential users but acts as a deterrent to 
purchasers who might buy in anticipation of future 
rather than current use. 


Under the rationing order eligible persons must fit 
into one of the following categories: 

(1) For non-portables: 

(a) Prime contractors with any agency of the gov- 
ernment for the construction of a military or naval 
cantonment, shipyard or air base. : 

(b) Operators of plants, factories, or shipyards, 
seventy per cent of whose billings consist of orders for 
Ships, planes, tanks, guns, ammunition. powder, fire 
control apparatus, military or naval optical, transpor- 
tation or communications equipment, armor plate, 
radiosondes, machine tools, lift trucks, welding ma- 
chines, foundry equipment, cranes, metal-working 


equipment, heat treating furnaces or tackle blocks. 


(c) Manufacturers of parts and materials essential 
to the making of specified war products, providing 
such materials and parts are actually used for the 
manufacture of the specified war products and consti- 
tute seventy per cent or more of the manufacturer's 
production and providing also that these parts and 
materials were processed under a priority rating of 
A-1-d or higher from the War Production Board. 

(d) Persons engaged in the operation of merchant 
ships for use on such ships. 

(e) Any special typewriter ordered from a manufac- 
turer prior to March 6 which is equipped with special 
features which render it unusable except by the pur- 
chaser or a Similar small group of users, providing that 
it cannot be made generally usable through moderate 
alterations and is immediately needed by the pur- 
chaser. 

(2) For portables: 

(a) Anyone who could qualify for a non-portable. 

(b) State and local governments and their agencies. 

(c) Selective Service Boards. 

(d) Civilian aides of the War and Navy Departments. 

(e) State and Local Defense Councils and volunteer 
aides of the Office of Civilian Defense. 

(f) Local rationing boards. 

(g) Ship’s licensed radio operators. 

(h) Industrial and extractive establishments, con- 
struction projects, lumber camps, power generation, 
transportation or communication facilities or any 
other facility operating under an A-3 or higher priority 
rating from the WPB. 

(i) The Red Cross, legislative and judicial establish- 
ments of the United States. 

(j) Newspapers, periodicals and radio broadcasting 
stations regularly engaged in the dissemination of 
news or news comment. 

(k) United States Government-owned corporations. 

Others, for whom an application is unnecessary, in- 
clude: Typewriter manufacturers, wholesalers or deal- 
ers (except from a manufacturer), persons entitled to 
them by virtue of judicial process in execution of a lien 
created before March 6, persons who inherit type- 
writers, trustees in bankruptcy, persons regularly en- 
gaged in the business of repairing, reconditioning or 
rebuilding used typewriters and those who have deliv- 
ered used typewriters to others for repair, the Army, 
Navy and Procurement Division of the Treasury. 

The maximum price for any typewriter, according to 
the Temporary Maximum Price Regulations, is the net 
priced quoted by the manufacturer, wholesaler, dealer 
or other seller, for a typewriter of the same make or 
model in the manufacturer’s price list in effect on 
March 5, 1942. 
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METAL OFFICE FURNITURE COMMITTEE SET UP 


Late in March, the War Production Board announced 
the formation of the Metal Office Furniture and 
Equipment Industry Advisory Committee. 

W. A. Adams, assistant chief, furniture 
branch, is the government presiding officer. 

Committee members are: A. J. E. Larson, president, 
Art Metal Construction Co., Jamestown, N. Y.; R. W. 
Mick, vice-president, Harter Corporation, Sturgis, 
Mich.; R. A. Cramer, Cramer Posture Chair Co., Kansas 
City, Mo.; Earl D. Power, president, Lyon Metal Prod- 
ucts, Inc., Aurora, Ill.; H. J. Onions, vice-president, 
Deluxe Metal Furniture Co., Warren, Pa.; E. F. Daily, 
sales manager, Meilink Steel Safe Co., Toledo, Ohio; 
H. H. Lynn, vice-president, Mosler Safe Co., Hamilton, 
Ohio; Thomas E. Miller, vice-president, Shaw-Walker 


industry 
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Co., Muskegon, Mich.; George Ruck, president, Colum- 
bia Steel Equipment Co., Philadelphia. 

Also Arthur R. Rumbles, vice-president, Remington 
Rand, Inc., Buffalo, N. Y.; Charles E. Attwood, vice- 
president, Acme Visible Records, Inc., Chicago; L. S. 
Hamaker, general manager, Berger Manufacturing Di- 
vision, Republic Steel Corporation, Canton, Ohio; W. J. 
Schaefer, vice-president, Interior Steel Equipment Co., 
Cleveland Ohio; Gleeson Murphy, Jr., president, Mur- 
phy Chair Co., Owensboro, Ky.; Edward C. Keyworth, 
director, Collier-Keyworth Co., Gardiner, Mass.; R. J. 
Burke, president, Worrley & Co., Pico, Calif.; and E. A. 
Purnell, vice-president, The General Fireproofing Co., 
Youngstown, Ohio. 

o 


METAL OFFICE FURNITURE MANUFACTURE 
SEVERELY RESTRICTED 

With the tools and facilities of the $100,000,000 metal 
office equipment industry shortly to be converted to 
war production, an end to the manufacture of virtually 
all types of such furniture and equipment, effective 
May 31, was ordered by the War Production Board on 
April 2. 

Except for insulated metal filing cabinets, safes, 
visible record equipment and metal shelving, the man- 
ufacture, assembly, processing or fabrication of a long 
list of equipment is to be discontinued after the effec- 
tive date, and strict restrictions on production are to 
be in effect for all items in the meantime. 

In addition, beginning April 1, manufacturers were 
not permitted to sell, lease, or otherwise transfer any 
metal office furniture or equipment produced after 
April 1, except for Army, Navy, Maritime Commission 
or orders with a preference rating higher than A-2. 

The industry last year used about 275,000 tons of 
steel and employed about 18,000 workers. It is esti- 
mated that approximately 215,000 tons of steel will be 
saved by the order, which, together with recent restric- 
tions on the production of metal household furniture 
and equipment, will bring total savings to about 
500,000 tons of steel. 

Plans are in process to put the industry on a basis 
of full conversion to the output of essential war ma- 
terials. The industry is already partly converted and 
has produced sub-assembly airplane wings, demolition 
bombs, incendiary bombs, and practice bombs for the 


government. 
The order (Limitation Order L-13-a) was effective 
April 1. Metal office furniture is segregated by the 


order into three groups of products, while manufac- 
turers are divided into a similar number of classes 
according to the use of steel in the year ended June 
30, 1941. 

Other restrictions made effective by the order are: 

1. Manufacture or assembly of insulated metal filing 
cabinets, safes, and metal visible record equipment 
(Group I) was ended immediately except for orders 
placed by the Army, Navy, Maritime Commission or for 
an order bearing higher than an A-2 rating. 

2. Beginning April 1, no manufacturer could use in 
the production of metal shelving (Group II) more than 
fifty per cent of steel used in the base period. 

3. For the two months beginning April 1 large manu- 
facturers (those who used more than 12,000 tons of 
steel in the base period) could not use each month 
more than 40 per cent of average monthly steel con- 
sumption in the following products (Group III): 

Metal filing cabinets other than insulated c-binets: 
metal lockers; metal office storage cabinets; metal 
desks; office chairs containing more than two pounds 
of metal other than swivel irons; metal office tables, 
including typewriter and office machine stands; metal 
bank vault equipment; metal office counters; movable 
metal partitions; doors, etc., for such partitions; other 
equipment including wastepaper baskets, metal trays 
and wire baskets; any other office furniture not specifi- 
cally mentioned in group I or group II, containing 
more than five per cent of metal in the net weight of 
the finished product other than swivel irons and join- 
ing hardware. 

The percentages allowable for other manufacturers 
are fifty per cent and sixty per cent, depending on the 
size of the manufacturer. 


4. Any manufacturers making group III products 
may adjust the amounts of steel to be used in any one 
product up to 120 per cent of the amount permitted, 
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provided that the total amounts used conform to the 
limitations of the order. 

5. Beginning April 1, no manufacturer could sell, 
deliver, or otherwise transfer inventories of steel in- 
tended for use in metal office furniture, except as parts 
of furniture or equipment permitted by the order to 
other manufacturers to fill A-2 or better, orders to the 
Defense Supplies Corporation or other agencies of the 
RFC or as ordered by the Director of Industry Opera- 
tions. 

6. Manufacturers may not process, fabricate, work 
on, or assemble any steel in their inventories, except as 
such steel is intended for use in equipment permitted 
by the order, or on specific authorization of the Direc- 
tor of Industry Operations. 

7. The restrictions contained in the order do not 
apply to “special orders” involving certain essential 
Army and Navy needs for metal desks, lockers, and 
chairs for use on combatant vessels or troop ships, or 
to be used outside the limits of continental United 
States where the tropical climate requires the use of 
such metal furniture. 

This order was amended on April 20, to remove from 
its restrictions all metal shelving and metal iockers 
being produced under contracts placed by the Army, 
Navy and Maritime Commission. The amendment re- 
quires that all such metal shelving or lockers be de- 
livered to the Army, Navy or Maritime Commission 
before July 15, 1942. 

o 


DELIVERY DATES REQUIRED FOR PRIORITIES 


All applications for priority assistance which do not 
specify a required delivery date will be returned to the 
applicant by the War Production Board, it was an- 
nounced on April 23 by J. S. Knowlson, Director of 
Industry Operations. 

Priorities Regulation No. One as amended requires 
every applicant for priority assistance to specify in his 
application the latest date on which the items in con- 
nection with which priority assistance is requested can 
be delivered to him to meet his contract obligations or 
production schedules. Nevertheless, many applicants, 
especially those submitting individual applications on 
PD-1A forms, have been specifying “immediately” or 
“at once” instead of filling in a definite delivery date. 
No such applications will be considered until an exact 
delivery date has been filled in. 


o 
METAL FOR OFFICE SUPPLIES LIMITED 


Curtailment in the use of iron and steel in the manu- 
facture of metal office supplies, such as paper clips, 
thumb tacks, pencil sharpeners, and various desk ac- 
cessories, was ordered by the War Production Board 
on March 30. 

The program is designed to release approximately 
19,300 tons of iron and steel this year for ships, guns, 
tanks and other war products, in addition to large 
amounts of other critical materials. 

Office supplies covered by the order are essential to 
Army, Navy, government and Lend-Lease operations. 
The program is designed to take care of these needs 
and at the same time meet essential civilian demands. 
The ordinary consumer will not be able to obtain sup- 
plies in usual quantities. However, no shortages should 
occur if consumers make careful use of supplies on 
hand. 

The limitation order, L-73, prohibits manufacturers 
of office supplies from using any copper, tin, nickel, 
chromium, cadmium, or crude rubber unless already 
processed beyond the first stage of cutting or stamping. 
Use of zinc is restricted to galvanizing necessary for 
practicable use and wear. 

The order imposed restrictions on iron and steel con- 
sumption in three classes of office supplies beginning 
April 1, using 1940 as the base period. That year is 
regarded as the most recent normal production year. 
Production last year was from thirty to fifty per cent 
above the 1940 rate, depending upon the product. 

With one exception, the restrictions on iron and steel 
consumption for the three months beginning April 1 
will remain in force during each three-month period 
thereafter. 

Wire staples, which contain only a small amount of 
iron and steel, are classed alone in Group 1, and iron 

(Turn to page 124, please) 
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SCHOOL EQUIPMENT 


and 


SUPPLIES SECTION 


I" accord with developing techniques in training young people for entry 





into the business world, office practice courses included in the cur- 
riculums of high schools, colleges and business institutes have made sub- 
stantial advances. Equipment, both machines and furniture, is modern, 
comparing favorably with that currently used in offices throughout the 
country. Providing these tools for student use, as well as the furnishings 
for the administrative departments of educational institutions, is the 
privilege of the office equipment and supplies industry. The present in- 
creased demand by defense and war industries for trained office em- 
ployees makes the cooperative efforts of schools and this industry all 
the more important. The purpose of this section is to provide informa- 
tion and inspiration that will enable teachers and dealers to work in 
harmony for achievement of the goal of adequate machines, equipment 





and materials for students and school administrators. 


Office Machines and Clerical Practice 
IN A STATE TEACHERS COLLEGE 


URING the last thirteen years, 

we have been conducting a 

teacher-training course designed 

to prepare prospective teachers 

for training office clerks and of- 
fice machine operators. 
Objectives 

Assuming that any teacher 
should know what he is going to 
teach, and should be able to do 
those things his student will do, 
the major share of the time in this 
course is devoted to content. The 
student is expected to acquire 
knowledges, attitudes, and _ skills 
in the common non-stenographic, 
non-bookkeeping office duties that 
constitute a large share of all of- 
fice work. 

From the methods standpoint, 
considerable attention is given to 
getting the student ready to plan, 
organize, and conduct such 


By RALPH S. ROWLAND 


State Teachers College, 
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courses in high schools and col- 
leges, both large and small. 

A third important objective is 
to acquaint the student with ac- 
tual office procedures and atmos- 
phere, so that he will have a high 
degree of occupational intelli- 
gence—he will be well acquainted 
with the office conditions for 
which he will train students. This 
course broadens the office expe- 
rience of those whose actual job 
experience is very limited, and 
partially substitutes for such ex- 
perience when a student has little 
or no opportunity for real office 
jobs. 

A fourth and subordinate ob- 
jective, important for certain stu- 
dents, is to prepare for actual 
office jobs. Commercial teachers 
with practical experience are in 
demand; school administrators 
are looking for teachers who, in 
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vacation periods, have actually 
experienced the activities for 
which they will train pupils. Fur- 
thermore, certain students who 
Start out to prepare for teaching 
learn that they are not fitted for 
such work; in such cases, this 
course helps furnish a means of 
earning a living. 


Content and Organization 


The subject matter of this 
course is by no means fixed or 
Static; it is adjusted to the inter- 
ests, needs, and abilities of the 
students, to the changing equip- 
ment available, to changing office 
conditions, and in accordance 
with the findings of research. In- 
structional materials have been 
increasing in quantity and qual- 
ity, and definitely affect the sub- 
ject matter and organization of 
such a course. 

The following outline indicates 
roughly the ground covered and 
the approximate number of class 
periods devoted to each part. In 
addition to the class time, each 
student does much laboratory 
work with the office machines and 
filing, and considerable outside 
studying. The number of hours 
indicated is not in proportion to 
the out-of-class time needed for 
the various parts; this will vary 
greatly for different students. 


Hours 
Ps ic a C7 | ee kO 
1. Function and Organiza- 
tion 
2. Routines, Layout, Flow of 
Work 
3. “Occupational Intelli- 


gence” regarding various 
office jobs 

4. Study of clerical work 
other than filing and ma- 
chine operation 

B. Office Machines — Classifica- 

tion, Uses, Operation, Appli- 

cation, Teaching and Testing 

Techniques 

1. Adding-Listing Machines.. 5 
(Full-Keyboard and Ten- 


Key) 

2. Calculating Machines........20 
(Key-Driven and Crank- 
Driven) 

3. Posting Machines 2 


(Full - Keyboard Adding- 

Machine Type) 
4. Dictating Machines 2 
(Transcribing, Dictating, 
and Shaving Units) 
Duplicating Machines 
(Stencil, Fluid, Gelatin, 
and Type-and-Ribbon) 
6. Miscellaneous Machines.... 3 

a. Billing Machines 

b. Addressing Machines 

c. Check Writer 

d. Numbering Machine 

e. Postal Scales 

f. Time Stamp 

g. Stamp Affixer 

h. Envelope Sealer 

i. Perforator 
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j. Paper Cutter 
k. Paper Fasteners 
©: Fines. ae 15 

. Card Filing and Alpha- 
betizing 
Variadex and Direct Al- 
phabetic Filing 
Numeric Filing 
Triple - Check - Automatic 
Filing 
Subject Filing 
Geographic Filing 

7. Visible Filing 
D. Organization and Teaching 

of Cler. Prac. and Mach......... 16 

(Objectives, Content and Or- 

ganization, Psychological 

Principles, Methods and Pro- 

cedures, Materials and Equip- 

ment, Standards and Meas- 
urement) 

1. Study of published writ- 
ing in books, periodicals, 
pamphlets, etc. 
Study of material pre- 
pared by instructor 
3. Special assignments 

Total hours ................ 84 
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Methods 


In general, the class-discussion 
nethod of instruction is employed 
throughout the course. A combi- 
nation rotation-and-battery plan 
is used in connection with the 
machines. Most of the details of 
machine operation are taught to 
the whole class at once. Much can 
be taught in this way that must 
be neglected when the instruction 
is based entirely on individual job 
Sheets. However, much of the 
laboratory and drill work must be 
individualized because of limited 
equipment. 

Definite attention is given to 
correlating and integrating the 
various parts of the course and 
the various machines, instead of 
treating each as an isolated unit. 
In the case of the calculating ma- 
chines, for instance, certain func- 
tions are taught on all the types 
of machines at once, rather than 
covering all the functions on one 
machine before proceeding with 
another. 

So far as is practicable, the lab- 
oratory is conducted as a modern 
office, an effort being made to in- 
clude the procedures, atmosphere, 
and environment of modern busi- 
hess. 

To a large extent, the student is 
placed on his own responsibility. 
Skills and knowledge are not fed 
to him with a spoon. Desired 
standards are indicated, efficient 
study and practice techniques are 
suggested, and the student is left 
free to feed himself. He is ex- 
pected to use initiative in analyz 
ing his own motions and devising 
good techniques for the various 
clerical and machine perfor- 
mances. 
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A wealth of instructional ma- 
terials is available in various 
textbooks, teachers’ manuals, 
monographs, magazines, machine 
instruction booklets, reports of 
research studies (particularly of- 
fice surveys), brochures supplied 
by commercial organizations, etc. 
The prospective teacher is ex- 
pected to become acquainted with 
many different sources. Much of 
this course is based upon ma- 
terials prepared by the instructor. 


The equipment is indicated in 
the following list. Additional 
items are sometimes borrowed 
from other departments of the 
school or from the machine com- 
panies. The students become ac- 
quainted with other machines and 
appliances by means of demon- 
strations by factory representa- 
tives, by studying descriptive 
literature, and by visiting modern 
offices. 


113 Typewriters (various makes, 
models, carriage lengths, and 
type sizes) 

Ten-Key Adding-Listing Ma- 
chines 

Full - Keyboard Adding-List- 
ing Machines 

Key-Driven Calculators 
Crank-Driven Calculators 
Posting Machine 

Statement Machine 

Billing Machine 

Dictating Machines (2 Tran- 
scribing, 1 Dictating, 1 Shav- 
ing) 

7 Stencil Duplicators (plus 6 
tracing scopes and various 
Styli, screen plates, and let- 
tering guides) 
Direct-Process Duplicator 
Gelatin Duplicator 
Multigraph 

Addressing Machines 
Shorthand Machine 

Check Writer 

Numbering Machines 
Stamp Affixer 

Envelope Sealer 

Time Stamp 

Postal Scales 

Paper Fasteners 

Paper Cutter 

Perforators 

Sets of Instructional Filing 
Equipment, plus various 
demonstration units 
Miscellaneous equipment — 
rubber stamps, sponge cups, 
graph boards, copyholders, 
timers, etc. 
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Standards and Measurement 


The prospective clerical teacher 
should equal or surpass the aver- 
age office worker in clerical knowl- 
edge and skills. And he should 
“know more than he expects to 
teach.” Most of the grading in 
this course is based upon knowl- 
edge and skills as shown in test 
situations. The student knows 
what to expect and has ample op- 














portunity to prepare for each test. 
Thus, his goals are definite. So 
far as time and equipment permit, 
the tests are practical in nature. 
A skill should be tested in the way 
a business firm might expect it to 
be applied. In testing knowledge, 
the questions should be stated 
naturally, the way the knowledge 
is tested in actual life situations. 
Since time is so important in most 
office work, the skill tests are 
timed, the grade depending upon 
speed and accuracy. Emphasis is 
placed upon the fact that speed is 
usually meaningless unless accom- 
panied by accuracy. 

Much attention is given to self- 
appraisal by the student. It is 
important in life not only to know 
certain things and possess certain 


skills, but also to know whether 
we know. In some of the tests in 
this course, the student is graded 
both upon his actual achievement 
and upon his own appraisal of his 
achievement. 


The Student Aim 


The instructor does not spend 
his time checking and recording 
daily job sheets. The student’s 
aim should not be simply to get 
some answers to hand in; his aim 
should be to develop a certain 
Skill or acquire certain knowledge. 
In this course, the instructor indi- 
cates the desired skills and helps 
the student learn how to acquire 
those skills, but places responsi- 
bility on the student for “digging 
in’ and doing the necessary work; 
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then by tests he ascertains to 
what extent the student has 
achieved. 

In addition to objective tests of 
knowledge and skills, certain other 
factors enter into the grading. As 
in an actual office, the worker is 
judged partly by his attitudes, his 
spirit of codperation, his punctu- 
ality, his regularity of attendance, 
and the quality of the non-test 
work he produces. Since this is a 
course for preparing teachers, the 
final grade represents the instruc- 
tor’s estimate of the student as a 
prospective teacher of clerical 
practice and machines; this esti- 
mate is based upon all the evi- 
dence obtained by the teacher— 
objective, semi-objective, and sub- 
jective. 


Teacher Preparation In 


ADEQUATE BUSINESS EDUCATION 
A Teachers College Looks at Business Machines 


USINESS machines undoubt- 

edly will play an increasingly 
greater role in the training pro- 
vided for future high school 
teachers of business education. 
As the pressure accelerates for 
speed to win the war, office ma- 
chines now in existence will be 
put to more intensive use. Since 
production points toward the 168- 
hour week, office management 
will be pressed to make a most 
efficient use of available equip- 
ment. It is probable that, among 
other things, this will result in an 
increased demand for persons 
trained in the use of the basic 
business machines. A large part 
of the burden of preparing these 
operators will fall upon the teach- 
ers in the high school commercial 
departments. 

The State Department of Public 
Instruction of the Commonwealth 
of Pennsylvania has designated 
the State Teachers College at 
Bloomsburg, Pa., as one of the in- 
stitutions in which the high school 
commercial teachers of the Com- 
monwealth may be educated. The 
Bachelor of Science in Education 
degree is conferred on the com- 
pletion of the business education 
curriculum as authorized by the 
State Council of Education. 

Graduates of this curriculum 


By WILBUR J. ABELL 


Instructor in Business Education, 
State Teachers College, 
Bloomsburg, Penna. 


& 


are fully certified to supervise or 
teach commercial subjects in any 
junior or senior high school of 
Pennsylvania. This curriculum is 
so broad that it not only educates 
students to teach, but also gives 
them the choice of several voca- 
tions. The training provides ade- 
quate preparation in _ business 
knowledge and skills as well as 
teaching theory and practice. 


a ne 
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In scanning some of the old 
catalogues published by the col- 
lege, interesting bits of light are 
thrown upon the present-day 
business education curriculum as 
administered at Bloomsburg State 
Teachers College. In the school 
year of 1867-68, the college, then 
known as Bloomsburg Literary 
Institute, issued a catalogue in 
which the following statement 
appeared: 

“Every facility will be afforded 
young gentlemen and ladies for 
fitting themselves for all kinds 
of counting house operations.” 
On the same page in this cata- 

logue, under the heading of ex- 
penses, $10 per term was stated 
as “the cost of instruction in 
bookkeeping, English, and modern 
languages.” 

In the 1868-69 catalogue, the 
following notation appears: 

“We do not promise to fur- 
nish good and lucrative posi- 
tions for all who complete the 
course. We do promise all who 
have a natural fitness for busi- 
ness such training as will war- 
rant their employment in a 
business office. All who com- 
plete the course will receive di- 
plomas.” 

By 1894, the following bit of in- 
teresting information appeared: 
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“An experienced teacher, a 
graduate of the Cincinnati Col- 
lege of Phonography, gives les- 
sons in stenography and type- 
writing. The starting of this 
department meets a _ growing 
demand, and many young peo- 
ple have availed themselves of 
this opportunity to get, at slight 
expense, a good business edu- 
cation.” 

While these excerpts from the 
past serve to enlighten us upon 
the methods of that time, we are 
concerned with the activities of 
the present. During the current 
academic year, a “Ten-Year Study 
of the Placement of Graduates” 
has been completed by Earl N. 
Rhodes, director of teacher train- 
ing and placement service. The 
president of the college, Harvey 
A. Andruss, and the director of 
the department of business edu- 
cation, William C. Forney, as well 
as faculty members and students 
have cooperated with Mr. Rhodes 
in locating graduates of Blooms- 
burg State Teachers College dur- 
ing the ten-year period, 1931-40. 
From the Department of Business 
Education alone there have been 
273 graduates within this span of 
ten years. It is interesting to note 
that with the exception of one 
person, replies were received from 
the entire group of 273. Of the 
272 who did reply to the question- 
naire, 220 were teaching, 38 were 
in other occupations, 6 were un- 
employed, 4 of the women have 
married (never taught or sought 
other employment), 1 was de- 
ceased, 1 was in college working 
on an advanced degree, and 2 
were in the Army or Navy. The 
questionnaire asked for informa- 
tion about 1940 salaries. 161 of 
the 220 teachers committed them- 
selves on this point. $1,170 was 
the lowest salary reported; $2,400 
was the highest. The average 
teaching salary reported for 1940 
was $1,357.85. 21 of the 38 in oc- 
cupations other than teaching 
also reported on salaries. The 
average non-teaching salary re- 
ported for 1940 was $1,229.86 
Without comment on the salary 
situation in which these young 
people find themselves, it is grati- 
fying to observe that only 6 of the 
272 were not located in gainful 
occupations if they chose to be so 
located. This placement record 
speaks for itself. 


Contents of Courses Being Made 
Adequate 


One of the criticisms commonly 
directed against business courses 





An Office Practice Class Room at State Teachers College, Bloomsburg, Penna. 
Modern office machines of all types are made available to students to assure a 
working knowledge of equipment currently used in the business world. 


is that their content does not 
square with actual needs and 
practices of the everyday business 
concern. This statement may be 
quite true in many cases. No at- 
tempt will be made to deny it. 
There still is a lack of adequately 
trained high school teachers of 
business subjects and there is still 
the lag on the part of the boards 
of education in properly equipping 
the business education classrooms. 
It is encouraging, however, to ob- 
serve the splendid job which is 
being accomplished by the greater 
proportion of the graduates of the 
business departments of our high 
schools and colleges today. This 
in itself is a tribute to the pio- 
neering spirit which pervades the 
teaching profession, particularly 
in the field of business education. 

At Bloomsburg State Teachers 
College no elaborate equipment 
adorns the office machines room. 
Only the basic machines are em- 
ployed. The following equipment 
is in use at present: 

12 typewriters—-standard width 


carriage 

12 drop-top typewriter desks 
(wood) 

12 posture typewriting chairs 


(wood and leather) 

3 typewriters — 18-inch car- 
riage 

3 typewriter tables—16-inch by 
31-inch top—for 18-inch car- 
riage typewriters 


3 typewriter chairs for use at 
18-inch carriage typewriters 

5 calculators 

4 adding-listing machines 

1 posting machine 

2 calculating machines 

5 duplicating machines with 
accessories such as_ styli, 
typesetters, segments, com- 
posing sticks, clip tools, etc. 

1 dictating unit 

2 transcribing units each in a 


battery for six students 
dictating cylinder shaving 
unit 


— 


stapler 
paper punch 
paper cutter—15-inch 
metal storage cabinet 
filing cabinet—4-drawer 
instructor’s roll-top desk 
instructor’s flat-top table 
chairs for instructors’ use 
work table 30-inch by 60-inch 
work table 32-inch by 72-inch 
student tables 24-inch by 60- 
inch (metal and wood) 
student chairs (metal and 
wood) 

3 waste receptacles 

The office machines room is 
equipped with fluorescent light- 
ing. Natural light is plentiful un- 
der ordinary circumstances. A 
wash basin with hot and cold 
water and an adequate supply of 
soap and paper towels are avail- 
able. The walls have ample bulle- 
tin board and display space. Wall 
storage cabinets provide space for 
many supplies and teaching mate- 


rials. 
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Office Practice Courses 


A student who completes the 
business education curriculum has 
had an opportunity to spend one 
and one-half years in office prac- 
tice courses. In this time he cov- 
ers the following: office skill and 
phases of business knowledge; al- 
phabetical, geographical, and nu- 
merical filing; dictation and tran- 
scription at high rates of speed; 
the cutting of stencils, and the 
operation of the stencil dupli- 
cator; the making of stencils with 
the stylus; the preparation of 
copy and duplication on the gela- 
tin reproducer as well as on the 
typesetting machines; the com- 
plete operation of the dictating 
machines; advanced work in busi- 
ness papers; the operation of the 
posting machine; and the opera- 
tion of adding machines and cal- 
culators. This is all accompanied 











by the usual academic courses re- 
quired of the average college stu- 
dent. The courses in office prac- 
tice represent, so far as possible, 
the actual carrying out of busi- 
ness transactions, and therefore 
materially aid the teacher of com- 
mercial subjects when he attacks 
classroom problems as well as give 
a fairly adequate foundation for 
the person who enters business 
upon completion of the course. 
During the senior year, the stu- 
dents spend 18 weeks in observing 
and teaching in actual classrooms. 
The commercial, departments of 
the Berwick, Danville, Williams- 
port, and Bloomsburg schools are 
used. In addition to the sixteen 
or more cooperating teachers in 
these four school systems, the di- 


rector of the college department 
of business education supervises 
the work of the apprentice teach- 
ers. Weekly conferences are held 
with the student who has ob- 
served the cooperating teacher, 
constructed units of work, devel- 
oped lesson plans, and has finally 
participated as a teacher in full 
charge of the classroom. 

Since the amount of student 
teaching is more than twice that 
required by the state for certifica- 
tion, it is felt that the apprentice- 
ship period as described goes a 
long way toward giving the 
Bloomsburg graduate a reason- 
ably adequate experience in ac- 
tual school situations before he is 
ready to become a regular teacher 
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in a public school system of the 
Commonwealth. 

It goes without saying that as 
the demand for more business ed- 
ucation teachers increases, and 
as a budget for expansion permits, 
state teachers colleges will con- 
tinue to train their share of men 
and women for these positions. 
Undoubtedly there will be a 
steady change in methods, skills, 
and techniques used in teaching, 
particularly in areas involving of- 
fice machines. Pioneer work in 
progressive commercial education 
will continue through the avenues 
of the business education institu- 
tions of America. In this field 
Bloomsburg State Teachers Col- 
lege will continue to play a lead- 
ing part. 


Office Machines, Equipment and Supplies 
FOR SCHOOL INSTRUCTION PURPOSES 


HE MODERN business office 

has felt the result of mechan- 
ization very decidedly, and to meet 
this situation it is essential that 
students in business courses be 
trained to handle the machines 
which they will eventually use in 
their offices. Every workman is 
expected to be familiar with the 
tools he is to use and this applies 
to the office worker as well as 
others. 

Familiarity with such equip- 
ment will give the student con- 
fidence that he can handle his 
job. .He will not be afraid to 
attempt the work because it is 
not entirely strange to him. When 
he goes into an office and sees 
machines and equipment which 
are similar to ones he has used, 
he begins to feel at home and he 
is ready to go ahead with the 
work, and can make headway 
without loss of time for instruc- 
tion or without loss of confidence 
in his ability. 

Students should be trained to 
use the machines which are to 
be found in his own community, 
so the equipment in any school 
should be controlled by the equip- 
ment of the offices. If this is kept 
in mind when making contacts 
with offices it assists the school 
to purchase to the best advan- 
tage. Business machine salesmen 
also assist because they will sup- 
ply lists of firms using their 
equipment. 


By EVELYN M. RUTLEDGE 


Director, Commercial Dept., 
Port Arthur Technical & 
Commercial High School, 
Port Arthur, Ont., Canada. 
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However, I believe that students 
should be taught the principles 
of machine operation, and not the 
machines themselves, so we try 
to have our equipment representa- 
tive of all types. Hence, our 
equipment includes noiseless and 
standard typewriters of the makes 
most commonly used in the local- 
ity; ten-key and full keyboard 
adding and calculating machines; 
listing and non-listing; kKey-con- 
trol and handle or crank driven, 
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etc. By the time our students 
have finished their course in 
office practice I like to be able to 
refer to the principle of operating 
any machine, and apply this 
point to all machines in our group. 
This gives the student more con- 
fidence, as I know that he is not 
necessarily going to find the same 
models of machines in the offices 
that he has used for his training. 

This general idea applies to the 
use of other equipment and to 
supplies. Students should be fa- 
miliar with various types of files 
and filing equipment. We try to 
set up practice files in all the 
approved styles of vertical filing; 
also we use various types of card 
files both vertical and visible. The 
students in the senior grades all 
have their own files for keeping 
office practice, shorthand and 
typewriting papers and so they 
have the opportunity to use the 
files daily. In the commercial de- 
partment office and the general 
school office they become familiar 
with other types of filing. 

Senior office practice students 
are given direct contacts with 
practical office work by being 
assigned in turn to assist in the 
commercial department office and 
also the general school office. 
Here they do any secretarial or 
general office work required. This 
includes the use of the telephone 
switchboard, the Gestetner dupli- 
cator, the rotary Ditto duplicator. 
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Two Classes in Function at the Port Arthur Technical & Commercial High School, Port Arthur, Ont., Canada. 
—At the left the young ladies are practicing adding aad calculating operation as well as typing. At the right 
filing and finding is also a subject of study. 


as well as keeping library records, 
and working with various types 
of files. More extensive practice 
can be given in carbon copy work, 
in stencil cutting, and preparation 
of master copies for the Ditto, 
than would be possible in the 
ordinary class room. In all this 
work the student is working ‘on 
his own,” and not as one of a 
class group, and so is gaining the 
ability to handle an individual 
job. This also gives greater oppor- 
tunity for individual instruction 
and criticism; and also an oppor- 
tunity to use a greater list of 
supplies. 


Catalogues and Magazines 
Supplement Equipment 


Students are encouraged to be- 
come acquainted with modern 
office supplies and equipment just 
as much as possible. This is han- 
dled through the use of all the 
equipment available and also by 
reference to books and periodicals 


in the commercial department 
library. Business magazines keep 
the student in touch with all new 
types of equipment and supplies, 
and also give him an opportunity 
to secure information about many 
things with which he would 
otherwise have no contacts. Cata- 
logues and advertising material of 
business supply and equipment 
firms give much valuable infor- 
mation and attractive bulletin 
board displays bring the student 
new information from time to 
time. Students take turns in be- 
ing responsibile for the library, 
bulletin board displays, equipment 
and supplies, and this gives them 
training in looking after the 
equipment, and also gives greater 
opportunity to handle it and be- 
come acquainted with it. 

In a smaller school such as ours, 
it is not possible to have a whole 
battery of adding and calculating 
machines, so we solve one prob- 
lem by teaching a lesson once a 
week, and then arranging for two 


practice periods for each student 
during the week. The demonstra- 
tion table with mirror attached 
is of special value in teaching 
such a lesson to a larger class. 
The keyboard of the machine is 
thus visible to the whole group. 

Business offices are particularly 
busy at the present time, and in 
order to handle the increased 
volume of work more and more 
of them are turning to the use of 
machines. In order to do our part 
to assist the rush of work we 
must teach our students to handle 
the equipment they will meet. So, 
it is the duty of the business 
teacher to make himself familiar 
with the changes in the offices of 
his locality, and to adjust his 
teaching to meet new circum- 
stances. Less time is lost in the 
offices when it becomes necessary 
to employ inexperienced help, 
and the students themselves are 
much happier because they have 
the confidence in their own abil- 
ity to handle the job. 


School Specials Move Old Model Trade-Ins 


sig: pone Specials” covering 
combination offers on a 
typewriter, a 25-cent folder of 
carbon, an eraser, a brush, a can 
of oil and a cover have proved 
an excellent means of disposing 
of old-model trade-ins at the 
Glendale Typewriter Exchange, 
Glendale, Calif. 

The company first tried out this 
idea some five years ago and 
found it so productive that it’s 
been made a periodic proposition 
ever since. The specials are usu- 


ally advertised in school papers 


or in daily newspapers. 


Besides creating a ready market 


for old models, the plan has 
created a great many productive 
leads on newer’ merchandise. 
Where the machines bring school 
inquiries, several later models may 
be sold at the same time. Among 
students, these specials often 
draw traffic that results in extra 
sales on portables. 

“The inclusion of a few supply 
items seems to make the specials 
particularly attractive,” says Serv- 
ice Manager C. R. Smith. “Even 
customers who had portables in 
mind are often drawn in by the 
attractive combination deal. Those 
people usually buy a portable in 


the end anyway, but the special 
has served the purpose of getting 
them into our store. 

“Of course under present con- 
ditions, we will probably have to 
raise the price somewhat above 
old levels. On say a Remington 
No. 10, the single ‘School Special’ 
price would now probably run 
around $21.00. As supply condi- 
tions become more and more 
acute, there will probably be a 
greater demand than ever for old 
models. Specials of this kind are 
just the thing for getting that old 
merchandise back into circula- 
tion.” 
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Methods of Merchandising 
SCHOOL EQUIPMENT AND SUPPLIES 
Outline of Operations Revealed by Questions and Answers 


UESTION No. 1: When and 
what are the busy seasons 
of the year? 

Answer: There are several busy 
seasons in the school year. The 
most important one, of course, 
occurs with us from about the 
middle of August until the middle 
of September. During this period, 
over-the-counter sales to students 
reach the peak. 

The next busiest period is from 
about January 15 until February 
15, when the second semester 
starts in most of our public 
schools. 

The third period is from May 
15 to June 15, when many things 
are bought for students as gradu- 
ation gifts. 

Question No. 2: How do you 
prepare for such busy seasons? 

Answer: The preparation for 
these busy seasons is made many 
months in advance insofar as 
merchandise is concerned. Adver- 
tising promotions are planned well 
in advance, also. These include 
direct mail circulars, statement 
enclosures, newspaper advertising 
and radio announcements. 

Our window displays in every 
case are arranged to tie in with 
this publicity. Special displays of 
merchandise are arranged inside 
the store that will appeal to the 
students at these seasons. 

Question No. 3: How much time 
do your salesmen spend on out- 
side solicitation? 
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A View of the Spacious 
Main Store of the Low- 
man & Hanford Com- 
pany, Seattle, Wash. A 
high ceiling contributes 
to the feeling of roomi- 





By OWEN G. BAYLESS 


Vice-President, 


Lowman & Hanford Company, 
Seattle, Wash. 
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Answer: Aside from the solici- 
tation of county school districts 
for supplies purchased by the dis- 
trict school boards, the only ap- 
proach made is for diplomas and 
school furniture and equipment. 
We have two salesmen covering 
the state in this field. Their ac- 
tivities are combined with the 
solicitation of county record and 
commercial business as well. 

In the city, the purchase of 
school supplies for the Seattle 
schools is handled by a regular 
purchasing agent who is called 
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upon by one man only from our 
organization. Their requirements 
are usually issued in the form 
of a bid and competition is espe- 
cially keen for this type of busi- 
ness. 

Question No. 4: Do you include 
portable typewriters and standard 
machines in your scope of service? 

Answer: Yes, we do _ include 
portable typewriters and _ used 
standard machines in our service, 
but this year with the “freezing” 
order, we are not at all sure that 
it can be the important factor 
that it has been in the past. If 
the “freezing” order “thaws out” 
on the sale of new portables, this 
will again be an important item 
in the three school seasons out- 
lined. The rental of used ma- 
chines is quite a substantial busi- 
ness with our student customers. 

Question No. 5: How do you 
organize your program of window 
and store displays? 

Answer: We try to make attrac- 
tive, sales compelling displays of 
merchandise such as_ students 
will buy for themselves and that 
parents will buy for their chil- 
dren. We use manufacturers’ 
helps wherever available for this 
purpose and augment them with 
our own window display artist 
working out original ideas for 
signs and arrangement. 

In this connection, I might 
mention that too little attention 
has been paid in the past by 


ness. Equipped through- 

out with fluorescent 

lights, customers are able 

to “‘see more” than if 

ordinary illumination 
were used. 
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most dealers to the importance 
of these seasons and to the im- 
portance of the students. These 
youngsters are the business men 
and women of tomorrow. Much 
depends on the favorable or un- 
favorable impression made upon 
their minds during these forma- 
tive years as students as to what 
their future course will be when 
they are in offices tomorrow. 

We feel that if they have been 
treated with kindness, considera- 
tion and real interest, that we 
are building a clientele for the 
future. Too many dealers through- 
out the country look upon these 
youngsters as nuisance customers 
without “thinking through” as 
indicated above. 


Question No. 6: Do you have 
any special selling campaign, 
either by seasons or by products? 

Answer: Yes, we do have some 
special selling campaigns both by 
seasons and by products. We 


have found it very advantageous 
to spend about sixty per cent of 
our advertising appropriation in 
these seasons on the promotion 
of fountain pens and matching 
pencils. A large percentage of 
our advertising appropriation is 
spent in featuring zipper ring 
book covers and other student 
covers and supplies. In other 
words, we try to select items, dur- 
ing these seasons, that are upper- 
most in the minds of the students 
and focus their attention upon 
our stores as a desirable place at 
which to secure their require- 
ments. 

Question No. 7: How do priori- 
ties affect your school business? 

Answer: Our school business 
with the school boards and dis- 
trict superintendents is now very 
definitely affected by priorities 
and we are insisting upon cer- 
tificates wherever it is at all pos- 
sible to obtain them. 
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We cannot secure furniture or 
equipment without them. Many 
supplies, the basis of which are 
on the critical list, cannot be had 
except with priority certificates. 
Because of a lack of understand- 
ing on the part of the school offi- 
cials in these different districts, 
we find it more difficult to ob- 
tain their wholehearted codpera- 
tion than we do from business 
houses who have been compelled 
over a longer period of time to 
learn to codperate in the matter 
of priorities. 

The paper mills throughout our 
part of the country have been 
establishing an allocation basis 
for the paper requirements of 
school districts and we are per- 
mitted to draw against these al- 
locations in proportion to our 
activity in the previous season. 
There are no other types of manu- 
facturers pursuing this policy at 
this time to our knowledge. 


Here Endeth the School Equipment and Supplies Section 


Following are advertisers who produce equipment and supplies for schools although such merchandise may not be referred to in this month's copy: 


Acme Visible Records, Inc. 79 Dixon, Jos., Crucible Co. 91 Manifold Supplies Co. 61 Sheaffer, W. A., Pen Co. 121 
Aiguer, G. J.; Co.......... 164, 165 Doten-Dunton Desk Co. 114 Meyer & Wenthe 169 Sheppard, C. E., Co. ...161 
Allen & Co. OSS 152 Eaton Paper Corp. 167 Michigan Desk Co. 122 Shipman-Ward Mfg. Co. 155 
Allen Calculators Inc. 87, 109 Esterbrook Pen Co. 166 Mimeograph, The 59 Sikes Co., Inc. 147 
Allied Carbon and Ribbon Co...171 General Fireproofing Co... 68, 69 Mittag & Volger, Inc. 153 Smith, L. C., & Corona Type- 

All-Steel-Equip Co. 129 Globe-Wernicke Co. 90, 113 Moore Push-Pin Co. 171 writers Inc. 63 
Amer. Autmatc. Elec. Sales Co. 148 Guide System & Supply Co. 96 Nat'l Blank Book Co. 101 Speed Key Mfg. Co. 172 
Amer. Photo Laboratories 152 Gunlocke, W. H., Chair Co. 142 Nat'l Brief Case Mfg. Co. 136 Speed-O-Print Corp. 157, 158 
Amer. Writing Machine Stores 126 Gunn Furniture Co. 151 New Indiana Chair Co. 144 Standard Record Co. 139 
Art Metal Construction Co. 93 Harding, Milo, Co. 159 Old Town Rib. & Carbon Co. 67 Stationers Loose Leaf Co. 149 
Art Steel Sales Corp. 80, 81 Harter Corporation, The 86 Pacific Cb. & Ribbon Mfg. Co...115 Storms, H. M., Co. 154 
Autmtc. File & Index Co. 162 Heyer Corporation, The 175 Peerless Key-Imperial Mfg. Co. 124 Sturgis Posture Chair Co. 171 
Bentson Mfg. Co. 166 Higgins Ink Co. 149 Peerless Steel Equip. Co. 148 Style Machine Corp. 141 
Boorum & Pease Co. 134 Hoover, Roy E., Co. 156 Phillips Process Co. 163 Technygraph, The 132 
Bright Chair Co. 132 Imperial Desk Co. 78 Pronto File Corp. 161 Toledo Metal Furniture Co.......105 
Brown-Morse Co. 110 Imperial Methods Co. 85 Reliance Pencil Co. 135 Underwd. Elliot-Fisher Back Cover 
Clarotype Co., The 171 Indiana Desk Co. 145 Rite-Rite Mfg. Co. 173 U. S. Typw. Ribbon Mfg. Co.....143 
Codo Mfg. Corp. 131 Ink Specialties Co., Inc. 70 Roberts, Weldon Rubber Co. 169 Vail Mfg. Co. 119 
Columbia Rib. & Car. Mfg. Co. 94 Inter-State Ribbon & Carbon Rockwell-Barnes Co. lll Van Dyke Industries 112 
Columbia Steel Equip. Co. 133 Co. 169 Ross Laboratories 171 Victor Adding Machine Co. 171 
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Rekordesk. This is located imme- 
diately back of the teller’s coun- 
ter so that each card is instantly 
available to record receipt of pay- 
ments. Transactions of this na- 
ture are posted simultaneously on 
both the ledger accounts card 
and the member’s pass book. 


“Within this same area are the 
signature and tax cards which 
are housed in a Diebold receding 
door safe. 


“The home building service di- 
vision is in the rear of the build- 
ing. Here the prospective home 


logues, prints, photographs, gad- 
get ideas, etc., all conveniently 
located in blue print files, plan 
files or albums on open shelving. 
These may be browsed over at 
leisure on a large table provided 
for this purpose. 

“The walls of the mailing room, 
which is also in the rear of the 
building, are completely covered 
with cupboards and built-in cab- 
inets. Each piece of equipment 
from addressing machine to the 
shaver for dictating machine cyl- 
inders is kept in a cupboard which 
was built to fit. The top of these 
cupboards serve as the mailing 
and wrapping counter. From the 
mailing room one enters the vault 


etc., are kept in five-drawer files. 


“The second floor plan provides 
(1) a men’s lounge and a women’s 
lounge, the latter equipped with 
a complete kitchen unit. These 
rooms, which are for staff mem- 
bers, have recessed lockers in the 
side walls. (2) The directors’ room, 
a walnut paneled room with di- 
rectors table and chairs uphol- 
stered in white leather. (3) The 
Friendship Room, a large attrac- 
tively decorated room is equipped 
with steel chairs, tables, etc. This 
room serves a dual purpose as a 
classroom for the staff and as a 
public service, a place where civic 
groups may have their meetings 
rent free.” 

















ENEW MACHINES AND DEVICES | 





WOOD CABINET BY ALL-STEEL-EQUIP 

The All-Steel-Equip Company, Aurora, Ill., has an- 
nounced a line of wood cabinets for storage, wardrobe 
and combination purposes, under the trade-name of 
the Patriot. 

Masonite doors, sides, top and shelves of strong wood 
frames reduce fire hazards and minimize warping, 
selling and twisting. The frames are securely cemented 
to the panels under heat and hydraulic pressure for at 
least twenty-four hours and only the back is made of 
plywood. The doors are of Masonite reinforced with 
heavy wood frames. Two additional cross braces pre- 
vent twisting. Doors are also made in pairs and joined 
in the middle in an overlapped rabbet. Hinges are 
attached to doors and jambs so that only four pins 
need be inserted in the hinges. Right hand door has 
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THE PATRIOT WOOD CABINET 


friction catch to keep it in a closed position even 
though unlocked. 

Strong vault-type handles are given a brilliant me- 
tallic finish and lock is disc-tumbler type with two 
grooved keys. Finish is of top-grade sealer and enamel 
(sanded between coats) of olive green. 

NEW WOOD FILE BY ART STEEL 

The Art Steel Sales Corporation, 300 East 145th 
street, New York, N. Y., has produced a new wood 
filing cabinet under the trade-name of the “Metro- 
politan Woodmaster.”’ The unit is designed for active 
filing departments and use in executive offices. 

Available in letter and legal sizes, the file is of poplar, 
high-grade and seasoned, air and kiln-dried and free 
of knots, shakes and other defects. The case frame 
is of Asco reinforced wood-weld construction with 
extra framing member in center of panel. Drawers 
are tongued and grooved, dovetailed front and back. 
Each unit is equipped with the new and improved 
Asco progressive aero steel suspension. Drawers glide 
easily under full load on perfectly-timed extension 
slides. 

The hardware is of plastic, bronzed finish and the 
lock provides Yale & Towne paracentric Asco auto- 


lock control. Dimensions in inches are as 


matic 
follows: 
Letter size (outside) height, 521%; 


width, 184%; depth, 





THE METROPOLITAN WOODMASTER FILE 


27-5/16. (Inside drawer) 10% by 1214 by 25%. 
gal size (outside) height, 5214; width, 191g; depth, 
27-5/16. (Inside drawer) 1015 by 1514 by 25%. 
—>- ———- 
BROWNE-MORSE ANNOUNCES WOOD FILE 

The Browne-Morse Company, Muskegon, Mich., is 
introducing a new wood file which comes in four- 
drawer letter (No. 196) and cap (No. 197) sizes, both 
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BROWNE-MORSE WOOD FILE 


models being available with or without automatic lock. 

Both units are made to intermember perfectly with 
the company’s steel files and have the following 
specifications: Side of three-quarter inch solid stock, 
top of three-quarter inch five-ply stock, back of quar- 
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ter-inch three-ply stock set-in. Drawer front is of 
three-quarter inch five-ply stock with sides, front and 
back dove-tailed together. 

Dimensions of the No. 196 in inches are (outside) 
5214 high, by 164% wide by 27 deep. (Inside drawer) 
105g by 12% by 2434. For the No. 197 the figures as 
given above are 5214 by 19% by 27, and 105g by 15% 
by 2434. 

eI 
G-F ANNOUNCES NEW WOOD LINE OF FURNITURE 

The General Fireproofing Company, Youngstown, 
Ohio, has announced to the trade a new line of wood 
office furniture consisting of desks, tables and filing 








THE GF WOOD TABLE 











THE GF WOOD DESK 


cabinets. A feature of the line is a designing and fin- 
ishing to match G-F equipment now in use, while every 
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effort has been made to maintain the company’s policy 
of modern appearance, efficient operation and lasting 
qualities. 

There are typewriter and flat top desks in the line. 
The former are 60 and 45 inches, single and double 
pedestal, storage drawers with removable partitions, 
and sliding shelves. Green enamel finish with Velvo- 
leum tops and plastic trim. In the flat top models there 
are in addition to the features outlined, storage draw- 
ers interchangeable and slotted for partitions. Sta- 
tionery trays are available. 

Tables are either 60 or 72 inches, designed to match 
other G-F equipment. Each contains a center drawer. 
Finish and trim the same as desks. 

The wood file has cradle type suspension—free 
drawer movement under heavy loads, each drawer 
moving on ten free roller bearings. Compression is 
positive and easily adjusted. Letter and cap size in 
four drawer, with green enamel finish and plastic pulls. 

—>-— 


NEW WOOD FILE AND TRANSFER CASE BY 
GLOBE-WERNICKE 

A new line of wood filing cabinets and transfer cases 
has been announced by The Globe-Wernicke Co., Cin- 
cinnati, Ohio. The line has been given the trade- 
name of the Recruit. 

The Recruit wood file will give long, satisfactory 
service and meets today’s filing requirements. It is 
well made of carefully selected hardwoods and con- 





THE “RECRUIT” TRANSFER CASE 





THE “RECRUIT” FILING CABINET 


tains the same cradle type drawer suspension found 
in our best filing cabinets. Drawers glide easily and 
quietly on ball-bearings. Plastic trim is designed to 
blend harmoniously with the file. The follower is 
made of wood with metal mechanism and operates 
on a metal track. 

The transfer case is constructed with the same care 
and thoroughness as the filing cabinet. It is of good 
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quality, air-seasoned and kiln-dried wood. It can be 
loaded to capacity due to the fact that it is furnished 
without compressor or guide rod, thus assuring max- 
imum space for storage filing. 
. a + 
GUNN’S “GUNNRITE” OFFICE DESK UNIT 
The Gunn Furniture Company, Grand Rapids, Mich., 
has announced a new wood desk unit, trade-named 
the Gunnrite, which has been developed as the com- 
pany’s contribution to the nation’s conservation of 
steel. The unit is of the pedestal typewriter style 
Gunnrite is a typewriter compartment and stand 
which replaces steel formerly used in this connection 
and is available in all grades of the Gunn line. When 
closed it has the same appearance as the old style 
typewriter desk. The compartment has a swinging 
door to eliminate stooping to the slide door under- 





THE GUNNRITE DESK UNIT 


neath and also to shield operator from view. The 
yunnrite slides out of pedestal on rollers with the 
minimum of effort and the platform may be lifted 
into operating place quite easily with the average 
weight typewriter mounted. 

The platform then locks securely in place and offers 
unusual rigidity without vibration or sway. The new 
unit costs no more than the former style. 

ne ee 
HEDGES’ NEW WOOD TRANSFER CASE 

The Hedges Manufacturing Company, 2931 Went- 
worth avenue, Chicago, has produced a new wood 
transfer case under the trade name of the Duration. 
In full letter size and drawer style design, the case is 
so constructed that it stacks perfectly and the drawer 
operates easily. 

Each unit is equipped with a drawer pull and is 
finished in olive green. It is ruggedly built to stand 





THE DURATION TRANSFER CASE 


a lifetime of use and embodies the same high-grade 
materials as are used in the firm’s lines of card trays, 
box files, card transfer cases, clip boards, etc. 

Cases are packed two to a carton and are avail- 
able for immediate delivery. 
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NEW WOOD FILE BY IMPERIAL METHODS 
The Imperial Methods Company, Forest Park, IIl., 
has announced a new four-drawer file of wood which 





IMPERIAL METHODS’ NEW WOOD FILE 


is available in letter and legal size. Its principal fea- 
tures are given as follows: 

Five-ply birch construction to prevent creeping and 
warping. Green enamel finish. Brush brass-plated 
hardware. Non-suspension drawers which operate 
silently and smoothly. Non-binding follower block. 


*—-> 


INDIANA DESK’S MINUTE MAN FILE 
Trade-named the Minute Man, a new wood file has 
been designed and introduced by the Indiana Desk 
Company, Jasper, Ind. It is a four-drawer letter size 


unit. 
The Minute Man uses less than one per cent of steel 


in its makeup—approximately 13% ounces. It is of 
high-grade hardwood, reinforced with metal at the 





INDIANA’S MINUTE MAN FILE 


corners. Streamlined pulls and file card frames are 
of solid plastic, finished in bronze and the entire unit 
is finished in olive green to match existing steel files. 
Standard letter size drawers are mounted on fibre 
rollers to insure smooth action. 
© ep 
NEW WASTE BASKET BY NUCRAFT 

Nucraft Furniture Products, 501-404 Monroe street, 

N.W., Grand Rapids, Mich., has produced a new type 
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of office waste paper basket which is featured by an 
unusually attractive design. 

Made for use in the executive office, the basket 
is designed and constructed to match any suite of 





THE NO. 50 WASTE BASKET 


furniture. Posts and rails are of solid wood, panels 
are of three-ply and bottoms are of die-formed, 
rattle-proof 22-gauge steel, enameled. Dimensions are 
13 by 13 by 1414 inches. Listed as the No. 50, the unit 
is available in genuine walnut or mahogany. 
- quieren... 

VICTOR ANNOUNCES TWO NEW PRODUCTS 

Quietness and smoothness of operation as well as 
durability and pleasing appearance are the features 
of a new wood file to be known as The Victor, just 
introduced by The Victor Safe & Equipment Com- 
pany, Inc., North Tonawanda, N. Y. 

The Victor is made of selected hardwood through- 
out and has many desirable features, including a 





THE VICTOR WOOD FILE 


smoothly operating suspension equipped with ten 
broad-faced, hardened fibre rollers. The unit is 51 
inches high, 28 inches deep outside and in size and 
finish, intermembers perfectly with Victor steel files. 
The plastic hardware on this new file is most attrac- 
tive in appearance and color. 

Victor offers these files in four-drawer height, letter 
and legal sizes, and will be glad to send details to all 
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dealers who write the company at their home offices, 
North Tonawanda, N. Y. 

Simultaneously, the company announces a new line 
of Mak-ur-own tabbed index sheets, for use in post 
binders, ring books and loose leaf visible binders. 

These sheets are all made with the genuine and 
original Mak-ur-own insertable celluloid tabs, shield 
type, with the handy beaded, pick-up edge. 

Sizes and punching are available for all popular 
models of books and binders, sheet stock is high-grade 
ledger and all sheets have linen reinforced binding 
edges. 

Each set of tabbed sheets is packed in a transparent 
envelope with complete indexing material, Mak-ur- 
own Color Bar index labels and an advertising insert 
showing other Mak-ur-own indexing items. 

<= «¢ —— 


OLD TOWN ANNOUNCES NEW TYPE OF RIBBON 


The Old Town Ribbon & Carbon Company, 1750 
Pacific street, Brooklyn, N. Y., has recently announced 
a new Hi-Test Perfectwriter ribbon which is marked 





OLD TOWN’S NEW RIBBON 


by an unusual feature. The ribbon is equipped with a 
“clean strip” of clear, un-inked paper to enable a 
typist to thread the ribbon into a machine without 
soiling her hands or being obliged to touch any part 
of the inked section. Thus, the strips permit the 
ribbon to be threaded and re-threaded, leaving the 
operator’s hands smudge-free. 
—_>-——— 
THE TRI-DUTY MANO-MACHINE 

The American Engineered Products Company, 1123 
Broadway, New York, N. Y., has announced a new unit 
trade-named the Tri-Duty Mano-Machine. Because of 
the many uses to which it can be put the device is 
of special interest to business houses, offices and fac- 
tories. 

Guaranteed to work equally well on paper, card- 
board, canvas, leather and other soft materials, the 





THE TRI-DUTY MANO-MACHINE IN USE 


unit is capable of performing the following opera- 
tions: (1) Cut without power from one to 30 sheets 
of 16-pound paper. (2) Perform rapid ruling on 
accounting forms, statements, tables, charts, panels, 
etc., with pen, pencil or colors, without the use of 
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drawing board, T-square or experience. (3) Is equipped 
with a paper punch which can be quickly adjusted to 
make holes from 3/16th to % or 5/16th of an inch. 
A large platform allows convenient punching of large 
forms. 

The Tri-Duty Mano-Machine is built of cold rolled 
steel, mounted on heavy plywood platform and is fully 
guaranteed. Further details and illustrated literature 
are available on request to the company. 

——————_—= > e__—_ 


NEW BLACKOUT WINDOW SHADE ANNOUNCED 


The American Binder Company, Inc., 230 Fifth ave- 
nue, New York City, has announced a line of “black- 
out” window shades to be used in case of air raids. 
The unit is trade-named the Permo and is sold in a 








ww”. 
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BLACKOUT SHADE INSTALLED 


number of sizes to fit practically every type of home 
or business house window. 

The Permo shade can be hung in an instant and is 
designed in accordance with recommendations of the 
Consolidated Edison Company of New York. It is 
flame-proof with a special DuPont fire retarding 
element and is completely lightproof. When not in 
use the unit can be rolled up and stored away. 

Each size is purposely made considerably longer and 
wider than the window for which it is to be used. 
The available sizes in inches are: 30 by 54, 39 by 72, 
48 by 72 and 48 by 84. 


iliac 
OLD TOWN’S MASTER UNIT FOR SPIRIT 
DUPLICATORS 
The Old Town Ribbon & Carbon Company, 750 


Pacific street, Brooklyn, N. Y., has announced its 


=: | 





LEFT.—Position of the Master Unit when being placed in the 
machine and (right) illustration to show how perforation 
easily separates master sheet and carbon. 


Hi-Test Master Unit for spirit duplicating which in- 
volves the printing of forms in special duplicator ink 
so that black paper can be used for duplicating pur- 
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poses, the forms and typed matter being produced 
simultaneously. 

Order and invoicing forms, payroll records, time 
sheets, etc., are printed on the spirit carbon Master 
Unit in the Old Town’s printing department. The 
form appears in positive on the face of the master 
sheet and in negative on the reverse or reproduction 
side. 

In the case of an order form, for example, the in- 
formation is typed on the form in the order depart- 
ment and the order copies are run off on a duplicator, 
thereby eliminating the necessity of printed orders. 

Typed-in information registers perfectly in the form 
regardless of how many copies are made because the 
form itself is duplicated along with the typed-in in- 
formation. And if a typographical error is made the 
printed master unit obviates the necessity of erasing 
the error on each copy, the operator simply correct- 
ing the master. The Master Unit has a perforated 
connecting master sheet with carbon paper so detach- 
ing master sheet from the carbon is speedy and 
simple. 

ee 
MODELCRAFT DESIGNS MacARTHUR BUST 

Modelcraft, Inc., 330 South Wells street, Chicago, 
has announced a new patriotic item for the station- 
ery trade which consists of a bust of General Douglas 





THE MacARTHUR BUST 


MacArthur and can be used as a paper weight, book 
end or ornament. 

The unit is made of plastic material and tinted in 
bronze and old gold, with silver trim. It is a replica 
of an original done by E. P. Seidel, prominent sculptor, 
and each unit bears his name. 

The bust retails at $1.39. 

alll tins 





LITHOMAT AND PHOTOMAT OF PLASTIC 


The Lithomat Corporation of Boston has announced 
the Lithomat and Photomat—plastic mats for use in 
lithographing which is a substitute for war-requisi- 
tioned metals, and introduces a new principle in which 
the entire process of planographic reproduction is 
simplified. 

The Photomat is made up of a strong plastic mat, 
impregnated with synthetic resins and colloidal chemi- 
cals. It can be sensitized with certain chemical solu- 
tions and will receive photographic images. It has the 
appearance of a heavily-coated tympan paper and is 
manufactured in rolls up to 52 inches in width. It is 
flexible in its use so that it can be handled without fear 
of spoilage by light up to the time it is sensitized. 

The Lithomat is widely used for forms, reports, fac- 
simile reproductions and line drawings which can be 
copied directly on to the surface of the mat. It is 
translucent so that the user can easily trace copy 
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Portland and Seattle Hosts to Eleventh Regional Convention 


Cooke Unanimously Re-Elected Regional Governor— 
Registration Reaches 100 Mark—Harbord Tells Pearl 
Harbor Attack Details 


N the midst of freeze orders, puzzling restrictions 

on supplies, priorities and preference ratings, that 
increase the obstacles of local stationers, a strong note 
of optimism was the keynote of the two one-day ses- 
sions of the Pacific Northwest Stationers Association 
and NSA Regional District 11, held in Portland, Ore., 
Friday, April 3, and in Seattle, Wash., Saturday, April 
4. This was the thirty-third annual convention of the 
northwest group. 

From the local officers to the NSA visiting troupe, 
opinion was unanimous that the stationery and office 
outfitting business is an essential business in our 
win-the-war and that local _ stationers 


program, 








J. L. COOKE 


should get a full perspective on this definition. Ships 
can’t be built, planes can’t be fabricated, ammunition 
can’t be charged until there are office desks, office 
chairs, paper, pencils and supplies for the office force 
to work with. 

J. L. Cooke, Salem, Ore., Northwest president, opened 
both sessions at Portland and Seattle, stressing the 
problem of small dealers in getting replacements of 
merchandise stocks without priorities. All dealers were 
urged not to quit trying in spite of current and chang- 
ing restrictions. 

NSA President E. B. Healy and General Manager 
Charles P. Garvin, assisted by Ted Caswell and Ed 
Conlon brought messages of encouragement and con- 
crete suggestions to all northwest stationers. President 
Healy emphasized the optimism of dealers through- 
out the country. He suggested the substitution of girls 
for drafted men in stationery stores, and urged em- 
ployers to treat employees as partners, giving them 
bonuses or a share in the profits. Mr. Caswell stressed 
the fact that this is an essential business, and stated 
that while certain duplicating items were critical and 
on the restricted list, still alternate items could be 
sold by alert dealers. He suggested that dealers save 
and collect metal typewriter ribbon spools and urge 
customers to save spools. Mr. Conlon outlined the 
paper situation in relation to stationers with a fore- 
cast of paper supply possibilities. 

General Manager Garvin pointed out that 1941 busi- 
ness was better than 1940 and predicted that 1942 
would exceed 1941 for the stationery and office out- 
fitting business. He said that American ingenuity will 
come to the front and capitalize a difficult situation, 
because the mere operation of American industry and 
our economic machine requires a lot of office supplies 
and equipment. According to Mr. Garvin, stationers 
have been in business over 500 years through other 


world shaking wars and will certainly be in business 
after this one. 


Bayless Addresses Convention 


Owen Bayless, Seattle, past NSA president, explained 
how Seattle stationers were codperating in a city-wide 
program to conserve and codperate, as an aid to the 
war program by curtailing delivery service, by saving 
paper cartons and package boxes, and by pushing 
alternates for critical items in our business. 

In the War-Time Quiz Panel session conducted by 
Mr. Garvin and his troupe, stationers in Portland 
and Seattle discussed priorities, difficulties in securing 
merchandise, restriction orders affecting the business, 
and the many problems affecting stationers in our 
war emergency. 

Registrations of stationers and travelers were about 
fifty in Portland and fifty in Seattle or a total of 100. 
Norman Cunningham, of Boise, represented Idaho, 
and Ronald Dundas, of Great Falls, represented Mon- 
tana. The one-day session idea in Portland and in 
Seattle was a war emergency expedient but most sta- 
tioners felt that the two-day session in one city would 
be more profitable for next year. 

By unanimous consent the present officers for the 
Pacific Northwest were re-elected with J. L. Cooke, 
Salem, president; Horace Kilham, Portland, vice-pres- 
ident; Darrell Ireland, Seattle, vice-president, and 
Charles H. Miller, Portland, executive secretary. In 
the Oregon Trail Travelers business meeting, the new 
officers elected were J. D. Finn, The F. S. Webster 
Company, Portland, president; C. C. Nunn, Wilson- 
Jones Company, Seattle, vice-president; Charles E. 
Davis, Trussel & Ward Manufacturing Company, Port- 
land, vice-president, F. C. Williams, Yawman and Erbe 
Manufacturing Company, Seattle, secretary, and 
Charles H. Miller, Portland, treasurer. 


Homage was paid to three members who have passed 
on since the last annual meeting. John W. Graham, 
Spokane, died May 20, 1941, after fifty-two years of 
business activity as a stationer. 

The second deceased stationer is George N. Tuesley, 
Yakima Bindery & Printing Company, who traveled 
the northwest for twenty-five years. He was an uncle 
of Prescott Tuesley, past-president of the Pacific 
Northwest Stationers Association. 

The third deceased stationer is “Shorty” Miller, who 
owned the Medford, Ore., Stationery Store for a quar- 
ter of a century, finally selling out to the Koke- 
Chapman Company of Eugene, and acting as manager 
for them for several years. 


Pearl Harbor Attack Told 


A special feature of the Portland and the Seattle 
meeting was a vivid talk by Ed Harbord, The Harbord- 
Rogers Company, Portland, on Pearl Harbor. Mr. and 
Mrs. Harbord were in Honolulu on December 7, and 
were eye witnesses of the attack by the Japanese. Ed 
Harbord gave an illuminating description of the attack 
and a stirring summons to Americans for an all-out 
effort to win this war. 

At the Portland meeting, all of the local salesmen 
were invited to the final banquet session to hear an 
address to salesmen by General Manager Garvin. 

The Seattle meeting was handled by D. D. Stewart, 
Washington state secretary, and his staff. At both 
Portland and Seattle, the Oregon Trail Travelers pro- 
vided the entertainment and good fellowship, and 
were prominent participants in all of the meetings. 











Sixth N. S. A. Regional Meeting Held in Chicago 


Homer Jacquin New Regional Governor—125 Turn Out 


for Wartime Convention —Priorities Lead All 


Other 


Business 


NIQUE among regional meetings of the National 

Stationers Association this spring was the Sixth 
District gathering at the Palmer House, Chicago, Wed- 
nesday, April 8. It was a full-fledged meeting con- 
densed into a one-day affair. Under the leadership of 
Governor A. J. Markelz, The Book Shop, Joliet, Ill., in 
cooperation with the NSA executive staff, a program 
of exceptional merit was presented. About 125 were 
in attendance. 

Because the meetings were to be largely of a dis- 
cussional nature, dealers and manufacturers were 
seated separately, the former grouped at the right 
and the latter at the left. This made it possible to 
determine instantly whether the participant in the 
discussion at a particular time was speaking as a 
dealer or a manufacturer. 

True to his modest nature, Governor Markelz 
begged off chairmaning the meeting and asked Al 
Skibbe of Associated Stationers Supply Company, to 
start the proceedings. Mr. Skibbe spoke briefly and 
then introduced the following celebrities: Governor 


Markelz; NSA General Manager Charles P. Garvin: 
Dan Hansen, Carlson Brothers, Moline, Ill.; Fred 
Tracht, University of Chicago Bookstore, Chicago; 


Oscar Modene, Marshall-Jackson Company, Chicago; 
Harry McFarland, McFarland Office Equipment Com- 
pany, Rockford, Ill., and Ed. Conlon, Rockwell-Barnes 
Company, Chicago. He conveyed messages of regret at 
being unable to be present from NSA President E. B. 
Healy, Santa Fe Book & Stationery Company, Santa 
Fe, N. M.; Fifth District Governor Les Crowl, Blade 
Printing & Paper Company, Toledo, Ohio, and former 
NSA President Harold Hampton, Indianapolis Office 
Supply Company, Indianapolis, Ind. The meeting was 
then turned over to G. O. Stevens, Stevens Maloney 
& Company, Chicago, as chairman, and Oscar Modene 
as co-chairman for the day. On accepting the gavel, 
Mr. Stevens quoted a slogan, in the form of a prayer, 
that he had seen recently: “God help me to keep my 
big mouth shut unless I know what I’m talking about.” 

The morning session was devoted primarily to ad- 
dresses. Mr. Stevens called on Charlie Garvin first, 
who reviewed some experiences during the regional 
meeting swing which up to the time of his address 
had included meetings at St. Paul, Minn.; Kansas 
City, Mo.; Denver, Colo.; Los Angeles and San Fran- 
cisco, Calif.; Portland, Ore., and Seattle, Wash. He 
pointed out that despite shortages and curtailments, 
the industry as a whole has gone ahead of 1941 
forty-five or fifty per cent in the first months of 
1942. He expressed confidence in the belief that the 
basically essential character of the office equipment 
and stationery industry would assure its continuance. 
Volume would not be full, not all items would be 
available, but enough merchandise would be kept in 
manufacture to give dealers enough goods to sell and 
Stay in business. This is a period of education, not 
of miracles. There is no obstacle that cannot be 
overcome if we try to solve our problems instead of 
trying to get around them. 


The Stationers’ Outlook 


Mr. Skibbe was the next speaker, delivering the 
same address he gave at preceding meetings and with 
equal effectiveness. His subject was, “What Is The 
Outlook for Stationers in 1942.” Admitting frankly 
that none could predict the course of events, he said 
that it was still possible for dealers to adjust to meet 
the economic dislocation by selling alternate and 
substitute items, rationing merchandise and going 


after orders with priorities ratings whenever possible. 

On the subject of paper, Ed Conlon reminded those 
present that fifty-five per cent of stationers’ stocks 
are composed of paper or paper products. In 1942 the 
total production will be about 22,000,000 tons, despite 
expected shortages in stencil duplicating machine pa- 
pers, sulphites, light sulphites and adding machine 
rolls. There will be some reduction in variety of 
weights and colors. Although there are no specific 
requirements for priority ratings in selling paper, the 
mills are trying to organize distribution so that sixty 
per cent of the total volume goes to essential, defense 
industries. Dealers are being asked to cooperate by 
listing names and type of business done by retail 
purchasers of paper. 

Because of the unavoidable absence of Fred Pitt of 
the Wilson-Jones Company, C. H. Everly of OFFICE 
APPLIANCES read the address prepared by Mr. Pitt on 
“Loose Leaf in War Time.” Although there are short- 
ages in certain materials of loose leaf manufacture, 
shipments are considerably above normal. Substitu- 
tion will be necessary in some cases. The following 
suggestions were included in the address: 

1. Keep after priority rated orders. 2. Don’t sell 
yourself out of business too cheaply. 3. Sell stock lines 
instead of special. 4. Trim overhead costs to the 1938 
basis. 5. Don’t over-buy. 6. Accept and sell alternates. 
Records must be Kept, it was pointed out, giving some 
assurance that loose leaf would not be curtailed too 
drastically. 

The final address of the morning was on filing sup- 
plies, and was made by Karl Castle of the Weis Manu- 
facturing Company. He initiated his comments by say- 
ing that for quite an extended period the industry 
has increased the tonnage delivered every month over 
the tonnage of the same month of the preceding year. 
Quality has been maintained, although colors have 
been off in some instances because of the shortage of 
bleaching chemicals needed for war work. 

For some time, heavy, or eleven-point folders have 
been the most popular sellers. Extra heavy folders will 
probably be discontinued due to the fewer number of 
units produced from the same amount of raw stock. 
Because manufacturers are allotted materials for pro- 
duction on a tonnage basis, Mr. Castle suggested that 
dealers push the sale of medium weight, eight-point 
folders so that the available amount of raw materials 
can be stretched to serve more people. Also, give per- 
mission to manufacturers to substitute the next near- 
est weight of folder for the one ordered. Folders and 
guides in general are not under priority restrictions, 
but no metal tabbed index guides can be bought with- 
out a priority rating. It is a good idea to ration sales 
to consumers and secure priorities certificates or 
extensions whenever possible. 

Following Mr. Castle’s illuminating 
meeting was adjourned for luncheon. 

Afternoon Devoted to Discussion of Priorities 


Under Co-Chairman Oscar Modene, the afternoon 
session came to order at about two o’clock. Mr. Modene 
thanked the members of the Great Lakes Travelers 
Club for their substantial assistance in building up 
attendance at the meeting and then introduced 
Charlie Garvin as the discussion leader on priorities 
in the stationery industry. Mr. Garvin immediately 
called on the following to serve as special resource 
men during the session: Ed. Conlon, Rockwell-Barnes 
Company; Karl Castle, Weis Manufacturing Company; 
A. R. Skibbe, Associated Stationers Supply Company; 
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Ed. Manning, Stein Brothers Manufacturing Company; 
Dan Hansen, Carlson Brothers, Moline, Ill.; Charlie 
Consodine, former executive of the National Station- 
ers Asosciation and now out of the industry; Ollie 
Stevens, Stevens Maloney & Company, Chicago; 
Charles Everly, OrricE APPLIANCES, and Frank Cooper, 
Codo Manufacturing Company. 

Mr. Garvin opened the discussion with a brief out- 
line of the purpose of the priorities system, pointing 
out that it is not a conspiracy, but rather a plan of 
operation, a system to care for our defense and war 
needs. He referred specifically to order P-100 on main- 
tenance and operating supplies, which covers most 
stationers’ goods except durable items that are classi- 
fied as fixed assets. He indicated that an amendment 
to the order, broadening its scope, is expected within 
a short time. 

Speaking on paper, Ed. Conlon gave further empha- 
sis to the desire of mills to reach a proportion of sixty 
per cent of volume going to essential industries. Dan 
Hansen commented about rating certificates, referring 


—— SHOTS FROM THE SIXTH REGIONAL DISTRICT MEETING. 
. Homer Jacquin, governor-elect of the sixth district, and president 
of the Illinois Booksellers & Stationers Association, Jacquin Co., 


Peoria, Ill. 

2. Bill Lipner, Koh-I-Noor Pencil Co.; Karl Kiesel. president. Great 
Lakes Travelers Club, The Carter's Ink Co.; Roy Hopko, Badger 
Office Supplies, Madison, Wis. 

3. NSA General Manager Charlie Garvin in serious conference with 
Russ Carpenter, Sanford Ink Co. (almost off the picture) while Rose 
Cushman of NSA listens in. 

. W. W. Lenz and Frank S. Cooper, Codo Mig. Co. 

. A candid shot of Russell Carpenter, Sanford Ink Co.; Al Skibbe, 
Associated Stationers Supply Co., and Ollie Stevens, Stevens Maloney 
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6. Leonard Rose. National Blank Book 


8. Fred Tracht, 


9. Seated: Jack Gram, J. L. Hanson Co.; 
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to a recent change in rulings that makes possible the 
securing of PD 3a certificates regardless of whether 
the product involved is on the critical list. 

Frank Cooper said that production of typewriter 
ribbon spools has been reduced to about half of the 
1940 figure. In Canada, dealers are receiving ribbons 
in paper cases which they rewind on customers’ spools. 
Many customers have stocks of ribbons on hand, hav- 
ing purchased outright instead of by the coupon 
method considerably ahead of needs. Hektograph 
carbons can be sold on a priority rating of Alj, except 
in small quantities. 

Karl Castle recommended the accumulation of small 
rated orders, sending them to the manufacturer at one 
time prior to the expiration dates of the certificates 
and in no instance later than ninety days after re- 
ceipt of a certificate or extension. 


Continue Stock Control Systems 
On the question of continuing stock control systems 
under the present situation, Walter Snelling of 
(Turn to page 167, please) 
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C. L. Barkley & Co.; E. F. Altquist and Harry Balch, Quality 
nvelope Co. 


& Co. All three men were too bus 
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7. Tom Salsman, Rockwell-Barnes Co.; Dan Hansen, Carlson Bros. Co., 


Ed. Conlon, Rockwell- Barnes Co. 
University of Chicago Bookstore; Harry Chumley, 
Woodworth’s; D. C. Passmore and Harry Pinch, University of Chicago 


Bookstore; Fred Greenwood. 

Bob Vojta. Frank Mashek & 
Co.; Bill Smith, Ace Fastener Corp., and ge | Markelz, governor of 
the sixth district, The Book Shop, Joliet, Ill. Standing: Elmer Krum- 
wiede, G. J. Aigner Co.; Ralph Maneval, A. W. Faber, Inc, 
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Toledo is Scene of Fifth Regional N. §. A. Convention 


Art Fontaine to Head Region as Governor—Wartime Quiz 
Panel Wins Acclaim—Dealers from Five States Attend 
Gathering 


TATIONERS from the fifth district NSA gathered 

at Toledo for their annual convention which was 
held at the Commodore Perry hotel, April 10 and 11. 
A capable convention committee provided a program 
especially appropriate for the times which held the 
close attention of dealers from all five states which 
make up the district. Because of stationers’ necessity 
of keeping in touch with the rapidly changing situa- 
tion, the dealer attendance was excellent. 

Some of the speakers gave addresses which were 
reported in connection with stories of earlier meet- 
ings. One of these was A. R. Skibbe of Associated 
Stationers Supply Company, who spoke on “What the 
Future Holds for the Stationer.” He reiterated his 
belief that business casualties among stationers will 
not be nearly so numerous as the average in other 
lines. He was firm in his opposition to the policy of 
operating without profit during and because of the 
present situation. Shortages he said would be more 
and more pronounced. Dislocations will affect this 
business in different ways. We must be prepared to 
meet them as they affect us. Success in 1942 he said 
depends on goods you buy and sell, and in particular 
quantity prices you receive. 

Harry Horder, being unable to attend because of a 
development recorded elsewhere in this issue, sent 
his paper on “How to Make a Profit,” which was read 
by Walter Snelling. It was reported in connection 
with the Kansas City meeting. A. C. Van Horne of 
Eberhard Faber Pencil Company spoke on “Defense 
Savings Bonds and Stamps.” Fred Pitt of Wilson- 
Jones Company was unable to attend but his paper 
on loose leaf, reported in connection with the St. Paul 
meeting, was read by M. S. Dimmitt. Ed Conlon of 
Rockwell-Barnes Company spoke on “Paper,” his talk 
being reported in the story of the Chicago meeting. 
Every address had direct bearing on operating under 
wartime conditions. 

The convention was called to order by L. S. Crowl 
of the Blade Printing & Paper Company, Toledo, gov- 
ernor of. the fifth district. He introduced members of 
the troupe, including Mr. Conlon, Al Skibbe and Gen- 
eral Manager Garvin, also Karl Kiesel, president of 
the Great Lakes Travelers Club. 

A feature of the first afternoon was a wartime quiz 
panel, the board of experts including Mr. Garvin, Ex- 
President Harold Hampton, Ed Conlon, L. S. Crowl, 
Walter Snelling, A. R. Skibbe, Karl Castle and Bill 
Hoge. Questions discussed were dropped into the 
basket previously by various stationers. In the two 
hours allotted to this part of the program many differ- 
ent angles of the business were covered in detail. 

The second day opened with four group breakfasts 
—one each for the stationers clubs of Ohio, Indiana 
and Michigan, and one for the Great Lakes Travelers 
Clubs, to which all travelers whether members or not 
were invited. Despite the hour, all were well attended. 
The breakfasts were followed by two group confer- 
ences—one for dealers who sell office machines, with 
William Diehl, Diehl Office Equipment Company, 
Columbus, presiding; one for dealers who have print- 
ing departments, with Herman P. Dean of Standard 
Printing & Publishing Company, Huntington, W. Va., 
in charge. The two groups then joined to hear the 
subject of sales compensation presented by Mr. Hamp- 
ton at a closed meeting for dealers and managers. 


A most interesting talk was that of E. R. Koch- 


ON OPPOSITE PAGE.—Camera snaps among the Toledo fifth regionites 


1. Seated: H. M. Donisthorpe, Rockwell-Barnes Co.; R. C. Scott, The 
General Fireprooting Co.; W. H. McNiff. Master-Craft Corp.; B. H. 
Tolley, Newell B. Newton Co. Standing: Bob Greathouse, Waters 
& Waters: M. L. Ober, Stationers, Inc., Indianapolis; Miles Fox. 
Miles Fox Co.. Detroit; George Blaine. The Globe-Wernicke Co. 

2. Mrs. Dorothy Boyer, Toledo Convention Bureau. and J. F. Bartley. 
McManus-Troup Co., who had charge of registration. 

3. General Manager Charlie Garvin; C. W. Leonard, Lernard & Co., 
Detroit. 

4. Seated: Three Rays—Ray Eichenlaub, Service Steel Products Co.; 
Ray Strecker and Ray P. Lewis. R Lewis Co., Saginaw, Mich. 
Standing: R. P. Oppermann. R. P. Lewis Co.; W. J. Dalton, stationers’ 
advertising; Chet Harper, Wilson-Jones Co.; Art Fontaine, Decker’s, 
Inc., Anderson, Ind. 

5. Dixie Carroll, Eberhard Faber Pencil Co.; Ralph Pfeiffer, Roth Sta- 
tionery Co., Springfield, Ohio; Ed Klebba, Klebba’s, Royal Oak, 
Mich.; Art Eldred, Eldred Co., Lorain, Ohio; A. C. Van Horne, 
Eberhard Faber Pencil Co.; Ed Manning. Stein Bros. Mfg. Co. 

6. H. H. Treudley. H. H. Treudley & Co., Youngstown; O. E. Earnshaw, 
Roth Office Equipment Co., Dayton, with his ““V’’ for victory: Herb 
Walsh, Ace Fastener Corp. 

. S. E. Walker, The B. F. Goodrich Co. 

- Ralph Pfeiffer, Roth Stationery Co., Springfield, Ohio; O. E. Earn- 
shaw, Roth Office Equipment Co., Dayton, Ohio; C. W. Leonard, 
Leonard & Co., Detroit; E. L. Larsen, Baxter & Larsen, Owosso, Mich. 
9. George M. Baxter, Diebold Safe & Lock Co.; Charlie Reynell, Oxford 

Filing Supply Co.; H. C. McPike, Weis Mig. Co.; Guy Boyd, Shaw- 
Walker Co.; John H. Duncan, Advocate Printing Co., Newark, Ohio: 
R. R. Hengge, Columbia Ribbon & Carbon Mig. Co. 

10. Three Detroiters: I. J. Nestor, Nestor’s Office Supplies: Tom Riendl, 
Peerless Key-Imperial Mig. Co.; M. A. Ellman, Ellman & Co. 

1l. A group from Newell B. Newton Co., Toledo: E. E. Hayes, J. A. 
Gibson, Ken Boyer, Earl Balk, Henry Block. 

12. Three aces: Harry Sturdevant, W. E. E mith. Hy Linden, Ace Fastener 

orp. 

13. Art Fontaine, Decker’s. Inc., Anderson, Ind., governor-elect for fifth 
district; General Manager Charlie Garvin: L. S. Crowl, Blade 
Printing & Paper Co., Toledo, retiring governor. 

14. Harold Hampton. Indianapolis Office Supply Co.; Howard Armstrong 
and N. W. Thul, Armstrong Stationery Co., Cincinnati. 

15. It looks like African golf. Charlie Garvin seems to be happy about 
the whole thing; Karl Castle has just made up his mind to join the 
group; H. C. McPike seems pleased with the turn of affairs; Harold 
Hampton appears to be in deep thought; behind him with a hand 
in the game is Harry Balch. 

16. Ronald Tope, Tope Book & Office Supply Co., New Philadelphia. 
Ohio; Lynn B. Emery and Walter J. Clarke, Lynn B. Emery, Inc., 
Detroit; Robert D. Alexander, Tope Book & Office Supply Co. 

17. Mrs. R. C. Scott, Bowling Green, Ohio; Mrs. Ken Boyer, Toledo; 
Mrs. Bill Hoge. Youngstown. 

18. a a F. R. Nichols, R. R. Hengge, Columbia Ribbon & Carbon 

g. Co. 

19. Seated: I. Cornish, Commercial Furniture Co.; Henry Block, Newell 
B. Newton Co., Toledo; Howard Decker, Decker’s, Lafayette, Ind. 
Standing: Frank C. Burst, Sentinel Printing Co., Indianapolis; Lou 
Buhrows, Commercial Furniture Co.; M. A. Buffo, Office Equipment 
Co., Canton, Ohio. 

20. Seated: S. C. Herrema, Economy Office Supply Co., Grand Rapids; 
Otto W. Lintner, State Office Supply Co., Columbus, Ohio, vice- 
president and treasurer of Ohio Stationers Club; J. C. Oom, Economy 
Office Supply Co. Standing: Steve Stout, Boorum & Pease Co.: 
William E. Bayly, Emerson W. Price Co., Lima, Ohio; Raymond 
Barker, president. S. Barker's Sons Co., Cleveland; S. L. Channon, 
vice-president, F. W. Roberts Co., Cleveland. 

21. Karl Castle, Weis Mig. Co.. explaining some of the fine points of 
priorities to a small group during an interval between sessions. 

22. Seated: Vic Robinson, James & Law Co., Clarksburg, W. Va.; Bill 
Hoge, The General Fireproofing Co.; William Diehl, Jr., Diehl Office 
Equipment Co., Columbus. Standing: R. W. Stutler, James & Law 
Co.; Ken Boyer, Newell B. Newton Co. 

23. Seated: Bill Lipner, Koh-I-Noor Pencil Co.; George Redeker, Redeker 
& Dick, Inc., Cincinnati; Earl Kochheiser, The Chas. Ritter Co., 
Mansfield, Ohio. Standing: Harry Morton, Indianapolis Office Supply 
Co.; Jack Kuresman, Pounsford Stationery Co., Cincinnati; Mur! 
o- Prompt Press, Indianapolis; Jack Johnstone, Wallace Pen- 
cil Co. 

24. Some Cincinnati visitors. Seated: Art Armstrong. Armstrong Sta- 
tionery Co.; H. C. Dick and George C. Redeker, Redeker & Dick, 
Inc.; Matt Dimmitt, Wilson-Jones Co. Standing: Jack Kuresman, 
Pounsford Stationery Co.; Jim Dryden, Redeker & Dick, Inc.; N. W. 
Thul, Armstrong Stationery Co.; H. C. Schmidt, Pounsford Stationery 
Co.; Clarence F. Boyle. 

25. Seated: Harold Hampton, Indianapolis Office Supply Co., past pres- 
ident NSA; E. F. Ahlquist. Quality Park Envelope Co.; Russell 
Carpenter, Sanford Ink Co.; Karl Castle. Weis Mig. Co. Standing: 
H. C. McPike, Weis Mfg. Co.; W. L. Snelling, Horder’s, Inc., Chicago; 
Harry Balch, Quality Park Envelope Co.; Harry Nichols, Weis 
Mig. Co. 

26. Steps to success: Harry Short, Columbian Art Works Co. and Oak- 
ville; Harry Koehn, Gregory, Mayer & Thom Co.., Detroit; Steve Stout, 
Boorum & Pease Co.; Karl Castle, Weis Mfg. Co. 

27. Seated: H. H. Treudley, H. H. Treudley & Co., Youngstown, Ohio: 
Ira Cole, Mittag & Volger. Inc.; W. F. Mont Pas, Blade Printing & 
Paper Co., Toledo. Standing: Pat O’Connor, Office Equipment Co., 
Louisville; John Krueger, F. S. Webster Co.; Norman Watts, Office 
Equipment Co. 

28. Four big men almost block four others from the camera. Standing: 
Harold Hampton, E. F. Ahiquist. Russell Carpenter and Karl Castle, 
Pushing through the line: Harold McPike, Walter Snelling, Harry 
Balch and Harry Nichols. 

29. Seated: Miles Fox, Miles Fox Co., Detroit; Mrs. J. G. Sampson. 
Ziegler & Sampson, Cincinnati: Mrs. Lou Farber: Slim Sampson, 
Ziegler & Sampson. Standing: Lou Farber, Jasper Seating Co.; John 
H. Duncan, Advocate Printing Co.. Newark, Ohio; Harry Anderson, 
The Globe-Wernicke Co.; J. W. Wells and Joe Poole, The Franklin 
Printing & Engraving Co., Toledo. 
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FOLKS SEEN BY THE CAMERA AT TOLEDO. 


1. Gayle Denny, Transylvania Ptg. Co., Lexington, Ky.; Harry Morton, 
Indianapolis Office Supply Co.; Les Crowl, Blade Ptg. & Paper Co.. 
Toledo; Roy Bansemer, Stationers Loose Leaf Co.; George King, 
Office Engineers, South Bend, Ind.; George W. Henderson, Indian- 
apolis Office Supply Co. 

2. Robert T. Ball, Ball & Thrasher, Ann Arbor, Mich., new president, 
Stationers Club of Michigan; C. W. Leonard, Leonard & Co., Detroit; 
T. W. Bussing. Bussing’s, Detroit; A. J. Close. W. B. Gregory & Sons. 
Detroit. one of the youngest buyers in the stationery business; Clyde 
W. Thrasher, Ball & Thrasher. 

3. Some carry watches, some tote the old grandfather clock. Harvey 
Rockwell, Yawman and Erbe Mig. Co., conversing with W. L. Snell- 
ing. Horder’s, Inc., Chicago. 

4. A. W. Booth and E. A. Wilkie, Blade Ptg. & Paper Co., Toledo. 

5. Ed Conlon, Rockwell-Barnes Co.; Walter Snelling, Horder’s, Inc., 


heiser, of the Chas. Ritter Company, Mansfield, Ohio, 
entitled, “Summary of Critical Items.” It appears 
elsewhere in this issue as a special article. A fitting 
complement to Mr. Kochheiser’s talk was one by Gov- 
ernor Les Crowl on..priorities. He stated that the 
stationer cannot delegate the subject of priorities to 
some one in the organization. Rather everyone con- 
nected with sales must. be posted. Then copies of the 
March, 1942, number, of The National, house organ of 
the National Blank Book Company, Known as the 
priority issue, were distributed among the visitors. 
Mr. Crowl-read the priority procedure from that pub- 
lication while his audience followed the text and 
charts as printed. 

A manufacturers’ hour consisted of four addresses 
including those on loose leaf by Matt Dimmitt, and 
paper by Ed Conlon already referred to, one on steel 
furniture by Bill:Hoge of The General Fireproofing 





OFFICE APPLIANCES 


Chicago; Mrs. Ditmanser: and T. A. Moore, Youngstown Office Supply 
Co., Youngstown, Ohio. Standing: Lyn Logan, Wilson-Jones Co.; 
Karl Kiesel, The Carter's Ink Co.; Ken Boyer, Newell B. Newton Co., 
Toledo; A. R. Skibbe, Associated Stationers Supply Co. 

6. H. S. ““Hy’’ Bronson, Central Ohio Paper Co., Columbus, Ohio; L. A. 
C. Borchers, Royal Canadian Air Force, formerly Central Ohio Paper 
Co.; Joe Leroux, Franklin Ptg. & Engraving Co., Toledo; William E. 
MacDonald, Central Ohio Paper Co. Standing: E. A. Mannhardt, 
American Pencil Co.; Frank C. Burst, Sentinel Ptg. Co., Indianapolis; 
Walter M. Van Dorn, Joseph Dixon Crucible Co.; Larry M. Saunders, 
C. Howard Hunt Pen Co. 

7. John Duncan, Advocate Ptg. Co., Newark, Ohio; Fred L. Richardson, 
Office Equipment Co., Benton Harbor, Mich. 

8. W. F. Thomas, Findlay Ptg. & Supply Co.; Virginia Gross, composer 
of the new patriotic song ‘‘The Yanks Don’t Want Any Thanks;’’ 
General Manager Charlie Garvin. 

9. The Naval Armory glee club, Chief Balee at right. 


Company, and wood furniture by Harry Anderson of 
The Globe-Wernicke Co. 

Mr. Hoge prefaced his remarks with a tribute to 
Harvey Rockwell, who originally had been scheduled 
to cover the subject of Steel but was obliged to return 
to Rochester before his place on the program was 
reached. He complimented Harold Hampton on his 
good work for the industry and then recalled early 
traveling days with Charlie Garvin in the South, and 
particularly in Texas. At a national NSA convention 
in Toledo in 1907 Mr. Garvin was created mayor of 
Pecan Gap, Texas, a title which stayed with him for 
many years. We must all use initiative in selling he 
said, adding that restrictions are a good thing. We 
were getting too soft. Now we must be resourceful. 
Later we will have more to sell. He stated his hope 
that there would not be so many grades. 

(Turn to page 164, please) 
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The Guest Book 


Cary G. Gregory of Gregory Fount-O-Ink Company, 
Los Angeles, signed the Guest Book March 31. In Chi- 
cago on business, he left in the evening for Washing- 
ton hoping to arrange his return trip to include a 
regional meeting in Toledo. Mr. Gregory is brimful 
of original ideas. He was a pioneer in the employ- 
ment of the up-side-down inkwell and the develop- 
ment of fountain pen desk sets. He is interested in 
association affairs and participates regularly in the 
national conventions of NSA. He has two hobbies. 
One is research and development work; the other is 
selling. In both he has made excellent records. 


Harry Turner, executive secretary, National Type- 
writer & Office Machine Dealers Association, stopped 
at the office of this journal April 2 on his way home 
to Topeka, Kan., from a series of meetings in Wash- 
ington, New York and Pittsburgh. The New York 
meeting was an inspiration to him both from the 
standpoint of interest and attendance, which, includ- 
ing the evening session, surpassed that of any national 
convention of the association. At Pittsburgh he and 
President Irwin Vincent visited with the local com- 
mittee which is to make arrangements for the annual 
convention, to be held in July in that city. Because 
of the success of the New York sales meeting and 
that of a similar affair in Chicago in December, he 
is convinced that the association program can be 
developed to reach many more dealers than heretofore. 


Daniel S. Hansen, Carlson Brothers, Inc., Moline, 
Ill., called at the office of this journal April 7. There 
he met an old friend, James P. Ward of Reliable Type- 
writer & Adding Machine Company. Dan long has 
been active in association work, serving twice as gov- 
ernor of the sixth district NSA and through various 
offices, including president of Illinois Booksellers and 
Stationers Association. He had come to Chicago to 
attend the sixth district meeting to be held at the 
Palmer House on the eighth. 


Bill Donnelly of Modern Stationer pulled our latch 
string April 16, and brought along his Chicago repre- 
sentative, J. Brown Hardison. There was no fear ex- 
pressed about coming alone, but just a bit of com- 
plaint regarding distances between calls in this 
metropolis of the mid-west prairies known as Chi- 
cago. Those who really know Bill discern his friendly 
heart, and as friends are the thermometer by which 
we judge the temperature of our standing in life, it 
was a Satisfaction to have Bill take time out to call. 
This would be a weary world without our friends. 


Jack Kennedy of Trussell Manufacturing Company 
signed the Guest Book April 16. That made it a red 
letter day. He had come West from Poughkeepsie, 
stopping at the Fifth District regional meeting in 
Toledo and then on to Chicago to set up his exhibit 
for the College Stores convention on the eighteenth. 
He is known far and wide for his practice of “hustle 
with Trussell.” The greatest medicine in the world 
is to visit with old friends. It was fine to check up on 
days gone by and the hopes for days ahead. 


Howard S. Sanders, executive secretary of the Sta- 
tioners & Publishers Board of Trade, Inc., signed the 
Guest Book April 23, being the first out-of-town visitor 
in the new offices of this publication. He came to Chi- 
cago to conduct a meeting of the Western Credit 
Group, a division of the Board of Trade, which is com- 
posed of Board members in several of the midwestern 
states. The conference is reported elsewhere in this 
issue. Mr. Sanders told of benefits from increased 
cooperation on credit matters experienced by manu- 
facturers and dealers alike and of the readiness of 
concerns in the industry to participate in discussions 
called for the purpose of solving neutral problems. 
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Jack C. Kern of Jack C. Kern Company, Dallas, 
signed the Guest Book April 28. He had spent a week 
in Kansas City and Chicago and was about to leave 
for St. Louis, which would put him back into his ter- 
ritory. With his organization he covers a group of 
fourteen southern states. He works from the Gulf to 
less than 300 miles from Chicago and from the At- 
lantic to western Texas. About a month ago he moved 
into larger quarters at his old address, which is the 
Allen building. Everywhere he reports a substantial 
volume of business, the principal difficulties being in 
deliveries. Many of the dealers in the South whom he 
has seen recently were planning to attend the com- 
bined meeting of the fourth and ninth districts to be 
held in Jackson, Miss., on the eighteenth and nine- 


teenth. a nee 
GRAVES BECOMES WILSON-JONES OFFICIAL 


Harold Graves, for some time manager of the Kansas 
City branch of the Wilson-Jones Company, Chicago, 








HAROLD GRAVES 


last month was appointed eastern sales manager with 
headquarters at Elizabeth, N. J. 

An easterner by birth and education, Mr. Graves 
began his business career in 1914 with the Irving-Pitt 
Manufacturing Company. Upon that firm’s consolida- 
tion with Wilson-Jones he joined the latter firm. He 
possesses a record of twenty-seven years of continuous 
service interrupted only by a two-year period with the 
United States armed forces. He was an officer in 
World War I, and was wounded in action. 

Mr. Graves’ position in Kansas City has been taken 
over by M.S. “Matt” Dimmitt, formerly divisional sales 
manager of the middle central division. 
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OTTO GOES TO SALT LAKE FOR UEF 


F. W. “Bud” Otto, for many years a San Francisco 
salesman for the Underwood Elliott Fisher Company, 
last month was transferred to Salt Lake City, where 
he takes the managership of the company’s branch 
located at 106 Exchange place. 








EXCUSE US, PLEASE 


In the April issue it was reported that Samuel S. 
Levine had become owner of Federman’s, a new sta- 
tionery house in Yonkers, N. Y., so named after the 
firm of Federman & Grand, Inc., had been dissolved. 
This report was in error in that Federman’s is owned 
and operated by Daniel Federman, while Mr. Levine 
is general manager. 





In the April issue appeared two references to Leon- 
ard B. Wilcox, governor-elect of the eighth regional 
NSA district, in which he was reported as being 
connected with the Hutchinson Office Supply & Print- 
ing Company, Hutchinson, Kans. This was in error in 
that Governor Wilcox is connected with the Roberts 
Printing & Stationery Company of Hutchinson. 
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Representatives of office equipment concerns abroad, visiting the United States, are cordially invited to make the offices 

of this journal their headquarters. The staff at the main office, 20 North Wacker Drive, Chicago, and the staff at 

the branch m charge of G. C. Wheeler at 418 Pershing Square Bldg., Pershing Square, 42nd St. and Park Ave., New 

Vork, will be happy to be of any possible service. While the facilities at New York are not so many as at Chicago, 
there will be found the same desire to serve. 


LONDON NOTES AND NEWS 
By Mrs. S. S. Elliott 


Assistant Secretary, Office Appliance Trades Association of Great Britain and Ireland, 
4 St. Bride Street, London, E. C. 4 


London, lst March. 


The Industrial Position and Office Appliances. The 
call for more men and more men, greater effort and 
more concentrated efforts from all forms of industry; 
the taking of women from unessential trades and 
putting them into essential trades; the everlasting 
movement which is now taking place signifies the 
nations, both Britain and America, harnessing them- 
selves in for the huge task which is before them, and 
the carrying out of this task to the peak of its 
achievement: the production of sufficient war mate- 
rial to beat the enemies. This can only be made ef- 
fective by the sane and well developed application of 
office appliances. 

Hundreds of people have 
nevertheless this is no platitude; the labour must 
always be directed; its direction is from the office. 
Call it management, or what you will, nevertheless 
it is from the office. The designing, the planning and 
even the payment of wages for work done is directed 
from the office. The classification of labour and the 
correct placing of that labour according to ability, 
essentially lives in the office, where proper staff con- 
trol and records should be, and are, kept in any well 
organized factory. 


So that from the engagement of the labour to carry 
out the work, to the payment of that labour for 
the work done; from the planning of the work, pur- 
chase of raw materials, and the progressing of the 
work right through the factory, till the finished tank, 
aeroplane, aeroplane engine or gun, is turned out, the 
whole is controlled from the office. That control at 
the present day standard of production, is only ren- 
dered possible by the use of the most modern of 
office appliances. 


said this before but 


Public Misunderstanding 


In the past the public has frequently been tempted 
to look upon office appliances as gadgets invented for 
the purpose of selling something to the public, thus 
finding jobs for salesmen at catch-penny commission 
rate, without regard to the ultimate utility of the 
article sold. Such an unfortunate impression has un- 
doubtedly been created, possibly by one or two mis- 


takes in the past by a black sheep creeping into a 
very highly specialized profession; possibly because a 
few of the “dead-end kids” as it were, people who 
never studied selling as a profession, drifted into the 
game and called themselves salesmen. Whatever its 
cause, whatever the source of that cause, undoubtedly 
the office appliance trade generally has from time to 
time received a bad name and some bad knocks, 
usually from people who didn’t know, who didn’t un- 
derstand, and didn’t take the trouble to find out, but 
taking the trade as a whole it has worked in the 
service of the public honestly and fairly and it has 
sold only with real experience and service backing 
those sales. It is not, however, until a crisis is reached 
that full appreciation is given as to what those serv- 
ices have meant in the past. 

Now the demand, or perhaps one should say, de- 
sire, for office equipment, because it is impossible to 
fill the demand, is of such a nature as to justify all 
the sales efforts in the past. Above all, it has taught 
that only the high grade of salesmanship shall be 
employed in the future—that there shall be no possi- 
bility of a suggestion of huckster selling in the trade. 
Orders will be taken only where the goods concerned 
can give effective and efficient service, but that is of 
the future. It is sufficient to speak of the day with 
its evils. 

Improvising Dangerous 


Today, undoubtedly, many people driven to the 
necessity by the scarcity of office appliances, are in- 
clined to improvise and make do. Particularly is this 
noticeable in the departments of authority, with their 
multitude of so-called experts, bringing their easily 
begotten experience to bear upon subjects which are 
really too vast for their understanding. Efficiency, 
therefore, is likely to suffer by this improvisation. 
There may also be a hint of supposed economy in this 
matter. If it were only economy as related to the 
supply available, then there would be no cause for 
complaint. But as it is an economy of money when 
so much is being frittered away and wasted, then we 
say let him who dare jeopardise efficiency for the 
sake of this alleged economy. Let him who poses as 
an expert and suggests substitution and improvisation 
do so at his peril, because some day he will be ex- 
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pected to answer for these misdeeds, and they cer- 
tainly are misdeeds—they are as subversive to the 
national interests as it is possible to be. In fact, the 
wholehearted honest-to-goodness men of slick meth- 
ods are perfect gentlemen compared to these puny 
individuals who endeavor to ride on their official 
positions with so little knowledge and that gained at 
the expense of the office appliance industry. 

The United States generally has been the home of 
development for office appliances. Many of these 
modern efficiency inventions have their origin in other 
parts of the world, several we are proud to say even 
in England, but it must be admitted that their de- 
velopment emanated from the United States. It is 
very gratifying to the trade in Britain to note the 
close link-up with the two governments, because by 
this link-up a good many of the old standing preju- 
dices of the “Old World” in regard to office appliances 
and new inventions will be broken down. From the 
United States factories with their new developments, 
new ideas and new designs, these appliances will pour 
forth as oil into the works of our industrial machin- 
ery, helping it along to run more smoothly and to 
give greater results towards that one goal to which 
we are both, as a united people, aiming. 

Mention of Russia must not be omitted. Russia 
owes its industrial development since the last great 
war largely to United States enterprise and, of course, 
in many ways to the British technical skill. In the 
days ahead, Great Britain and the United States com- 
bined will be of greater material assistance to Russia, 
and not the least part of this development will be 
played by the office appliance industry. 

The world is recognizing the value of the industry. 
There can be no cheap accusation of huckster selling. 
The industry stands for genuine selling with a service. 
The profession of selling, in any case, is one to be 
proud of; the profession of salesmanship in the office 
appliance industry is one which labels a man as a 
prince among sellers.—SSE 
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AVELING IN NEW CAPE TOWN ADDRESS 
The Aveling Typewriter Service of Cape Town 
South Africa, has moved from 141 Longmarket street 
to new quarters at 55 Burg street where additional 
space and better facilities for service are available. 
The firm, however, desires that all mail and other 
communications continue to be sent to its P. O. Box 
2620. 
—_— —_.—— 
“LONG-RANGE VIEWPOINT IN CURRENT 
ADVERTISING” 
“The Long-Range Viewpoint in Current Advertising” 
is the title of an address delivered recently by Walther 
Buchen and recently published in booklet form by the 


Buchen Company, well-known advertising firm of 
Chicago. 
Mr. Buchen’s talk was made before the midwest 


conference of the National Association of Industrial 
Advertisers on March 13, and is one of the soundest 
explanations of why business must exercise a long- 
term viewpoint, particularly in times such as these. 

Many short-term viewpoints, Mr. Buchen explains, 
are often confined to the end of the fiscal year—at 
December 31, or its equivalent. This means that the 
average viewpoint of business in many matters is 
about six months long. 

Then the speaker tells six excellent reasons for the 
adoption of a long-term viewpoint. They are: 

1: Provision for capital maintenance and develop- 
ment. 2: Provision of personal maintenance and de- 
velopment. 3: Provision for production maintenance 
and development. 4: Provision for product main- 
tenance and development. 5: Provision for market 
maintenance and development. 6: Provision for 
reputation maintenance and development. 

The Buchen Company, which maintains offices at 
400 West Madison street in Chicago, represents a 
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number of prominent manufacturers of office equip- 
ment, including the All-Steel-Equip Company of 


Aurora, Ill. anncutoicipiittiintiiatesa bit. 


OXFORD MARKS 60TH YEAR 
On May 1, 1882, the late Chas. S. Jonas, with his 
brother Richard A. Jonas, entered business in a small 
loft in downtown New York as paper rulers under the 
style, Chas. S. Jonas & Bro. Out of this small begin- 












R. A. JONAS, SR. 


ning the present Oxford Filing Supply Company has 
grown. 

The development of card filing, early in the present 
century, found the partnership ruling and cutting 
index cards, at first for paper jobbers and then for 
sale to stationers. In 1909, to handle this end of the 
business, a new style, “Record Card Company” was 
adopted. In 1918, the brand name Oxford was first 
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AN OXFORD ADVERTISEMENT OF LONG AGO.—Back in 
1894 this advertisement of Charles S. Jonas and Bro., (Paper 
Rulers) appeared in a paper stock estimating book. 


used and in 1921 the firm name was changed to its 
present style. 

R. A. Jonas, Sr. is still active in the partnership 
with his sons, R. A. Jonas, Jr., Robert P. Jonas, Frank 
D. Jonas and Edward F. Jonas. He has just recently 
returned from a trip by air to the Oxford offices in 
Chicago and St. Louis. 

—>- 
LANDON JOINS OLD TOWN 

G. M. Landon has been appointed a special assistant 
to W. C. Dickneider, manager of the sales service de- 
partment of the Old Town Ribbon & Carbon Com- 
pany, Brooklyn, N. Y. 
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ASSOCIATED STATIONERS SUPPLY MAKES SKIBBE 
VICE-PRESIDENT 

Alvin R. Skibbe was elected vice-president in charge 

of sales at the recent directors’ meeting of the Asso- 

ciated Stationers Supply Company of Chicago. This 

corporation is a wholly owned subsidiary of Horder’s, 

Inc., and is engaged in the distribution of office sup- 








A. R. SKIBBE 


plies to retail stationery stores throughout the country. 
Mr. Skibbe has been with Horder’s, Inc., since 1922. 
For seven or eight years he traveled for Associated, 
mostly in the Northwest, but also in other territories. 
Then he was brought into headquarters as_ sales 
manager. 


Mr. Skibbe has been an enthusiastic participant in 
association work. In 1929 he was elected governor of 
the sixth regional district NSA. In 1936 he was made 
vice-president of NSA in charge of the wholesale divi- 
sion. He was one of the founders of the Northwest 
Travelers Club. He brought the group together which 
formed the Wis-Il] Club, now known as Great Lakes 
Travelers Club. At the time of going to press he was 
serving as delegate for the National Stationers Asso- 
ciation at a meeting of the United States Chamber of 
Commerce in Chicago. 

Because of his clear thinking and extensive ac- 
quaintance with industry problems, he has been called 
upon frequently to address trade gatherings, his talk 
entitled “What Is the Outlook for Stationers in 1942” 
having been heard at regional meetings by dealers 
from twenty states. In his promotion he has the 


congratulations and good wishes of the industry. 


MUIR HEADS CHICAGO OFFICE OF NATIONAL B. B. 
CO. ON RETIREMENT OF MRS. NICKERSON 

Announcement was made last month at the Holyoke 
office of the National Blank Book Company of the 
appointment of William Muir to the position of branch 
manager of the company’s Chicago office. The position 
has been held since April 1932 by Mrs. T. K. Nickerson, 
formerly Agnes B. Carroll, who has asked the company 
for the privilege of retiring on May 1. Mr. Nickerson 
is a leading salesman for White & Wyckoff Manufac- 
turing Company. Mr. and Mrs. Nickerson intend to 
make their new home in New York State. 

Mrs. Nickerson, still known throughout the organiza- 
tion as Miss Carroll, has been in the Company’s employ 
for thirty years, and in the Chicago office since it first 
opened in 1921. During her period of office she has 
seen the branch enlarged four times and moved twice. 
The latest move occurred in December last year, to 
occupy two floors and basement of a completely reno- 
vated building at 209 South Jefferson street. 

Richard P. Towne, sales manager of the National 
Blank Book Company, said, “Miss Carroll has earned 











MRS. T. K. NICKERSON 


WILLIAM MUIR 


the right to rest on her laurels if she chooses. She set 
a Standard of performance which will be difficult for 
her successor to follow. In selecting Mr. Muir for the 
task we are pleased to promote a man who has been 
in our employ since 1929 (and who has had charge of 
setting piece rates and job analysis in all departments 
of our factory, shipping room, and office). We consider 
his work outstanding in his field and we are pleased 
that he accepted the Chicago assignment.” 

Prior to 1929, Mr. Muir was with the Fisk Tire & 
Rubber Company for six years in cost accounting work. 
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MONTGOMERY AND READY CELEBRATE 
25 YEARS WITH MONROE 


R. J. Montgomery and J. A. Ready, purchasing agent 
and traffic manager respectively for the Monroe Cal- 
culating Machine Company, Orange, N. J., last month 
celebrated twenty-five years of service with their firm. 

It was at the invitation of the late J. R. Monroe, 
founder of the business, that Mr. Montgomery re- 

















J. A. READY 


R. J. MONTGOMERY 


signed a position with the Western Electric Company 
in Pittsburgh, Pa., in May, 1917, to assume the duties 
of purchasing agent with the then small but fast- 
growing Monroe organization. 

In the same year Mr. Ready joined Monroe as ship- 
ping clerk and stock boy, working his way through 
several departments to the job of traffic manager in 
March, 1933. 

Oe 
SANDS HEADS NEW YORK FUND DRIVE 

Merrill B. Sands, of the Dictaphone Corporation 
and chairman of the office equipment committee of 
the Greater New York Fund, announced that the in- 
dustry, including firms and employee groups will con- 
siderably increase their contributions to the Fund this 
year. In stressing the industry’s full backing of the 
campaign which is being conducted on behalf of 
400 voluntary welfare and health agencies, Mr. Sands 
said: 

“In spite of the fact that our industry is being 
rapidly converted to war production, which means 
that we all are hard pressed for time, there is no 
doubt in my mind that all of us realize our duty is 
seeing to it that these agencies are kept in efficient 
operation as units of our home front. These are diffi- 
cult times, in which we must safeguard against the 
losses which may develop as a consequence of war 
conditions here at home among our civilian popula- 
tion.” 

A meeting of the committee was held at the Yale 
Club, Monday, April 13, at which Mr. Sands presided. 
Committee members present included: Richard Berry, 
of Berry-Dickie-Stettler, Inc.; Roy Stephens, of the 
International Business Machines Corporation; Robert 
S. Fowler, of Macey-Fowler, Inc.; Robert B. Gibby, of 
Clark & Gibby; Ralph Hegeman, of Desks, Inc.; Ralph 
W. Muckley, of The General Fireproofing Company; 
S. L. Nathan, of Charles S. Nathan, Inc.; John A. 
Noonan, of the Kee Lox Manufacturing Company; 
Walter F. Place, of T. G. Sellew; Frank Tupper, of 
Bogert-Ruess & Brown; Moe Turman, of the Met- 
wood Office Equipment Corporation; G. C. Wheeler, of 
OFFICE APPLIANCES; Herman Whipple, of The National 
Cash Register Company; C. G. Woosley, of the Yaw- 
man and Erbe Manufacturing Company, and John A. 
Zellers, of Remington Rand Inc. 

Louis Caracci, Norwood Company, is chairman of the 
Stationers’ division of the committee headed by Mr. 
Sands. 
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MONTGOMERY GETS OPA APPOINTMENT 


Well-merited national honors have been bestowed 
on Richard G. Montgomery, executive of J. K. Gill 
Company, Stationers of Portland, Ore., in his new 
appointment to manage the Portland field office of the 
Office of Price Administration ot the federal govern- 
ment. From a host of retail business, stationery, and 
civil duties in Portland, he has broadened his wide 
range of services to fill this important new office at 
this time, which only recently was established in the 
Oregon metropolis. 


Job to Watch Prices 


Purpose of his new post will be the keeping of prices 
in line without working hardships on producers, re- 
tailers or consumers, and this is regarded as a man- 
sized task today, with Mr. Montgomery viewed as the 
most likely candidate for the exacting chores, on ac- 
count of his many outstanding characteristics and 
combination of qualities, as well as his zeal for diffi- 
cult jobs. 

Representing a pioneer stationery house for many 
years as secretary and treasurer, he has enjoyed about 
the highest business experience in Portland, if not the 
entire Pacific Northwest, where he is known in leading 
cities and many towns as an able business executive, 
as well as a popular author of books for boys and 
adults. 

In taking over management of the new Portland 
offices and settling down to his desk in the Bedell 
building, he stated: “This appeals to me as a fine 
opportunity to be of service in the war effort, and I 
am glad I have been selected. Certainly, the price 
problem is fundamental. I’ve a lot to learn, but I 
intend to give it all I’ve got.” 

Always setting a high standard in his undertakings, 
whether as the author of books or as a retailer in the 
stationery field, he has enjoyed broad business experi- 





R. G. MONTGOMERY 


ence and a wealth of contacts as the manager of the 
retail division, and as secretary and treasurer of the 
Gill company. He has conducted book chats on the 
air, been in demand as a speaker, and has ever been 
a prominent contributor to the discussions and ses- 
sions of the stationery association’s meetings and 
annual conference in the Pacific Northwest for many 
years. 
Many Other Activities 


As a business leader in Portland, he was one of the 
founders some years ago of the retail trade bureau of 
that city, and was Oregon vice-chairman of the retail 
code authority under the old NRA setup. He also is 
chairman of Draft Board No. 1. A graduate of the 
University of California, he furthered his scholastic 
training at Harvard University and is a graduate of 
its College of Business, so Uncle Sam is assured of 
excellent material in holding down prices in the area 
and handling a difficult post in truly masterful fashion. 








CHARLIE HUNTER RETIRES TO FARM 
Charles H. “Charlie” Hunter, Chicago manager for 
the National Business Show Company, and known 
to thousands in the office equipment industry, last 
month retired from the business world to dwell in 
the rural environs of Heltonville, Ind., where he has 











CHARLES H. HUNTER 


purchased eighty acres of land on which to raise 
chickens and pigs. 
Mr. Hunter is realizing a lifelong ambition when 


he hangs up his briefcase and reaches for the egg 
basket. One of the busiest men in the country, he 
was (and is) always ready to sit down and explain 
the joys of country life. 

The property, which includes about forty acres of 
timber, is twenty-two miles from Bloomington and 
about 250 miles from Chicago. The address, for the 
benefit of old friends who want to write Mr. Hunter 
and wish him well in his new venture, is R. R. l, 
Heltonville, Ind. 

— 
WIGGINS TAKES DOWNTOWN 
LOCATION 

The John B. Wiggins Company, a firm whose letter- 
head reads “distinctive engraving since 1857,” has re- 
cently moved to 501 South LaSalle street, Chicago. 
The organization’s previous address was 1157 Fuller- 
ton avenue. 

The business was established in 1857 by John B. 
Wiggins and incorporated by him in 1902. From the 
beginning Mr. Wiggins, like many another business 
man of his decade, was determined to produce noth- 
ing but the best, so that for eighty-five years the 
firm has devoted its entire effort to the production 
of steel and copper plate engraving of the better kind. 

At the present time the business is conducted by 
two sons of the founder, Arthur D. Wiggins and Fred 
T. Wiggins, president and vice-president and treasurer, 
respectively. That the organization bids fair to be in 
the hands of the Wiggins family for some time to 
come is aptly demonstrated by President Wiggins 
when he says: 

“We have a couple of young men coming along, 
Frederick T. Wiggins, Jr., and John Wiggins, who have 
been with the firm for several years.” 
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HALF-CENTURY WITH REMINGTON 
RAND 

H. E. (Jack) Gerling, of Dayton, Ohio, last month 
celebrated the completion of fifty years’ service with 
Remington Rand Inc. He is the Dayton district sales 
manager of the company’s typewriter division. 

Mr. Gerling began his career as office boy of the 
company’s Kansas City office in 1892. He later entered 
the service department and was sent to Cincinnati 
in 1900, becoming a salesman three years later. He 
was appointed district manager of the Dayton area in 
1915 and, with the exception of an eighteen-month 
period when he was in charge of a southern branch, 
has held that job with distinction ever since. 


CHICAGO 
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PEN-O-GRAPH TO DEFEND INFRINGEMENT SUIT 

The Pen-O-Graph Company, makers of pens, with 
offices in Los Angeles, Calif., last month announced 
its intention of defending an infringement suit 
brought against it by the Inkograph Company, of 
New York City. 

According to the complaint, filed by the eastern 
firm in the United States District court in Southern 
California, it is alleged that the plaintiff has for a 
number of years been sole owner of a duly registered 
trade-mark name of “Inkograph.” It is further alleged 
that in adopting the trade name of “Pen-O-Graph,”’ 
the defendant can be charged with a direct infringe- 
ment and with unfair competition. 


cl 
WAKEFIELD IS HOSPITAL PATIENT 

As this issue goes to press it is reported that E. K. 

Wakefield, foreman of the repair department of Rem- 

ington Rand Inc., Fort Smith (Ark.) branch, is a 


patient in the Edwards Mercy hospital in that city. 
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IMPRESSIVELY SPACIOUS SHOWROOM OF THE OFFICE 
FURNITURE CONTRACTORS, CHICAGO.—These three views 
reveal W. & J. Sloane furniture lines as they are effectively 
displayed by Office Furniture Contractors, recently appointed 
exclusive Chicago area dealers for Sloane. The opening of 
this display room and an accompanying business office was 
mentioned in Office Appliances for March. 
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Orders that are read 


in the dark 








Even civilians can realize the impor- 
tance of orders to an army at war. 
Troops must be moved, command 
posts located, supplies brought up. 
Orders must be received on the dot, 
read quickly, executed accurately — 
24 hours a day. 

Copies of orders sent to field com- 
manders must be readable—in all 
kinds of weather, day or night, and 
able to stand up under the rough 
treatment of wet or greasy hands. 


That’s why many of the army’s 


orders—whether for the theatre of 


war or for training camps, garrisons, 
and supply depots—are produced on 
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MIMEOGRAPH ie the trade-mark 
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the Mimeograph duplicator. Clean- 
cut, black-and-white Mimeograph 
duplicated copies require less 
reading time... put less strain 
and fatigue on eyes... keep legi- 
bility and high visibility despite much 
handling. 

Mimeograph duplicated orders can 
“take it” in war. Mimeograph dupli- 
cated route sheets, specifications, 
parts labels and shipping labels also 
can “take it” in industry. For the 
solution of your paper work prob- 
lems call the Mimeograph distribu- 
tor in your community, or write to 
A. B. Dick Company, Chicago. 


ph duplicator ~* 


ck Company, Chicago, egistered in the U. S, Patent Office. 
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“Orders in the field: ‘Advance under cover of darkness’ —drawing by Norman Price 
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Insignia of the Signal Corps 
—semaphore flags crossed 
over a torch. Personnel of 
the corps install, maintain 
and operate all forms of the 
army's communication 
System, 











UNION COMPANY IN NEW HOME 

The Union Office Supply Company, Traverse City, 
Mich., has recently moved into new quarters at 139 
East Front street, where the latest types of lighting, 
Shelving and display units combine to make one of 
the most modern stores in the territory. 

The premises afford the company 840 square feet 
of floor space and a basement which is utilized as a 
stock room. There is a service department in the rear 
and the entire store is illuminated with fluorescent 
lighting. 

In addition to a large display window the store also 
has inside display facilities wherein are shown many 
of the lines carried, including Browne-Morse products, 
Royal typewriters, Ediphones transcribing equipment 
and Victor adding machines. 

The firm was started in October, 1938, by R. A. 
McConaha and Forrest Redgeley, opening for business 





UNION’S NEW HOME.—Plenty of customer space is a feature 
of the new premises of the Union Office Supply Company. 
Traverse City, Mich. Upper picture shows the store's interior 
and (lower) is entrance and large display window. 
in a small store at 205 South Union street. The busi- 
ness was operated as a partnership until January, 
1940, at which time Mr. McConaha bought up the 
interest of Mr. Redgeley and has since run the business 
alone. 
*—- © 
WATSON ASKS IBM TO REDUCE HIS 
PROFIT-SHARING 

Thomas J. Watson, president of the International 
Business Machines Corporation, last month asked 
directors of the company to modify his employment 
contract in order that his profit-sharing compensa- 
tion be reduced from five to two and one-half per 
cent, retroactive to 1941, and to exclude therefrom any 
profit from manufacture of munitions. 

According to the New York Times payments and 
accruals to Mr. Watson as president and director for 
1941 amount to $462,519, including a fixed salary at 
$100,000 a year and two and one-half per cent of 
earnings, as provided under the new agreement 

Details of the revised employment contract were 
presented in the management’s proxy statement for 
the annual meeting of stockholders. 





OFFICE APPLIANCES 





THE HOLY SPIRIT OF EASTER.—When the office systems and 
equipment division of The Book Concern, Hancock, Mich., 
designed this beautiful window of their store during Easter 
week, the firm was awarded first prize by the Hancock 
Chamber of Commerce. The window is remarkable in that 
its beauty and timeliness is achieved with the utmost sim- 

plicity. 
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ASSOCIATED STATIONERS TO 
“HOLD-THE-PHONE” 

The Associated Stationers Supply Company, Chicago, 
has completed arrangements to market the ‘“Hold-the- 
Phone” unit, an attachment for the usual cradle type 
telephone which permits a user to carry on a conver- 
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sation with both hands free for writing, etc. 
The device was described in a recent issue of the 
Horder Advisor, house organ of Horder’s, Inc., and 


Associated Stationers Supply Company, as being at- 
tached to the telephone receiver in such a manner that 
when the phone is being used the unit rests upon the 
Shoulder of the person telephoning. 

The Hold-the-Phone was originally made of rubber 
but in future will be manufactured of some suitable 
substitute material. 
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MONROE HONORS HEROES.—Everybody connected with the 
Monroe Calculating Machine Company, from President E. F. 
Britten, Jr., down, is mighty proud of this service flag which will 
hang in the company’s general office reception room at 
Orange, N. J. Each of its nearly 200 stars represents a Mon- 
roe man who is serving in the armed forces of his country. 
Mr. Britten is shown turning the flag over to Receptionist 
Eleanor Ward. One of the stars represents the young lady’s 
brother, John, serving in Bermuda with the field artillery 
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‘The LINE 
that can’t 
be matched 


“SHARPSHOOTER” 
Business generals 
pick 
PANAMA- BEAVER 
when every shot 


must Count. 





MANIFOLD SUPPLIES COMPANY 


icture? od Coast-to-Coast Distribution 





Identified Ink and Fabric Products Which 
Meet All Possibli Office ( onditions 


Ask your 
PANAMA OF 
BEAVER man 
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MEETINGS—CONVENTIONS—DINNERS 





OFFICE MACHINE DEALERS’ EASTERN 
CONFERENCE 

Typewriter and office machine dealers from up and 
down the eastern seaboard gathered at the Biltmore 
hotel in New York for the Eastern Sales-Merchandis- 
ing School of the National Typewriter and Office Ma- 
chine Dealers Association on March 28, 1942. There 
were questions of import on every lip—questions which 
concerned the livelihood of office machine dealers 
throughout the land—dquestions to which full and 
satisfactory answers were sought. This was a serious 
business, not a light-hearted social. Burning prob- 
lems needed solution. Were these people in business 
or were they not? If they were, what were the rules 
under which they could operate? If their main source 
of revenue was gone, to what could they turn? Yes, 
this group knew there was a war going on and were 
beginning to get an idea what was going to be re- 
quired to win it. 





AT THE N. T. O. M. D. A. NEW YORK SALES MEETING. 


1. Rear: James Lafferty, Underwood Elliott Fisher Co.; J. Arthur Lyons, 
Reliable Typewriter & Adding Machine Corp., Chicago; T. D. Rhodes, 
Typewriter Sales & Service Co., Baltimore; C. A. Hurst, C. A. Hurst 
Office Equipment Co., Norristown, Pa. Front: W. J. Elles. Baltimore 
Typewriter Exchange, Baltimore; W. R. Shilling, Fort Pitt Typewriter 
Co., Pittsburgh, Pa. 

2. M. S. Stevenson, Remington Rand Inc.; M. E. Clausner, Typewriter 
& Office Supply Co., Newark, N. J.:; S. Stein, Remington Rand Inc.; 
W. B. Arnold, Underwood Elliott Fisher Co. 

3. Rear: Murray Diamond, American Typewriter & Adding Machine Co. 
New York City: Harry Hoagland, L. C. Smith & Corona Typewriters, 
Inc.; W. Kerzner, Pearl Typewriter Co., New York City. Front: 
John A. LaHiff, J. E. Albright & Co., New York City; M. A. Ash 
L. C. Smith & Corona Typewriters. Inc.; M. E. Cohen, Jersey Type 
writer Service. New Brunswick, N. J. 

4. T. R. Patton, Patton Typewriter Exchange, Mineola, L. I.; Mrs. Jessie 
Taylor, Globe Typewriter Exchange, New York City: Tom DeWitt, 
and M. A. Ash, L. C. Smith & Corona Typewriters, Inc. 


8. O. A. Olson, 


9. The three visitors from Washington, 


President Irwin Vincent was conscious of these 
facts when in serious mien he sounded the gavel and 
with but a word of welcome in his official capacity 
he introduced Nicholas H. Fucci, Business Machines 
Service, New York City, president of the Office Ma- 
chine Dealers Association of New York. Mr. Fucci gave 
a hearty welcome to all on behalf of the local asso- 
ciation, and was loud in his praise of the committee 
who had been responsible for all the arrangements. 
Mr. Fucci opined that all present could benefit from 
this sales-merchandising conference, for the program 
had been prepared with great care and the speakers 
of the day well qualified. Touching briefly on the 
all-important subject of the day, the speaker urged 
all dealers to assist and cooperate with the govern- 
ment in every way. Reminding his audience that 
unity was essential in this emergency, he urged all 
to report violators of any governmental edicts as a 

(Turn to page 151, please) 


5. W. P. Wittelsberger, Adding Machine Sales & Service, Baltimore; 
Ted Shafer, United Typewriter Co., New York City; E. J. Toussaint. 
Central Duplicating & Typewriter Co., Camden, N. J.; F. T. Car- 
— United Typewriter & Adding Machine Co., Inc., Washing- 
ton, 


6. Irving Ritchie. Addressing Machine & Equipment Co., New York City: 


Irwin Vincent, Western Typewriter Co., Topeka, Kans., and president 
of the association; N. H. Fucci, Business Machines Service Co., New 
York City; Harry Turner, executive secretary of the association. 


7. Standing: W. H. Beckwith, Royal Typewriter Co.; Ivan Combe, Young 


& Rubicam, Inc.; Pvt. George Carr, Carr Typewriter Exchange; Wil- 
liam Christie, Royal Typewriter Co., Great Neck, L. I. Seated: R. C. 
Shoup and E. C. Bishop, Royal Typewriter Co.; M. E. Cohen, Jersey 
Typewriter Service, New Brunswick. N. J.:; William E. Franz, Royal 
Typewriter Co. 

Typewriter Service Shop, Detroit; E. J. Toussaint, 
Central Duplicating & Typewriter Co., Camden. N. J.; George Button, 
Wholesale Typewriter Co. 

L to R: Herman Edelsberg, 
Harvey C. Mansfield and W. G. Turquand. 
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If you own an LC SMITH... 





As you probably know, the need for 
prodigious quantities of war materiel 
has compelled the U. S. Government 
to restrict manufacture and sale of 
typewriters, along with automobiles, 
radios, etc. We must now devote a 
great part of our facilities to war pro- 
duction. 

For some time to come, it will be 
difficult to buy any typewriters. 


So—if you own an L C Smith, or a 


Corona, you are indeed lucky! For you 
will already have learned their capaci- 
ties (long known) for long life and 
little wear. We know they will serve 


you well! 





If you can secure another L C Smith 
or Corona—under our governing reg- 
ulations—you’re luckier still. And we 
shall be happy to serve you in every 


way possible. 


L C SMITH & CORONA TYPEWRITERS INC SYRACUSE, N. Y. 
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NATIONAL BLANK GROUP AT FAREWELL PARTY FOR MISS CARROLL 


FELLOW WORKERS FETE MISS CARROLL 

When the employees of the National Blank Book 
Company Chicago office learned of the intention of 
Miss Agnes B. Carroll to retire as Chicago manager on 
May 1, they went into huddles, appointed committees, 
and secretly prepared plans for a big farewell party on 
Saturday evening, April 18. They had to tell her some- 
thing about the event so as to be sure of her presence, 
and then they invited J. M. Towne, R. P. Towne and 
A. E. Farr from the home office in Holyoke, Mass. As 
will be observed in the accompanying picture, the out- 
of-town guests were there, together with all the Chi- 
cago employees, their wives, husbands and friends 

The shipping room was cleared and the entire area 
decorated with colored paper streamers. An atmo- 
sphere of festivity was created and maintained 
throughout the evening. 

At an appropriate moment Miss Carroll was pre- 
sented with a beautiful wrist watch as a token of the 
esteem in which She is held. Her remarks on accep- 
tance were typically gracious. 

From eight o’clock until midnight, gaiety reigned 
Jim Hawker prepared the refreshments, with the help 
of the girls, who brought cakes and cookies. Walter 
Waldvogel directed some dances which were really 
A juke box was rented for the evening, pro- 


games 
viding music from big-name orchestras. Everybody 
had a good time, but Miss Carroll, as the guest of 


honor, was especially pleased at this expression of high 
regard from those with whom she has toiled as a 
leader for so many years. 


\ 





STATIONERS & PUBLISHERS BOARD OF 
TRADE MEETING 

The credit men in the New York district received a 
real treat April 17 at the Hotel Biltmore in New York 
City at the sixth annual forum of the Stationers & 
Publishers Board of Trade. Recognizing from the 
announcements the quality of the speakers of the 
afternoon, one of the largest groups ever assembled 
at the forum was on hand. 

Executive Secretary Howard S. Sanders opened the 
meeting in the afternoon by complimenting the mem- 
bership for the codperation shown between sales de- 
partments and credit departments. He reminded that 
some years ago the two departments were at logger- 
heads most of the time. In the past year, Mr. Sanders 
said, he had seen the cooperation between the two 
departments increase until now he was glad to say the 
relationship could be described as close. 

As a preliminary to the introduction of the first 
speaker, Mr. Sanders reminded the group that these 
times called for more determination and courage than 
ever before, so he had tried to arrange a program 
that would be of interest. He mentioned as one of 
the things likely to be a source of difficulty at the 
conclusion of the war—high inventories. Those dealers 
who have large inventories and have them paid for, 
he described as being in a nice position. But those 
who have high inventories which are not paid for, 
he described as being in a precarious position. The 
latter group, he said, would probably require special 
effort on the part of the credit man. 

(Turn to page 143, please) 
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STATIONERS AND PUBLISHERS BOARD OF TRADE DINNER WHICH CONCLUDED MEETING 
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“What in th ld does ° r 
What in the world does ‘yoots of rbo 18rb’- mean? 
poss: | can't decipher this carbon copy! Look here, Boss: And you're sure we'd really save money by 
for example ... what does that say? using Park Avenue? 
Girt: Why, it says: “yours of the ISth” .. . you Girt: (ertainly. The Royal representative told me 
just have a badly blurred copy! that if you had paid $115 for a standard type- 
: ‘ied 7 writer, and if you have used it five years, you have 
soss: I'l] say it’s blurred! With all the money ; wall 0 Ki x d o . 
: f ; bought for it $115 worth of carbon paper and rib- 
this office spends for carbon paper, why don’t we ‘i, a 
: bons. With Roytype* Park Avenue carbon papers, H 
get copies a man can read? 


and Roytype* ribbons, you can cut those costs ma- 
Girt: Because one pre ce of the carbon paper we use terially! 
; . sy 

Si ly wont qive us enough qood, i¢ gible CO ples ry rye 
™ ; Pal , Boss: [hat settles it! Tell the supply department that 
and our office doesn't like us to throw it away : ; 

. we start using Roytype* carbon papers and ribbons 
foo soon, 


right away! 
soss: Then why do we use it? There must be 


good carbon papers! R oO YA L i 


Girt: Of course. But the supply department thinks . 
nk : ee ee ee MAKERS OF ROYTYPE* CARBON PAPER 
it is economical to buy this che ap paper But they re 


Royty pe* AND RIBBONS 


Park Avenue, made by Royal, is more economical 


wrong. Actually, a good carbon, lil 


hecause it can give many more clear. legible copies! 


And Park Avenue carbon paper will not “tree” 





will not smudge, smear, offset, or get your 


: ° x 
fingers dirty ; *Trade Marks Reg. U. 8. Pat. Off Copyright 1942, Royal Typewriter Co., Inc. 
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AT CHICAGO.—Dinner of the Western Credit Group, affiliated with Stationers & Publishers Board of Trade, Inc. 


WESTERN STATIONERS CREDIT GROUP HONORS 
MISS CARROLL 


Under the direction of Howard Sanders, executive 
secretary of the Stationers & Publishers Board of 
Trade, the Western Stationers Credit Group, an affili- 
ate of the board, had a one-day session at the La Salle 
hotel, Chicago, April 23. Practical matters of credit 
were discussed. At the dinner which preceded the eve- 
ning program Miss A. B. Carroll, who for many years 
has been Chicago manager for National Blank Book 
Company, was presented with a beautiful silver bowl, 
the gift of members of the organization. The presen- 
tation speech was made by W. D. Comstock of G. J. 
Aigner Company who recited something of the history 
of the group and told of Miss Carroll’s participation 
and cooperation from the beginning. 

Following the dinner Mr. Sanders was called upon to 
make some remarks. America, he said, was not built 
on defeatist attitude. Men and women who have pro- 
gressed have found time to get out and mix with others 
in their own lines. Many employees were disgruntled 
because of failure to advance with the growth of the 
businesses with which they are connected. The em- 
ployee willing to do a little bit more has a greater 
opportunity. The worst that could happen to a man, 


he added, is to be alone too much with his own 
thoughts. 
A credit man must be sales minded. He must watch 


credit risks. He must see that customers have suitable 





NEW YORK O. M. D. A. DINNER AT THE HOTEL BILTMORE ON MARCH 28 


reserve set aside for increasing taxes. Be optimistic, 

Mr. Sanders concluded, have courage and demand the 

information that a credit manager should have. 
ee 


CHICAGO O. M. A. MEETS 

As this issue goes to press the Office Management 
Association of Chicago is scheduled to hold its seminar 
at Thorne Hall, Chicago campus of the Northwestern 
University on April 24 and 25. 

The two-day meeting, which was to be devoted 
largely to wartime problems, was scheduled to include 
the following speakers and their subjects: 

John R. Fugard, president, Metropolitan Housing 
Council of Chicago, “What Office Managers Should 


Know About Civilian Defense”; C. U. Stapleton, 
Canadian Pacific Railway Company, “How to Meet 
Shortages of Office Equipment and Facilities,’ and 


Dr. W. R. Spriegel, chairman of Northwestern’s depart- 
ment of management, “Office Employee Morale During 
the War.” 
Myron Hilb, W. A. Alexander & Company, president 
of the association, will preside. 
*—-> - 
NEW YORK OFFICE MACHINE DEALERS 
DINE AND DANCE 
More than 650 members and friends of the Office 
Machine Dealers Association of New York responded 
to the invitation to the seventh annual dinner, dance 
and revue, Saturday evening, March 28, at the Hotel 
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If you want to be the leading ribbon and carbon distributor in your 
territory, now is the time to “stake your claim” to an Old Town agency 


territory. Market after market is being closed. The reason is simple: 
RESULTS! Leading office supply distributors all over the United States 
have enjoyed substantial increases in sales and profits since “going OLD 
TOWN.” OLD TOWN offers you unquestioned leadership in your terri- 
tory on these four important counts. 


PRODUCTS: A simplified PROFITS: Longer 

line. Includes exclusive specialty margins. Quicker turnover 
leaders like DAWN Curlproof Carbon 
and Old Town Hermetic Ribbons. An 
honest, trade-marked and GRADE- centage and dollar profits. 
marked line bringing you a new high 


in consumer confidence. PROTECTION: OLD 
PROMOTION: Powerful TOWN’S “Assigned Trading 


local selling aids. Regular spe- Area” plan gives you exclusive terri- 
cialty selling assistance. Consistent tory. Enables you to grow with Old 
NATIONAL ADVERTISING. Town without competition. 


of a compact stock. Bigger per- 


There's no obligation on your part except the one you owe yourself 


to find out what OLD TOWN distributors are getting. Send 
for your free copy of “The Dawn of a New Day 

in Ribbon and Carbon Merchandising.” It tells 

you why and how .. . 

OLD TOWN distributors nL 


Write today to 
Department A-5 





OLD TOWN bton E- G arlon Co, Vac. 


r “MAKES A GOOD IMPRESSION” ¢ 
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General Offices and Factory: 750 Pacific Street ° Brooklyn, New York 














* New GF Wood Files . . . 


Attractive in appearance... almost identical with 
GF equipment now in use. Cradle type suspension 
... free drawer movement under heavy load. Each 


drawer moves easily on ten free roller bearings. 
easily adjusted. Green 


Compression is positive... 
Letter or Cap size in 


enamel finish, plastic pulls 
four drawer. 


* New GF Wood Typewriter Desk 


Single and double pedestal. 60” and 45”. 
All storage drawers have removable parti- 
tions. Green enamel finish. Velvoleum top, 
plastic trim. Sliding shelves. 


usiness Office J, 





K New GF Wood Flat Top Desk 


60” and 45”. Single and ‘double pedestal, four 
leg construction. Green enamel finish... Vel- 
voleum top... plastic trim. Storage drawers 
interchangeable and slotted for partitions... 


stationery trays available. 
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In design and appearance the new GF wood table 
is almost identical with other GF office equip- 
ment. 60” or 72” size. Center drawer. Green 
enamel finish... plastic trim. Velvoleum top. 





Built to Serve TODAY’S Needs 
in the Modern B 














@ The new line of GF Wood Files, Desks and Tables is an answer 
to the growing need for expansion in the modern business office 

.a need that is now satisfied without holding back the war 
effort through the use of vital metal. Metal has gone to war... 
but the new line of GF Wood Files, Desks and Tables... avail- 


able now...reflects traditional GF quality. 


In designing the new GF Wood Files and Desks every objective 
sought for in other GF equipment has been kept in mind. Modern 
appearance, eficient operation and wearing qualities are continued 
as a GF principle...even to matching the design of the new wood 
equipment with GF equipment now in service. Desks are four leg 
construction... reinforced top...interchangeable drawers... 


standard dimensions and types...enamel finish...rounded corners. 


In keeping with other GF equipment, the new wood line of 
Desks, Files and Tables are coordinated for active workers. GF 
Wood Desks, Files and Tables may be placed side by side with 


present GF equipment with no discordant element. 


THE GENERAL FIREPROOFING COMPANY 


TUUNGSTOWN. On ae 


Products by GF: METAL DESKS + WOOD DESKS + ALUMINUM CHAIRS «+ STEEL CHAIRS + METAL FILING 
CABINETS »- WOOD FILING CABINETS + SAFES + STEEL SHELVING + STORAGE CABINETS + FILING SUPPLIES 
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CANODE 


DUPLICATING INKS 


*. Be & 


The Same HIGH Quality 
in NEW CONTAINERS! 


After exhaustive tests, we 
have decided on new 
glass containers in spe- 
cial packaging to meet 
new government regula- 
tions on curtailment of 
tin. We are glad to be 
able to cooperate with 
the war effort in this re { @& 
gard. 
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Preemie 
DUPLICATING © 


BLACK = 





It's the same extra high quality Stencil 
Duplicating Ink that has always been 
our pride - - - in a New proven con- 
tainer. Packaged in half pounds and 
full pounds, 24 bottles and 12 bottles 
to the carton respectively. 


CANODE INKS work perfectly in 
EVERY make and model of Stencil 
Duplicating Machine. Over 45 years 
experience in the manufacture of 
duplicating inks enables us to offer 
you the finest inks obtainable any- 
where. 


Ask for a sample—and test it—we 
know you will be entirely satisfied. 
Write today!! 


INK SPECIALTIES CO. INC. 


531 S. LAFLIN STREET . . CHICAGO, ILL. 


SATISFACTION GUARANTEED OR YOUR MONEY BACK 
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Biltmore in New York City. It was a grand crowd, 
the largest ever, pleasure-bent and happy—a striking 
contrast to the serious meetings that preceded during 
the day—the morning and afternoon for work, the 
evening for fun and pleasure. 

Nicholas H. Fucci, Business Machine Service, New 
York City, president of the association, was the guest 
of honor—his own charming and soft-spoken self 
as usual. 

Between courses of the delectable dinner complete 
from cocktail to demi-tasse, Harry Lefcourt’s per- 
suasive music kept the dance floor crowded. In the 
entertainment several surprisingly clever acts from 
neighboring Broadway pleased the diners no end. 
Then more dancing until the gray streaks of dawn 
began. 

Once again the association put over the event of 
the season chiefly because of the enterprise of the 
hard working entertainment committee headed by 
William Purvin, Superior Typewriter Company. 

———— 
40 ATTEND OFFICE EQUIPMENT DINNER CLUB 
MEETING 

The Hotel Griffon, Thirty-Ninth street and Park 
avenue, New York City, was the scene of the regular 
April meeting of the Office Equipment Dinner Club of 
New York City on Aprii 22. A group of about forty 
furniture dealers and salesmen was on hand to listen 
to Nat Sacks, Sacks Quality Furniture, New York City. 

After a delicious steak dinner President B. H. Nem- 
lich, Regan Office Furniture Company, New York City, 
called the meeting to order. The secretary and treas- 
urer both reported. The chair then appointed < nomi- 
nating committee to prepare a slate for next year and 
report at the next regular meeting. It was decided to 
hold the club’s annual outing as early in June as an 
appointed committee could arrange. 

The chair then turned the meeting over to Moe 
Turman, Metwood Office Equipment Company, New 
York City, who introduced the speaker of the evening, 
Nat Sacks, in glowing adjective and phrase. 

Mr. Sacks in introduction said he was particularly 
pleased to observe the evidence of camaraderie among 
the group. He perceived in this, evidence of codpera- 
tion which he considered essential to successful opera- 
tion in these difficult times. The speaker spoke of the 
difference between the household furniture business 
in which he was engaged and the office furniture busi- 
ness of which his listeners were a part, but in at least 
one respect they were alike—in that they were both 
headed for very difficult times ahead. Everybody is 
going to have to make sacrifices far and beyond their 
present conceptions to win this war but at the very 
worst how insignificant are the sacrifices of civilians 
compared to that of the men who actually are bearing 
the brunt of the fight on the fronts throughout the 
world. Each and every one has to contribute his own 
little mite until it hurts, for it is the accumulation of 
little sacrifices that makes the glorious whole. He 
charged his listeners to get behind the war effort in 
every possible manner. 


“Live and Help Live” 


The problem of staying in business will become pro- 
gressively more difficult as the war proceeds, was Mr. 
Sack’s contention. If we are to stay in business we 
shall have to discard our old theory of “live and let 
live” which actually was outmoded long ago and sub- 
stitute a new theory of “live and help live.” It will be 
necessary for us to cooperate with one another in a 
manner never before experienced if we are going to 
stay in business. Cooperation today, he said, was our 
most important job—cooperation with the government 
—cooperation with our factories—cooperation with our 
customers and cooperation among ourselves. Dealers 
have to learn to exchange ideas—have to seek ideas 
from other people and be ever ready to give their suc- 
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cessful ideas to others. Mr. Sacks made the following 
suggestions to the dealers present which he hoped 
might be of some assistance: 
1. Live from day to day and keep your business 
flexible. 
Turn over your facilities to war production if 
practical and possible. 
Pool orders to save transportation facilities. 
Merge smaller businesses into larger groups. 
Rent office furniture. 
Offer repairs and reconditioning service. 
Sell used furniture. 
. Add lines of home furniture which you can obtain. 
Mr. Sacks recognized the difficulty experienced by 
many dealers in being able to look ahead to the time 
when the things they sell will actually be scarce, when 
they will not be able to obtain merchandise because 
of lack of transportation, especially now, with their 
business flourishing. But he warned that the pinch 
would come soon—much sooner than many had the 
remotest idea. Irrespective of our varying political 
beliefs, our varying racial and religious derivations we 
must now all work together to our utmost in complete 
unity to do our one job—the only job of the moment— 
win the war. “Let’s start doing our utmost now” con- 
cluded Mr. Sacks, “and the all-out effort necessary to 
accomplish this end means ‘live and help live.’” 
After a period of round table discussion on some of 
the problems of the day the meeting adjourned. 
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CHICAGO TYPEWRITER DEALERS MEET 

More than 100 members and guests turned out for 
the April 13 meeting of the Chicago Typewriter Deal- 
ers Association, held in the Sherman Hotel. Hazen 
Ames, president, Ames Supply Company, Chicago, was 
host of the evening and also provided sixteen prizes 
for lucky winners. 

President Robert Goldblatt, Star Typewriter Com- 
pany, started the ball rolling by introducing Henry R. 
Karcher, Ames Supply Company, who, assisted by Jim 
Ward, entertained with a number of clever feats of 
legerdemain. 

Mr. Ward then told those present of his several 
conferences with government officials in Washington, 
concerning priorities and freezing orders in connection 
with office machines. 

Those who won prizes during the evening were: 
Jack Bewley, Bewley Typewriter & Adding Machine 
Service, electric clock; A. D. Jacobs, Illinois Type- 
writer Company, electric stove; S. E. Harley, same 
company, electric grill; Pete Comegys, P. L. Comegys 
& Company, electric heater; Charles Saugling, Young 
Office Equipment Company, plaque; Vince Svoboda, 
All Types Office Equipment Company, electric lamp; 
Charles Minetti, Typewriter Service Shop, pair of 
candle sticks; Martin N. Nielson, M. N. Nielson Type- 
writer Company, playing cards; Fred Gamrod, All 
Types Office Equipment Company, electric lamp; Ed- 
ward Moticka, Chicago Office Appliance Company, 
plaque; Claude J. Dunn, West End Press, leather wal- 
let; Dick Hoyt, “The Typewriter Man,” leather key 
case; H. W. Henricks, Henricks & Company, cigarette 
lighter; B. M. Goode, A. Alpern & Company, auto- 
mobile thermometer; Theodore J. Novak, Thompson- 
Zegiel Sales & Service, flashlight. 

Gitlin ini 
MICHIGAN STATIONERS ELECT 

The Stationers Club of Michigan selected Robert 
Ball of Ball & Thrasher, Ann Arbor, as its president 
for the ensuing year. R. A. Macdonald of Macdonald 
& Stingel, Saginaw, was chosen vice-president for the 
eastern division; J. C. Oom of Economy Office Supply 
Company, Grand Rapids, ror the western; E. L. Larsen 
of Baxter & Larsen, Owosso, secretary; T. W. Bussing 
of Bussing’s, Highland Park, treasurer. In addition to 
the officers, the executive committee includes the fol- 
lowing directors: Fred Holmes, The Prompt Press, 
Detroit; Jerry Gruner, Franklin DeKleine Co., Lansing; 


OFFICES ARE “HOME” for one-third of the day. They 
reflect character, make impressions... just as much as 
a home. That’s why leading executives are choosing 


their ofhce furnishings with care and good judgment. 


AND THAT’S WHY Sloane, who has furnished fine 
homes for generations, is called in to do offices. We can 
supply any special design. (‘The one above was recently 
ordered by one of our dealers for large financial 
organization.) But we also have on hand...at stock 
prices...nine period designs with custom-perfect details 
and workmanship. See below. 


uestions? Full information 


will be promptly supplied! 


WON’T YOU send us vour 
on our dealer franchise 


NINE EXECUTIVE SUITE DESIGNS...STOCK PRICES! 


Queen Anne Adam Three 
Chippendale Sheraton Modern 
William and Mary Georgian Suites 


Wholesale Office Furniture Division 


W«J SLOANE 


FIFTH AVENUE + NEW YORK 
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For Greater Production in the ACCOUNTING DEPARTMENT — 
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eSaver 


Columnar Ruled Pads ... Accounting Pads... 
Accountants Work Sheets ... Bookkeeping Forms 


The accountant, too, is on the production line today his work vastly 


increased in volume and in importance 


Under these conditions, with accountants striving to work faster, and 
longer, and more efficiently, it is natural that more and more are finding 
it highly worth while to “tool up” with “Eye-Saver” ruled forms and 
work sheets 

MASTER-CRAFT “Eye-Saver’ forms are a definite help in working faster 
easier and more accurately. Their ‘flat’ surface is ideal to write on and 
erases perfectly, yet reflects no harsh, unpleasant light glare. They are 
cleanly ruled in an exclusive combination of soft brown and green shades 
that are particularly soothing and restful to the eyes. On these forms ané 
sheets, the written words and figures stand out strongly 1 feature that 
every accountant appreciates 


Like all worth while aids to America’s production eftort, MASTER 
CRAFT “Eye-Saver” forms are in great and growing demand today — 


both by accountants and by progressive stationers. 





GHAW-WALKER 


MASTER-CRAFT LOOSE-LEAF DIVISION 











Kalamazoo, Michigan 
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Dean Hall, Gage’s, Battle Creek; Edward Klebba, 
Klebba’s, Royal Oak. 

The club voted to hold its usual summer outing, the 
time and place to be announced later. Miles Fox of 
Miles Fox Company, Detroit, is chairman of the out- 
ing committee. 

sinensis re 
PLANS READY FOR 4TH AND 9TH REGIONALS 


Jackson, Miss.—Stationers, office equipment dealers, 
travelers and printers from practically every state in 
the South will gather at Jackson, Miss., on May 18 and 
19 for the Wartime Conference of the Fourth and 
Ninth Districts of NSA. Although the convention offi- 
cially begins May 18, registrations will be opened at 
convention headquarters, the Heidelberg hotel, on 
Sunday afternoon, May 17. 

C. Guy Lowe, governor of the Ninth District, and 
Claude Hanes, governor of the Fourth District, have 
been busy with their committees and report that a 
“crackerjack” program is to be expected. 

Central idea of the conference will revolve around 
the position of the stationer in a changing wartime 
economy. Outstanding speakers on such subjects as 
priorities, accounting and credits, advertising and the 
war and post-war problems have been obtained. 

However, the convention will not be entirely devoted 
to the serious. The usual golf tournament will be held, 
at the Jackson Country Club, and there will be music, 
dancing and a floor show following the annual banquet 
on May 19. The program committee promises some- 
thing new in the way of after-dinner speakers at the 
banquet. 

The preliminary schedule of speakers and their sub- 
jects is as follows: 

“Address of Welcome,” by Zack Hederman, Heder- 
man Bros. Printing Company, Jackson; “Response to 
Welcome,” by John Wright, Story-Wright Company, 
Tyler, Tex.; “President’s Address,’ by NSA President 
Dick Healy; “The Present Outlook for Stationers,” by 
Al Skibbe, Associated Stationers Supply Company; 
“Priorities and What They Mean to the Stationer,” by 
speaker to be announced later; “Past and Future of 
Metal Furniture,” by William Hoge, The General Fire- 
proofing Company; “Wood Furniture, Defense and the 
Dealer,” by Lon Storey, Wilson Stationery & Printing 
Company, Houston, Tex.; “Paper, Wood and Pulp,” by 
Ed. Dalstrom, Graham Paper Company, Memphis, 
Tenn.; “Accounting and Credits in a Wartime Econ- 
omy,” by Dick Quin, Dick D. Quin & Company, Jackson; 
“Men With Sharp Axes,” by Willis Lowe, NSA vice- 
president; “Selling in a Wartime Economy,” by Fred 
Fenne, NSA vice-president; “Advertising and the War,” 
by G. W. Godwin, Dixie Advertisers, Jackson; “After 
the Deluge, What?” by Birney Imes, Commercial Dis- 
patch, Columbus, Miss. 
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STATIONERS’ GUILD OF CANADA HOLDS NINTH 
ANNUAL MEETING 


The ninth annual meeting of The Stationers’ Guild 
of Canada was held in Montreal, Que., on Monday, 
April 13. It was one of the best meetings yet held by 
the Canadian stationers. 

The annual reports revealed advances being made in 
every division of activities and particular interest was 
shown in wartime regulations and restrictions. A 
determination to uphold the high standards of the 
industry was manifest at every session. 

The evening dinner meeting was well above the 
average both in attendance and the caliber of the 
message heard from the featured speaker. W. B. 
Powell, president of Appleford Paper Products Limited, 
Hamilton, Ont., spoke on “Price Control” and gave 
his audience some real food for thought with respect 
to the attitude of business regarding the many reg- 
ulations which would undoubtedly have to extend 
well beyond the present emergency. 

W. Ed. Dawson, district chairman for the Province 
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The Order of the day is 
Conservation 


Now is the time for all 


Office Machine 


Dealers 


to take advantage of 
AMES helps for 


MAINTENANCE 
SERVICE 


See 
YOUR MAN FRIDAY 
for more Conserva- 
tion Helps and 
remember to 


KEEP AHEAD WITH AMES 
Products—Sales Helps—Service 





Ames Supply Company 


564 W. Randolph St., Chicago 





37 Murray St., 583 Market St., 
New York — San Francisco 
1905 Commerce St., | PRINCIPAL CITIES 11 Pryor St., 
Dallas Atlanta 
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ALL OF US MUST PUT 


VILTURY 


Fiftol! 


WINNING the war is our first big job. 
It must come before any other consid- 





eration—business or personal. 


Most of the desks that we are mak- 
ing today are for the use of the United 
States Government, or for companies 
working on direct defense contracts. 


We believe it is our patriotic obliga- 
tion to give orders for vitally needed 
“defense desks” priority over all 


*“non-defense” orders. 


If you dow t get your shipments of 
Imperial desks and tables as promptly 
as usual, please be patient. We will 
fill your orders as quickly as possible 
—but Uncle Sam’s needs must come 
first. 


We're sure you won't mind waiting 
if you know it helps to speed up vic- 


tory. 


cllepenial 


UESh COMPANY 


EVANSVILLE, INDIANA 
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of Quebec, directed the general sessions. Delegates 
were present from Montreal, Quebec City, Chicoutimi, 
St. Johns and Sherbrooke, Que.; Toronto, St. Cath- 
arines and Stratford, Ont., and Moncton, N. B. Spe- 
cial messages were received from a number of farther 
distant points. 
—_-—— 
KRILOFF ENDS TWENTY YEARS WITH 
UTILITY SUPPLY 

I. Kriloff, for the past twenty years treasurer of the 
Utility Supply Company, Chicago, brought his long 
service to an end on March 15 when he resigned from 
active participation in the business. 

On March 21, officials and employees of the Chicago 
stationery house gathered at the Sherman hotel to 
attend a luncheon in the College Inn and to pay hom- 
age to the man who was to be their guest of honor. 
M. E. Wolf, president, opened the proceedings by de- 
livering the keynote speech in which he described at 
length the many important contributions Mr. Kriloff 
had made toward the growth of the company. 

Harry Hechtman, secretary and treasurer, also spoke 
and dwelt for some time upon the pleasant relation- 
ship which has existed during Mr. Kriloff’s term of 
service between executives and employees of the firm. 

After short speeches by various department heads 
Vice-President and General Manager William B. Elson, 
in his capacity of toastmaster, superintended the pres- 
entation of a handsome traveling set as a gift to the 
retiring official from his colleagues. A cigarette case 
from the company employees and a charter member- 
ship in the Utility Social and Athletic Club were also 
presented to Mr. Kriloff. 

—— 
N. Y. STATIONERS TELL GOLF SCHEDULE 

Another winter has gone by, trees are budding and 
the first robins have appeared. Likewise another and 
more potent sign of spring looms—the New York 
Stationers Golf Association issues its 1942 season pro- 
gram. 

As in past years there will be two classes, A and B, 
with two contest cups in each division. Still other 
prizes have been donated for those who do not aspire 
for championship records. 

The tournament schedule of dates, places and hosts 
is given as follows: 

May 12, Winged Foot Golf Club, George Fairchild; 
May 26, Mountain Ridge Country Club, Julius M. 
Kahn; June 9, Richmond County Country Club, Fred 
G. Huber; June 23, Westchester Country Club, E. T. 
MacIntyre; July 9, Ridgewood Country Club, Herman 
Price; July 21, Century Country Club, Richard Lewi- 
sohn, Jr.; August 4, Garden City Country Club, Ernest 
Payne; August 18, Fenway Golf Club, Inc., Larry 
Robbins; September 8, St. Albans Golf Club, Charles 
W. Schatzlein; September 22, Apawamis Club, Robert 
B. Sainberg; October 15, Hackensack Golf Club, Louis 
H. Tavernier. 

The June 23 game at Westchester has been set aside 
as the club’s annual “Ladies Day” for which special 
preparations have been made by the committee. 

—=-e #8 — 


GOLF IS IN THE AIR 


At the April 17 meeting of the Great Lakes Travelers 
Club a golf committee was appointed with Harry Balch 
of Quality Park Envelope Company, chairman. Other 
members are Bill Lipner, Koh-I-Nor Pencil Company; 
Jack Johnstone, Wallace Pencil Company; Ed Conlon 
and Earl Collins, Rockwell-Barnes Company; Al 
Baugher, The Carter’s Ink Company. The committee 
met immediately and soon reached a unanimous deci- 
sion to hold the outing at the Rolling Green Country 
Club, June 12. The club is located on Rand road, which 
is U. S. Highway 12, adjoining the east limits of Ar- 
lington Heights and a short distance north of Mount 
Prospect. The entrance is just north of Euclid street. 
All members of the Great Lakes Travelers Club and 
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WAR TIME 


is the time to 











And Industry and Government save time by using Acme Visible 
“CONTROL” Record Systems. 


There never was a time, when time was so important! Acme 


Visible Records are helping importantly in the speedup pro- 
gram by providing accessible up-to-the-minute data to make 
wise decisions and take timely action. 

Acme’s technical experience, of over 25 years, specializing 
in Record Systems, is available—to the Armed Services, War 
Contractors and Manufacturers —to aid them in effecting 


economies and short-cuts in connection with— 


ALL ESSENTIAL RECORDS 


Acme Visible Equipment is applicable to every kind of record 
and, when applied, mu/tiplies the value of the record and, in 





addition, effects a substantial saving in 





clerical time. 





























ACME VISIBLE RECORDS, INC. 


122 SOUTH MICHIGAN AVENUE @ CHICAGO, ILLINOIS 
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SPECIFICATION S$ 


THE ASCO “METROPOLITAN WOODMASTER” is designed for active filing depart- 
ments and use in executive offices combining extremely sturdy construction with beauty of 
line and trim. A war file to stand up under war-time needs. 


@ MATERIALS AND CRAFTSMANSHIP are of the best standards. 


@ CABINET HARDWOODS (poplar) are high grade thoroughly seasoned, air and kiln-dried, 


free of knots, shakes and other defects. 


CASE FRAME: “ASCO REINFORCED WOOD-WELD” (Lap) construction. Extra 


framing member in center of panel. Doubly reinforced. Wood screws, etc. Glue blocks 
at all points of stress. Case is extra rigid and strong. 


@ DRAWERS are tongued and grooved, dovetailed front and back. Corners dovetailed. 


SUSPENSION: Equipped with new improved "ASCO" progressive aero steel suspension. 
Glide easily under a full load on perfectly timed extension slides. Slides contain two ball 
bearing and two case hardened rollers (one floating) protected by rust-corrosion resistant 


process. 


HARDWARE: Plastic: Bronzed finish. 


@ LOCKS: Yale & Towne Paracentric "ASCO" automatic lock control. 


@ FINISH: Cabinet (outside) properly sealed, harmonious finish in Asco Olive Green. (In- 





terior) stained sealer. 





METROPOLITAN 
WOODMASTER 
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Height 
52!/,” 


10!/9” 


52!/,” 


10/9” 


DIMENSIONS: 


LETTER SIZE 
OUTSIDE 


Width 
16l/,” 
INSIDE DRAWER 
121/,” 
LEGAL SIZE 
OUTSIDE 
19l/,” 
INSIDE DRAWER 
151/4” 


ART STEEL SALES CORPORATION 


300 EAST 145th ST., NEW YORK, N. Y. 









Depth 
215," 


251/,” 


2755." 







for VICTORY 
buy 
UNITED STATES 
SAVINGS BONDS 
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oie LEAVE FOR THE DURATION 
FOR | HAVE A JOB TO DO. 
BUT WHEN THE WAR IS OVER 








MLL BE ROLLING BACK TO YOU. J 





A MAN CAN SIT BACK in quiet 
thought —or lean forward in steady work 

in this comfortable model made by the 
Jasper Chair Co. of Jasper, Indiana. Like 
4 out of 5 office chairs, it’s Bassick- 


LONG HOURS at the desk are made 
shorter when executives are sitting in this 
chair from the Sturgis Posture Chair 
Company of Sturgis, Michigan. Equipped 
with smooth, quiet Bassick Casters and 
Flo-tilt Chair Control. 





equipped. 





Bassick Casters 


BRIDGEPORT, CONNECTICUT 


The number one caster for every office use 
MANUFACTURER ° 
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stationers in the district who find it to their advan- 
tage to be in the vicinity of Chicago at the time are 
invited to be present. 

Among the visitors at the meeting which took the 
action on golf were George Schumacher, Siekert & 
Baum, Milwaukee, and Jim Petrak, Just & Son, Chi- 
cago, also Jack Kennedy of Trussell Manufacturing 
Company, Poughkeepsie, N. Y. 

© 

CREDIT EXECUTIVES TO MEET ON JUNE 24-26 

The sixteenth annual conference of Credit Execu- 
tives will be held on June 24, 25 and 26 in the Hotel 
Breakers, Cedar Point-on-Lake Erie, Sandusky, Ohio. 
The delegates as in past years will be men and women 
connected with manufacturers selling to the sta- 
tionery and school supply trade. 

Company executives and credit managers will find 
much to reward them by attending the convention. 
Speakers of outstanding reputation and experience 
will discuss problems of timely interest; opportunity 
will be afforded for the mutually beneficial exchange 
of ideas and opinions and the delegates will find 
ample time to renew old and establish new acquaint- 
anceships. 

Further details of program, meetings, etc., may be 
obtained from the following men: 

National chairman, R. Guy Echols, assistant secre- 
tary-treasurer, American Crayon Company, Sandusky, 
Ohio; eastern chairman, J. P. Templeton, secretary, 
Joseph Dixon Crucible Company, Jersey City, N. J., 
and western chairman, A. H. Mueller, credit manager, 
Associated Stationers Supply Company, Inc., Jefferson 
and Quincy streets, Chicago, Ill. 

= >-0—___- 
TWELFTH REGIONAL DRAWS BIG CROWD 

Two meetings in Los Angeles and one in San Fran- 
cisco constituted the annual gathering of the NSA 
twelfth regional district which was presided over by 
Ed. Wobber, Wobber’s, Inc., San Francisco, as regional 
governor. 

The first meeting in Los Angeles brought out one 
of the best crowds ever to greet General Manager 
Charles Garvin and the NSA troupers. Instead of a 
number of programmed speeches, the sessions in the 
Southern California city were in the nature of in- 
formal gatherings at which general discussions finally 
developed into a large question and answer period. 

In San Francisco, Mayor Angelo Rossi was on hand 
at the Lakeside Country Club with Chief of Police 
William Wobber an excellent aide. Ed. Wobber was 
toastmaster. 

When it came time for Mr. Garvin to speak the 
lights were dimmed and there appeared between two 
flags a large portrait of George Washington. This 
brought thunderous applause from the _ estimated 
150 present. 

After a short address by National President Dick 
Healy, those present listened to a speech by Ed. Con- 
lon on the subject of “The Effect of Posture on the 
Merchandising of Thought.” 

Altogether the twelfth regional event can be chalked 
up in NSA annals as one of the best in many years. 

ie ne 


MILLER SPEAKS ON CIVILIAN DEFENSE 

W. L. Miller, The General Fireproofing Company, 
Youngstown, spoke on “The Importance of Civilian De- 
fense” at a recent public meeting at Suburban Poland, 
Ohio. His address was followed by pictures illustrat- 
ing air raid warden and general civilian defense work. 

AK 

(ose 
NEW ENGLAND GOLF SCHEDULE 

The New England Travelers Club has announced its 
1942 season golf schedule. The places, dates and hosts 
for the day are as follows: 

May 13, Norfolk, Jim Towhill; May 27, Blue Hill, Bill 
Taylor; June 10, Pawtucket, Ed. Freeman; June 24, 
Bellevue, Wallace Lovett; July 8, Pine Brook, Sam 


UNWAVERING MERIT 


keeps Liberty Record 
Storage Boxes in their 
23 year old position of 
‘‘leader"’ in the field of 


record storage products. Liberties protect: 


the vital records of countless thousands of 
American business concerns who must, of 
necessity, preserve their records for pos- 
Tiolt-Meahitia-Mia-ti-ta-tala: 


Unimpeachable testimony for their effi- 
ciency, durability, and economy — all 
around satisfaction from using Liberties— 
lies in the fact that such concerns as those 
listed below use Liberties for storing their 
vital records. 


These war industries use Liberties. They 
merely head the list of thousands who have 
found Liberties consistently superior—with 
the economy demanded by sound business. 


Aluminum Company of America 
Baldwin Locomotive Warks 
Brown & Sharpe Manufacturing Co 
Dow Chemical Company 
Fairchild Engine & Airplane Corp 
General American Transportation Corp 
Great Lakes Steel Corporation 
United Airlines Transportation 
Western Electric Company 
Wright Aeronautical Corporation 


The war industries in your area must save 
their multitude of records. Demonstrate the 
all around desirability of Liberties 


Sold by Leading Stationers Everywhere 


BANKERS BOX COMPANY 


536 South Clark Street ° Chicago 
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CHAIR ACTION 


SYNCRO-TILT Chair Irons are the most important operating 
part—and the most powerful sales feature—on many popular- 
selling Posture Chairs. Once you see how the SYNCRO-TILT 
works you'll recognize why it’s one of the Industry’s greatest 
contributions to office working efficiency—and CHAIR SALES! 


5-Way Adjustment . . . Synchronized Action . . . SYNCRO- 
TILT Chair Irons provide FIVE Adjustments—every possible 
adjustment to fit the chair to the occupant. And its SYNCHRON- 
IZED movement offers the last word in comfort-engineering 

form-fitting body support in working position, and complete 
relaxation and freedom from fatigue. Prevents up-and-down 


rub of the back pad, and uncomfortable restriction of blood 
circulation at the knees. 


% Dealers! 


Check this important Sales 
Feature on YOUR Chair Lines. 


BOLE PRODUCTS GOMER 


% Manufacturers! 
Write now for BOLENS SYN- 
CRO-TILT Chair Iron Catalog. 
Put SYNCRO-TILT to work 
selling YOUR Chairs! 


Modern Chair Irons for all types of Office Chairs and Stools 


Vityeelalsia 
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Narcus; July 22, Wollaston, George Slater; August 5, 
Blue Hill, Ed. Knapp; August 19, Grand View, Ted 
Hargen; September 2, Marlborough, John Dwyer; Sep- 
tember 16, Wellesley, Doc Traver; September 30, Nor- 
folk, Jim Towhill. 
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ILLINOIS RIBBON AND CARBON MEN MEET 

Returning to Chicago after a month’s vacation in 
Florida during which he acquired a snappy and stylish 
coat of tan, E. D. (Ed.) Roberts wielded the gavel 
at the regular monthly meeting of the Illinois Inked 
Ribbon & Carbon Paper Association of which he is 
president. 

The meeting was held on April 6 at the Atlantic 
hotel and, following the usual procedure, consisted of 
a noon luncheon and two-hour business session. There 
was a fine turnout of the membership on hand to 
welcome President Roberts home and listen to his 
stories of the big ones which did, and did not, get 
away. More impressive than sports and Florida sun- 
shine, however, was the hourly parade of Navy planes 
which, according to Mr. Roberts, apparently keep up 
a ceaseless patrol over the waters adjacent to the 
section of Florida which he visited. 

When the general discussion veered round to busi- 
ness, Art Andre, A. W. Andre Company, Chicago, men- 
tioned noting an apparent shortage of typewriter 
ribbon spools. Harry Braham, Chicago manager for 
the Old Town Ribbon & Carbon Company, and vice- 
president of the association, voiced the opinion that 
if any substantial number of ribbons were being sent 
out of the country as, for instance, to this nation’s 
allies, it would only be a matter of time before a 
shortage of spools would make itself felt unless users 
could be prevailed upon to save them with the same 
intensity that they conserve other office supplies. 

Others present, however, declared the belief that 
in the event such a shortage came about, the ingenuity 
of American manufacturers and inventors would in 
all probability find a substitute. Plastics and an 
unusually heavy pressboard were mentioned, while it 
was even asserted that experiments are already under 
way toward perfecting a ribbon spool of wood. 

The association meets on the first Monday of each 
month in the Atlantic hotel and members of the indus- 
try visiting in Chicago are cordially invited to attend. 


SS 
COLLEGE STORE CONVENTION HELD IN 
CHICAGO 


Marked by a record attendance and successful busi- 
ness show, the annual convention of the National 
Association of College Stores was held in the Palmer 
House, Chicago, from April 20 to 22. 

One of the main attractions of the three-day meet- 


| ing was the display of products in the hotel’s ex- 


hibition hall. Out of a total of nearly fifty individual 
exhibits eighteen were maintained by manufacturers 
prominent in the commercial stationery and office 
equipment field. 

These exhibitors, their products and the men in 
charge were as follows: 

Acco Products, Inc., Long Island City, N. Y—Fasten- 
ers, folders, covers, paper clips and kindred items. 
Bill Boyd. 

G. J. Aigner Company, Chicago.—Celluloid insertable 
school indexes, index tabs, desk pads and celluloid 
envelopes. This booth also displayed clip and draw- 
ing boards manufactured by Service Industries. Elmer 
Krumwiede. 

The Carter’s Ink Company, Boston.—Colored foun- 
tain pen inks and Dip-Well sets with many other lines. 
Karl Kiesel, Albert H. Baugher and E. W. Keough. 

Joseph Dixon Crucible Company, Jersey City, N. J— 
A full display of Dixon pencils and Rite-Rite mechani- 
cal pencils, featuring models for every purpose and 
use in schools and business houses. W. J. Becker. 

Eagle Pencil Company, New York, N. Y.—The entire 
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are doing a magnificent 
Filing job and 


conserving steel 


DESCRIPTION 
* Five-ply birch construction — 
* Rich green enamel finish 
* Brush brass plated hardware 


* Non-suspension drawers operate 
silently and smoothly 


*® Follower block that does not bind 
* Letter and legal sizes 
* Moderately priced 


* Ruggedly built to give years of 


satisfactory service 


SEND FOR SAMPLE TODAY 
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Eagle pencil line displayed in an attractive setting. 
A. H. Berwald. 

Esterbrook Steel Pen Mfg. Company, Camden, N. J. 
—A complete demonstration of all forms of writing 
instruments. R. N. Wood. 

Eberhard Faber Pencil Company, Brooklyn, N. Y.— 
A series of desk and gift sets, black and colored 
pencils, etc. A. C. Van Horne. 

Higgins Ink Company, Inc., Brooklyn, N. Y.—Draw- 
ing and writing inks, adhesives and sealing wax. Harry 
Tehan and Jim Bradley. 

C. Howard Hunt Pen Company, Camden, N. J.— 
Boston pencil sharpeners, Hunt pens for art work and 
writing and the Speedball line of lettering pens. John 
G. Kolb and Henry Frankenfield. 

Koh-I-Noor Pencil Company, Bloomsbury, N. J.— 
Showing the Koh-I-Noor pencil lines. G. M. Favor. 

National Blank Book Company, Holyoke, Mass.— 
Ring books, portfolio covers, indexes, fillers and other 
school supplies. A. E. Farr, Leonard Rose, R. P. Towne 
and others. 

Parker Pen Company, Janesville, Wis.—Featuring 
the “51” fountain pen, the Vacumatic line and Parker 
Duofold. George Whiteside. 

Sanford Ink Company, Chicago.—Inks and adhesives 
for all business and school purposes. R. P. Carpenter 
and C. W. Lofgren. 

W. A. Sheaffer Pen Company, Fort Madison, Iowa.— 
Featuring the new Triumph line of pens and pencil 
sets, together with other Sheaffer products. Graham 
Orr. 

Trussell Mfg. Company, Poughkeepsie, N. Y.—Stu- 
dent ring books in many styles and sizes. Jack Ken- 
nedy. 

Service Industries, Chicago.—See G. J. Aigner Com- 
pany. 

L. E. Waterman Company, New York, N. Y.—Water- 
man pens and pencils, inks and desk sets. Charles 
Kernaghan and others. 

Wilson-Jones Company, Chicago. — Loose leaf ring 
books, sheets and indexes, briefs and report covers, 
prong fastener binders and other items. George Cor- 


mack and others. 
ee eee 


DIEBOLD BUYS IRON PLANT 

As a means of expanding its production of defense 
material, which includes the manufacture of armor 
plate, the Diebold Safe & Lock Company, Canton, Ohio, 
has purchased the entire plant of the Dayton Malleable 
Iron Company. The plant occupies more than seven- 
teen acres south of Waynesburg road, S.E., in Canton, 
and was built in 1916 at a cost of $7,000,000 —AK 


*—-> © 


LEWIS GETS AIRLINE PLAQUE 

M. J. Lewis, sales manager for the Zephyr Amer- 
ican Corporation, New York City, is the proud owner 
of a plaque presented by the United Airlines, signify- 
ing his membership in that organization’s “100,000 
Mile Club.” The plaque reads: “To Mr. M. J. Lewis 
in appreciation of your valuable contribution to air 
transportation progress.” 


—_—_—_9 = -9 


TOLEDO FIRM CHANGES NAME AND ADDRESS 

The Adding Machine Sales & Service, 1439 Jackson 
street, Toledo, Ohio, has moved to Fremont, Ohio, 
where it will be operated under the name of Woods 
Adding Machine Company, and will be located at 
210 North Taft avenue. The company is owned by 
R. W. Woods. 


°*—- 


KLINE TO MANAGE UEF HOLLYWOOD BRANCH 

K. C. Kline last month was appointed manager of 
the Underwood Elliott Fisher Company’s Hollywood 
branch office located at 6611 Sunset boulevard. The 
appointment was announced by General Sales Man- 
ager W. F. Arnold. 
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AIDING DEFENSE 


GRAND RAPI 





PORTABLE ADDING MACHINES « ELECTRICS 
STANDARD ADDING MACHINES 
BOOKKEEPING MACHINES + STATEMENT 
MACHINES . CASH REGISTERS 
CALCULATORS + ACCESSORIES + SUPPLIES 


Pin thie ai at ee ats. 2S 


WORLD FAMOUS 
R. C. ALLEN 
10 KEY CALCULATOR 


"MODEL 30” 


© Simplified 10 key-keyboard 

e Visible keyboard check dials 

e Completely enclosed mechanism 
including carriage. Dust proof. 

@ One hand operation 

e Fast clearance of visible dials 

© Portable—Base dimensions 8” x 10” 


$2959 


Allen Calculators 


INCORPORATED 


RC Allen. 


Pnesioe 
_ 


678 FRONT AVE., N. W GRAND RAPIDS, MICH 




















Efficiency is VITAL 
to War Production! 


Today you can sell this most efficient 
EXECUTIVE DESK FILE with Celluloid Tabs 
to all your customers. It will help speed up 
desk detail so important during Wartime. 





Durably constructed with black rigid covers. 
Never becomes soiled or dog-eared. 


Ideal for use 
in a large 
desk drawer— 
expands up to 
18 inches. 


The EXECU- 
TIVE DESK 
FILE is a per- 
fect container 
for confiden- 
tial mail, per- 
sonal papers, 


receipts, etc. 


Onder by Number 


All Have Celluloid Tabs 


B3CT—Tabbed A to Z B4CT—Tabbed 1 to 31 
B3CT-C—Tabbed A to Z (Entire back cloth bound) 


QUALITY PARK ENVELOPE C0. 


General Office & Factory Chicago Office and 
Quality Park Warehouse 
St. Poul, Minnesota 11-116 Merchandise Mart 
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New Machines and Devices Section l 
Continued from page 46 


through the mat, which may be stored and re-used. 
Erasures and corrections can be easily made. 

Lithomat is available in all sizes for all types of 
small offset lithographing and Photomat comes in all 
sizes required by commercial lithographing firms. 

—- 
BURGESS ANNOUNCES ACOUSTI-BOOTH 

The Acoustic division of the Burgess Battery Com- 
pany, 2825 West Roscoe street, Chicago, has intro- 
duced a new type of doorless booth for telephones 
under the trade name of the Acousti-Booth. 

Made of wood, which permits the manufacturers to 
furnish models on order without priority or other 
restrictions, the Acousti-Booth provides a “zone of 








THE NO. 208 ACOUSTI-BOOTH 


quiet” due to the fact that outside noise is blotted 
out by the sound-absorbent walls while, at the same 
time, it is said that speech within the booth cannot 
be heard outside of its confines. The doorless con- 
struction keeps the booth airy and well-ventilated. 

Walls and ceiling are of heavy, reinforced birch ply- 
wood panels filled with a blanket of the sound- 
absorbing material, a Burgess patented development. 
The model shown is the De Luxe 208 and is attrac- 
tively finished in brown walnut and light gray in- 
terior, or other colors, on request. Two shelves and 
overhead lighting unit with pull-chain are standard 
equipment. Outside dimensions are 30 inches wide, 
791, inches high and 3934 inches deep. Front opening 
is 19 inches. 





- 8 a 

INK SPECIALTIES ADOPTS NEW INK CONTAINER 
A new glass and plastic container for its line of 
duplicating inks has been designed and adopted by 





NEW CONTAINER FOR INK SPECIALTIES PRODUCT 


the Ink Specialties Company, Inc., 531 South Laflin 
street, Chicago, following the WPB ban on tin as con- 
tainers of various products. 

The glass container is equipped with a plastic cap 
and is available in two sizes, one-half and one pound. 
These are packed 24 and 12 to a carton respectively. 
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MODEL J-30 STAPLING PLIER $3.85 
Model J-30 is light in weight, yet rugged. Requires but little space 
and can be put into desk drawer or pocket when not in use. Indis- 
pensable for vertical filing or for attaching material to a perma- 


nent card. Uses DJ340 NEVA-CLOG Staples. 





ODEL B-100 STAPLING PLIER $5.25 


For heavy duty and for fastening of tough materials, this machine 
uses a broad flat staple. Fastens such materials as fibre, softwood 
baskets, veneer wood, leather and belting. Used for sealing heavy 
paper or cloth bags, packages of corrugated board, and similar 
difficult operations. Powerful leverage, durable, fool-proof. Sta- 


ples used: NEVA-CLOG B-%. 





ODEL S-100 STAPLINC 


PLIEF 


A rugged, powerful Stapling Machine with 4 to 1 leverage. 
Particularly designed for production work and hard usage, but 


can be used for any stapling operation within its capacity. Clog- 


proof so that it will give constant production 
A-1000 or L-1000 Staples. 


Uses NEVA-CLOG 
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These MACHINES are 
Essentials in DEFENSE 


You as a Neva-Clog Dealer are in a favorable 
position to secure large orders for Neva-Clog 
Pliers and staples for defense needs and from 
firms engaged in Defense Production. 

Neva-Clog Staplings Pliers are used in sub- 
assembly of gas masks—most of the aircraft 
companies—temporary stitching on many arti- 
cles, beside office use in these plants. Many 
Army units use and others can use Neva-Clog 
Pliers in many places where it is essential that 
orders and other important papers be secured 
together. This is the one type of machine which 
is fully portable as it can be slipped conveniently 
in the pocket or pack and easily carried anywhere 
it is desired or needed. 

It is an important tool for all office records in 
industry, field or camp. 

If you are located where such contacts can be 
made you will find some very profitable business 


available by contacting the proper authorities. 


IMPORTANT 


BUT—we wish to stress the importance of get- 
ting priority certificates or other government au- 
thority on orders as these priority orders are 
essential in helping us to maintain our supply of 
raw materials for both machines and staples and 
thereby keep your sales of Neva-Clogs mounting. 

If you need any information regarding proce- 
dure just let us know and we will gladly furnish it. 

Today, more than ever it is essential that we all 
work more closely and help each other to the 


greatest degree possible. 


NEVA<CLOG PRODUCTS, Inc. 


BRIDGEPORT, CONN. 
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Ce RECRUIT WOOD FILE... 
A DEPENDABLE AND ESSENTIAL 


WAR-TIME PRODUCT THAT SAVES STEEL 


% The Recruit wood filing cabinet is a de- 

pendable war-time product that saves steel 
and will give long satisfactory service. The 
wood is air-seasoned . . . properly kiln-dried 
hardwood ... carefully selected to insure free- 
dom from defects and provide uniform good 
quality. The case has closed ends. . . paneled 
design...drawer sides and back are dovetailed. 











The progressive type drawer suspension is 
exactly the same as used in many of the finest 
files made by Globe-Wernicke. Follower is 
made of wood with metal mechanism and oper- 
ates on metal track. The attractive plastic 
drawer pull, label holder and guide rod knob 
blend harmoniously with file. Available in 
four-drawer letter and legal sizes . . . finished 
in green only. 





Write to us for a copy of illustrated broadside 


and prices. 
* 


CRADLE TYPE DRAWER SUSPENSION 


Progressive uniform movement of both arms of the drawer slide is 
assured and 8 ball-bearing rollers in the slide mechanism reduce 
friction and make pos- 
sible smooth, quiet 





drawer operation. 
The formation of the 


The Recruit wood file is made by Globe-Wernicke = & vs ag cnc lio 
...the world’s largest manufacturer of depend- B >> elhin on tal ehh i. 
able wood filing and office equipment. eel aie <4 stop and prevents the 
* cB drawer from re- 

bounding. 
























Globe-Wernieke 


MAKERS OF OVER 4000 ITEMS NEEDED IN OFFICES 


Stee! and Wood Office Furniture, Fil ipment, Bookcases, Partitions—Specia!l Stee! 
and Wood Equipment ‘or ciaies bake and Public Buildings-—Fil Supplies, 
Stationers’ Products; Storage and and Visible Record Equipment and ing. 


N i th 
1S. ce 
cian 14 


Service 


























SES 
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STEEL PRODUCTS SALES ON INCREASE 

Figures released by the U. S. Department of Com- 
merce last month showed increases in the sales of 
steel office furniture, shelving and lockers for the first 
two months of 1942 over a similar period one year ago. 
These figures, based on new orders received, were 
as follows: 

Steel office furniture for January and February of 
1941, $7,638,737, as against $7,684,068 for 1942. 

Steel shelving, (1941) $1,863,819, as against (1942) 
$2,175,740. 

Lockers, (1941) $1,418,563, as against (1942) $1,973,- 
650. 





MY, MY! IS SHE HAPPY.—Marguerite McManus rewards 
J. Francis Seymour, Toledo manager for L. C. Smith & Corona 
Typewriters, Inc., with a nice smile as he presents her with a 
new Zephyr portable typewriter. The young lady, a senior 
at Notre Dame academy, won the machine for submitting 
the best essay on “Let's Make Toledo Ohio’s Most Beautiful 
City.” The contest was sponsored by the local Junior Chamber 
of Commerce and the prize, donated by Mr. Seymour, was 
presented at a banquet attended by eighty people in the 
Waldorf hotel.—AK 


Oi enntns 
“THE STATIONERY BLUES” 


A clever piece of advertising which is also a plea to 
customers to cooperate when ordering scarce merchan- 
dise, has been devised by John R. Hosking, Stationer, 
an office supply firm of Lawrence, Mass. 

The mailing piece is entitled “The Stationery Blues” 


and is in the form of a poem. It reads: 

The war is on and well we know as time goes by our stock’ll 
get low. 

So may we say a word or two advantageous to me and you. 

Of rubber bands the story’s sad, we ain’t got any; they can’t 
be had. 

But items of steel of which there are many, we still have a 
stock but up quite a penny. 

Other items, or course, are slow coming through. 

We make the following suggestion to you. 

If priorities you have just give us a chance, 

By passing it on; we'll supply in a prance. 





The tires on our car are wearing away. so we only can make 
one delivery per day. 

Why not buy in advance those items you use? As prices 
advance you sure cannot lose. 

’Tis a pleasure to serve you, but try as we might, 


It’s going to be tough filling everything right 
So won‘t you act easy when we say “No can do?” 
And allow us to sub. We'll surely thank you 


According to the management the words of the “Sta- 
tionery Blues” were contributed by the staff of the 
company. 

=> —_—— 
BOSWORTH TO HANDLE BROWN PAPER 

The L. L. Brown Paper Company, Adams, Mass., has 
appointed the L. S. Bosworth Company, Houston, Tex., 
agent in that area for Forward Linen Ledger, Resist- 
all Linen Ledger and Resistall Index Bristol, all 100 
per cent rag products. 


OR NO 


RUBBER, 
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Craft erasers have 
this problem solved! 


There are no priorities on 
CRAFT erasers because they con- 
tainnorubber! They're plentiful 
as May flowers. You can get an 
uninterrupted supply for your 
customers with no hold-up in 
deliveries. What’s more, CRAFT 
erasers actually improve with 
use. Containing no harsh abra- 
sives they will not mar the most 
fragile paper. They remove 
marks, smudges and pencil lines 
without tearing, scuffing or 
crinkling the paper. The corners 
are useful in erasing small de- 
tails, too. These features, and 
more, make CRAFT a must for 
artists, draftsmen and office 
workers. Performance is what 
counts. Write for quotations now. 





Pencil Sales Department 98-J5 
JOSEPH DIXON CRUCIBLE COMPANY 


Jersey City ° New Jersey 
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Tus is more than a war of mechanical 
monsters clashing in the night... 
more than a war of production. 


It is a war for markets—your markets! 
The Axis wants your business—wants to 
destroy it for once and all. 


With so much at stake, there is no 
doubt you will want to do everything 
you can to meet this Axis threat. Two 
ways are open: Speed production and 
BUY BONDS. The only answer to 
enemy tanks and planes is more Ameri- 
can tanks and planes—and your regular, 
month-by-month purchases of Defense 
Bonds will help supply them. Buy now 
and keep buying. 


HOW THE PAY-ROLL 


SAVINGS PLAN HELPS 


When you install the Pay-Roll Savings 
Plan (approved by organized labor), 

_ you not only perform a service for your 
country but for your employees. Simple 
to install, the Plan provides for regular 
purchases of Defense Bonds through 
voluntary pay roll allotments. 


Write for details today! Treasury Department, 
Section R, 709 Twelfth Street, NW., Washington, D. C. 


U.S. SAVINGS 


Bonds « Stamps 
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THE TRAVELERS IN THE EMERGENCY 


The part played in the present emergency by the 
traveler is aptly demonstrated in the following state- 
ment issued recently by the Philadelphia Stationers 
Association over the signature of President Thomas 
Stagg. The statement so well exemplifies the esteem 
in which the manufacturer’s traveling representative 
is held that it is presented here in its entirety: 

“To-day probably more than ever in American busi- 
ness much is being said and more and more written 
about the traveling salesman. Many so-called econo- 
mists advise, many manufacturers seem to be in favor 
of and many salesmen themselves expect that the 
traveling salesman will be ‘blacked out,’ classifying 
him as non-essential. 

“While there probably is one big customer (Uncle 
Sam) who will take at least fifty per cent of all 
production for some time to come, there still remains 
fifty per cent to be serviced; and from our experience 
Uncle Sam requires more service than the average 
consumer ever did. 

“No doubt there has been and will continue to be 
more and more inexperienced people buying our line 
of merchandise for government and defense use. This 
cannot be helped, as experienced buyers, from all we 
hear, are as difficult to procure as machinists, tool 
makers, etc. Therefore, to our way of thinking, 
representatives of the average merchant are needed 
in this picture more than ever. 

“Every stationer is sure to lose some of his ex- 
perienced help and without the aid of the traveling 
man it will be impossible for the merchant to educate 
new salesmen. Your man, in some cases, must help 
to contact the inexperienced consumer; particularly, 
on specialty merchandise, and at the same time must 
assist in training new men so that they can carry on. 

“The traveler today should be trained, through his 
house, on all forms of priority in order that he may 
suggest to the stationer which defense producers can 
produce priorities and which cannot. 

“In going over his territory he can watch our in- 
ventory and make suggestions. When it is impossible 
for us to get certain merchandise, he may be able to 
suggest a stationer, in a nearby town who is over- 
loaded with just what we need. In other words, we 
believe your man can be more valuable than ever 
during this emergency. 

“There is no question that the travelers today taken 
as a whole, are the best posted and most intelligent 
group that ever represented this industry, and if let 
go to some other industry, will be hard to replace 
later. 

“We feel sure you realize that the only contact you 
will have after this emergency will be through your 
traveling salesmen, and with this in mind are writing 
to ask you that you use your influence through the 
whole industry to keep it banded together just as 
long as there is a dollar in the old pig bank. 

“The traveling salesman is an American institution 
—let us never abandon anything that is American. 

“Please do not think we are trying to tell you how 
to run your business. We simply want you to take 
our suggestion for what it is worth to you and to the 
industry as a whole. 

“After discussing this question at our meeting it was 
suggested that we contact all manufacturers express- 
ing our views on this subject.” 

a 
AIGNER’S NEW INDEX TAB SALES UNIT 

The G. J. Aigner Company, Chicago, has announced 
a new Size package of index tabbing which retails for 
ten cents. The package contains six one-inch strips 
of Aico-Grip tubular edge insertable index tabbing, 
each tab a different color, ready for use. The unit 
measures Six by two inches in size, is packaged in cel- 
lophane and is accompanied by a supply of blank title 
inserts. 








FACTS 


must move faster for 
Faster Production 


ND they do move faster in offices equipped with 
POSTINDEX files! 


The large number of orders received by POSTINDEX dealers 
everywhere from all kinds of organizations engaged in 
national emergency work proves that POSTINDEX filing 
does a swift, compact, economical job of record-keeping. 


In every dealer's territory there is some type of war pro- 
duction—ideal markets for POSTINDEX, because exact, 
complete, easy-to-use information on stock, production, 
equipment and personnel is essential for wartime efficiency. 


During the past few months, Art Metal’s POSTINDEX division 
has had important experience in war-basis problems which 
may be of assistance to you in your own territory. Send a list 
of the activities in your area related to the war, and POST- 
INDEX will supply you with forms and specific information. 
POSTINDEX OFFERS: Four-page master form and auxiliaries for more 
extensive coverage...detachable disbursement records for an even balance 


between receipt and disbursement entries... POSTINDEX Offset signalling, 
the simplest method of flashing need for action. 


Forms attached to a one-piece trunnioned wire ...no other parts 


4, needed ...nothing to wear out... positive spacing and visibility... 


forms that fit typewriter. 


~ 

ae 

= Eighteen thousand forms ... expert designing for your special 

= requirements ... various POSTINDEX models to fit your office 
needs and available space, 


Sostindex Visible Files 


A DIVISION OF 
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The Seven Point Sales Sensation in Carbon Paper 


Use a long wearing carbon paper and use it for all it’s worth. It will save paper, chemicals, labor, time and 


money. No “bargain carbon,” SILK GAUZE is one of the better carbons. It is less expensive in the long run. 


1. Silk Gauze is ESPECIALLY RESISTANT TO CURL. ing strength so the user or salesman can tell at a glance 


: : ee . what the sheet is for and what it will do. 
2. “Quick Extraction” is one of the outstanding features : 


of Silk Gauze. Opposite corners of each sheet are 
clipped and the carbon is made an extra half inch long 


5. Silk Gauze covers all carbon requirements. It is made 
in three weights and five writing strengths in each 





7 . . . w i e 
for convenience in handling and longer wear. veight ; ] = 
6. Silk Gauze is made of a tough, resilient tissue, an assur- 
; “8 Ge iss aa sa — auze : ; 
3. Each Silk Gauze sheet is branded by name. Silk Gauze ance against flaking—a guarantee of long wear. 


is » same from coast to coast and proud of it. sa . : Be aa . 
is the sa P Silk Gauze is so adaptable that it will produce beautiful, 


4. Each Silk Gauze sheet is branded by weight and by writ- crisp, clear carbon copies with any kind of typewriter. 


~I 
. 


Each of these points alone is a powerful reason why people are buying and why you should be selling Silk Gauze Carbon Papers. 
But why wait longer to push this carbon paper that “has everything”—outstanding sales, profits and performance, when you can 
be building a permanent business now for years to come! Write us for full particulars and details of our dealer sales cooperation 


selling plan. 
COLUMBIA RIBBON & CARBON MANUFACTURING CO., INC. 
Main Office and Factory: Glen Cove, L. I., N. Y. 
New York Sales and Export, 58-64 West 40th St., New York City Kansas City, Mo., Dwight Bldg. 
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LYON METAL PUBLISHES WAR PRODUCTION 
PROBLEM BOOK 

“How One Company Tackles the War Production 
Problem” is the title of an interesting and informa- 
tive book recently published and made available to 
the trade by Lyon Metal Products, Inc., 3084 Clark 
street, Aurora, Il. 

The book is an actual case history of how one 
American firm, faced with the loss of more than half 
its business, planned and executed a means to obtain 


HOW ONE COMPANY fe. 
on 
{ THE WAR 
\ 
a ate) ile gle). 
Nee PROBLEM 


Printed 01 the -eqwest ot tha Moment A rematch 
Of Mametecterers and presented te the 
WAR PROOUCTION BOARD 


COVER OF THE BOOK MADE AVAILABLE BY LYON METAL 
PRODUCTS, INC. 





prime contracts and sub-contracts in order to keep 
business going. 

The book is a step by step treatment of how this 
company set about to regain lost production—replacing 
former peace time products with war products. Most 
interesting is the completeness of their campaign in 
going after sub-contracts; the job within their own 
organization to coordinate all divisions of the business 
to expedite this work. 

The fourth and final step in this book—‘‘Coordinated 
Action,” is packed with suggestions for every manu- 
facturer, large or small. It deals particularly with the 
company’s own War Production Board—a committee 
that meets every day to coordinate all divisions of the 
business on this one all-important problem of identify- 
ing the company with the war picture. The operation 


of this war committee is outlined in detail. 
areata a 


HIGGINS 





IN THE NICK OF TIME.—The Higgins Ink Company, Brooklyn, 
just “got under the wire” when it secured one of the last new 
trucks available from the S. & E. Motor Corporation, New 
York City. The vehicle is finished in black, with red, gold 
and cream coloring. 
- oa + 
BRATTON TO OPERATE DIVISION UNDER 
ANOTHER NAME 
Plans for operating its service division under the 
name of the Dictating Equipment Service Company 
have been announced by A. A. Bratton, president of 
The Bratton Corporation, 247 East Broad street, 
Columbus, Ohio. The new arrangement is to dis- 
tinguish its services as corresponding engineers from 
its nation-wide activities in the sale of renewed dic- 
tating equipment, now marketed under a new “Vic- 
tory” plan.—AK 
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RUBBER 
FINGERTIPS 


RUBBER 
Typewriter Keys 


RUBBER 
BANDS 





Government ban on the use of pure 
and reclaimed rubber eliminates all 
rubber Speed Products. As inven- 
tories are exhausted, many back or- 
ders must be returned, and no new 


orders can be accepted. Sorry! 


SPEED PRODUCTS COMPANY 


37-18 Northern Blyd., Long Island City, N. Y. 
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TRANSF 
TO 


TRADE MARK 


ILE 


OUR DEALERS 


“Business as usual’ is no more. Every 
thing and every effort must be subor- 
dinate to the one objective—to win 


the war. 


So far, through all these adjustments 
and readjustments we have managed 
to keep our dealers’ stocks adequate 
for most reasonable demands. We 
hope to be able to continue in this 


manner. 


We want you to know we are contin- 
uing our research work. When new 
changes are required we believe we 


will be ready. Come what 


may, you 


can count on our whole hearted co- 


operation always. 


GUIDE SYSTEM & SUPPLY CO. 


335 CANAL STREET @ NEW YORK, N. Y. 











> 


A complete line 
of filing sup- 
plies developed 
especially for 
dealers—a com- 
bination of 
quality and 
price you can 
sell at a profit. 
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Calendar of Industry 
Activities 
Chronological Arrangement of Major 
Events For Easy Reference 


May 13 to 15. Wholesale Stationers Association of 
America annual convention, Royal York hotel, Toronto, 
Canada. (General manager) H. C. Whittemore, 250 
Fifth avenue, New York, N. Y. 


« » 


May 17, 18 and 19. N.S. A. ninth regional meeting, 
the Heidelberg hotel, Jackson, Miss. (Governor) C. 
Guy Lowe, Office Supply Company, Jackson, Miss. 
This meeting will be held in conjunction with the 
fourth regional convention. 


« » 


May 17, 18 and 19. N.S .A. fourth regional meeting, 
the Heidelberg hotel, Jackson, Miss. (Governor) C. P. 
Hanes, The Office Equipment Company, Inc., Tampa, 
Fla. 


« » 


June 18, 19 and 20. N.S. A. first Eastern Conference, 
the Traymore hotel, Atlantic City, N. J. (N. S. A. 
General Manager) Charles P. Garvin, 740 Investment 
building, Washington, D. C. 


« » 


June 24-27. Sixteenth annual conference of Credit 
Executives, Hotel Breakers, Cedar Point-On-Lake Erie, 
Sandusky, Ohio (National chairman) R. Guy Nichols, 
American Crayon Company, Sandusky, Ohio. 


« » 


July 20 to 23. National Typewriter & Office Ma- 
chine Dealers Association annual convention. Wil- 
liam Penn hotel, Pittsburgh, Pa. (Executive secre- 
tary) Harry Turner, 700 North Quincy street, Topeka, 


Kans. 
« » 


October 5, 6 and 7. National Stationers Association 
convention, Palmer House, Chicago. (General Man- 
ager) Charles P. Garvin, 740 Investment building, 
Washington, D. C. 


—__—_ 9-9 


WALL SAMPLES OF MIMEOGRAPHING HELP 
DEMONSTRATIONS 

To show prospective buyers of stencil duplicators 
the possibilities of the machine and work it has actu- 
ally done, two dozen samples of mimeographing are 
kept on the wall of the showroom in the Missourian 
Printing & Stationery Company, Missourian building, 
Cape Girardeau, Mo. 

“The display graphically convinces prospects of the 
machine’s utility, and often shows them a use for the 
machine which they did not realize before,” says Ferd 
N. Sturm, manager of the stationery and office equip- 
ment department, “helping us to close the sale.” 

The samples were obtained from the firm’s cus- 
tomers throughout southeast Missouri—work they 
have actually done—and attached to a large piece of 
beaverboard. Directly in front of the display the dupli- 
cators are demonstrated and their work explained and 
elaborated on, by means of the wall samples, which 
include school papers, bulletins of all sorts and ruled 
forms. To further help salesmen demonstrate the ma- 
chines, a cabinet containing stencils, paper and other 
supplies is kept conveniently near the display of 
samples. 
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@ Lithographed in two colors, with 
the daily date in red, the No. “85” 
(illustrated below) is another of 

the many styles in the complete 

line of SUCCESS calendars. Write 
for your copy of our latest catalog. 


(OLUMBIAMAresram ORK S. 10. 


1024-1036 W. JUNEAU AVERERS Sel MILWAUKEE, WISCONSIN 

















A new member of a famou 
family, MAK-UR-OWN TABBEI 
INDEX SHEETS in sizes for pos 
binders, ring books, loose lee 
visible. Tabbed with Mak-uj 
own celluloid Shield Tab: 
blank or printed A-Z. Uniqu 
packing. Write for illustrate 
Price List. 
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Yes ... it's wood. Not “just another wood 
file’ however, but a superlatively GOOD 
wood file by Victor. One you will be pleas- 
ed to sell, or use. Maybe you have seen a 
wood file giving good service after many 
years of use .. . the VICTOR is that kind of 
a file. Good looking, smooth working, built 
for long life and service. Send for the des- 
criptive folder and find out just how good 
a wood file can be. 


vel these Victor Reinforcements to your Sales Program 
Sold only through Dealers... write today to | 


- THE VICTOR SAFE & EQUIPMENT 6 © Fam |. [on 


NORTH TONAWANDA | NEW YORK 
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Orrices everywhere are busier! More typewriters 
are tapping noisily . . . more business machines are clattering 
constantly. And that means more KIL-KLATTER prospects, more 
KIL-KLATTER sales for you than ever before . . . because this is 
the pad that really deadens sound and really cushions against 
finger shock. This is the scientific typewriter pad that outsells 
all others. 

KIL-KLATTER is made of famous OZITE ALL-HAIR Felt with 
treated top to keep machine legs from digging in, and many 
other features. Size 11 x 13 in. fits all typewriters and many 
business machines. 

KJL-KLATTER is attractively packaged in individual cartons for 
eye-catching counter or window display. Feature it now for 
extra sales. 

FREE DISPLAY CARDS: With orders for a dozen or more pads we'll send 
you FREE a colorful display card and a quantity of 2-color mail enclosures 
imprinted with your name 

FREE SAMPLE PAD FOR DEALERS ONLY will be sent, if the coupon below 
is attached to your letterhead. 







Smartly Packaged 
for Counter Display 


en, 
FITS ALL 
TYPEWRITERS 
RETAULS AT 









AMERICAN HAIR & 

FELT COMPANY 

Dept. D5, Merchandise Mart, Chicago. 

Send FREE sample f KIL-KLATTER Typewriter 
ices and 


pad and informat 


FIRM NAME 


ADDRESS 
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VICTOR ADS TO FEATURE MAK-UR-OWN TABS 


With many kinds of indexing hard to obtain these 
days, a new Mak-ur-own index tab campaign has just 
started in leading consumer magazines by the Victor 
Safe & Equipment Company, North Tonawanda, N. Y. 

These Victor advertisements call the attention of 
business men to the value of genuine and original 
Mak-ur-own index tabs in speeding up references and 
in eliminating waste time through proper indexing. 

The advertising is scheduled for current and early 
issues of a selected group of magazines that includes 
Fortune, Time, Newsweek, Banking, Nation’s Busi- 
ness, American Business, Credit World, School Execu- 
tive, Business Week, Journal of Accountancy and sim- 
ilar consumer publications. 

Featured in every advertisement will be the request 
to “Buy Mak-ur-own from your stationer,’ carrying 


out the policy of selling only through the dealers. 
—_>- — 
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AN OFFICE IN THE STICKS.—How would you like to have 
your office right in the woods? The Kellogg Switchboard & 
Supply Company of Chicago has obtained this photograph of 
their telephone equipment used by the U. S. Army Signal 
Corps. The young man has made a creditable office out of 
his woodland retreat. His desk is a table. His files are no 
doubt in the trunk. A clock, a stapler, a telephone and evi- 
dently his field glasses comprise the rest of his office equip- 
ment. (U. S. Army Signal Corps photos.) 
o-oo 





WATKINS JOINS GLOBE-WERNICKE 

R. Lewis Watkins, widely known to the trade as 
“Lew,” has been appointed Globe-Wernicke district 
representative for Alabama, Arkansas, Louisiana, 
Mississippi, and Pensacola, Fla., with headquarters in 
New Orleans, according to an announcement by H. C. 
Anderson, general sales manager. 

Mr. Anderson’s announcement stated Mr. Watkins 
has had much experience in the office equipment and 
stationery business and has spent much time in the 
south. He is well acquainted with the problems of 
dealers and has a good knowledge of this company’s 
products and policies. 

Before joining the Globe-Wernicke organization, 
Mr. Watkins was sales manager of Gaylord Brothers, 
library equipment manufacturers. He also spent sev- 
eral years as branch and regional manager for two 
of the largest manufacturers of steel office equipment. 
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"EYE-EASE™ 


NATIONAL BLANK BOOK COMPANY 





ALL RIGHT for SHIPS 


Where the object is to confuse an observer, “jumpy” pat- 
terns of optically discordant colors serve a useful purpose. 
Ships in war-time and strategic bombing targets on the ground 
are one kind of thing. Paper for business use is quite another. 


Ruling on sheets ought to guide the eye unobtrusively. 
Color of paper and ruling should be harmoniously contrasting 
to avoid jumpiness that tires eyes and makes writing difficult 
to read. 





And, of course, the tint and texture of the paper should be 
such as to minimize reflected glare which fatigues and confuses 
the eye. 


National “Eye-Ease” paper meets all these specifications. 
The paper is a cool blue-green tint just off white. The ruling 
is restful brown-and-green. 


Entries in pen or pencil stand out clearly. Eye-strain is 
minimized, fatigue greatly lessened, speed and accuracy 


increased. 
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Boston Chicago 


PAPER 


@ HOLYOKE, MASS. 
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RAZZ 2 -DAZZLE PATTERNS 





San Francisco 
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0 Priority NEEDED To Buy THisFiLe 
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NEW WOOD FILING CABINETS FOR 
LETTER AND LEGAL SIZE PAPERS 


To CONSERVE STEEL FOR WAR 
Shaw-Walker is again building wood files for 
letter and legal size papers. 


Shaw-Walker’s new wood file is built to fill 
the needs for which steel is not available. 











It is the same as Shaw-Walker’s steel file in 
height, depth and color. It can be intermembered 
with existing batteries of steel files without 


sacrificing uniformity. 


@ Framework and drawers are wood 
@ Top, back and side panels are tempered masonite 


@ Drawers operate on wood extension slides, supple- 
mented by four rollers per drawer 


@ Positive action, slide-easy followers 

@ Hardware is bronze-colored plastic 

@ Finish is Shaw-Walker Olive Green 

@ Can be bolted together the same as steel files 
@ Can be equipped with locks 

@ Made in letter and legal sizes 


SAVE STEEL FOR GUNS 


Users of Shaw-Walker new wood files will contribute 
millions of pounds of steel to the nation’s war effort. 




















¢ “Built Like a 


@\ Skyscraper” 





WALKER 


MUSKEGON, MICHIGAN 


i L. new wood files HAW: 


are made in letter and legal sizes. 





LARGEST EXCLUSIVE MAKERS OF OFFICE FURNITURE AND FILING EQUIPMENT IN THE WORLD 
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NORTHWEST TRAVELERS NOTES 
By Hollis J. Stevens, Correspondent 


The passing on of Albert C. (Al) Jaeger, for more 
than twenty-five years representative of the American 
Lead Pencil Company, is noted with a profound feel- 
ing of sorrow and loss throughout this district by both 
travelers and dealers alike, among whom Al had a 
host of friends. A truly great traveler has traveled 
on to greater rewards. 

* * * 

The death of Martin Krogh, on April 9, comes as a 
distinct shock to the stationery travelers and dealers, 
among whom he was one of the best known figures 
of the Northwest. For forty-seven years Mr. Krogh 
had faithfully and ably served the Eau Claire Book & 
Stationery Company, Eau Claire, Wis. 

* * * 

Mr. and Mrs. Herb S. Fall, of Japs-Olson Company, 
Minneapolis, Minn., left on April 1 for a motor trip 
to San Diego, Calif.. accompanied by Mr. and Mrs. 
Charles of Duluth, Minn., who are the parents of the 
husband of Mr. and Mrs. Fall’s daughter, whom they 
are to visit. Herb has long deserved and anticipated 
this vacation trip, and with him goes the wish from 
us all for the most enjoyable of trips. 

* * oe 

Mr. and Mrs. Harry Woodmansee, of the Woodman- 
see Stationery Company, Bismarck, N. D., killed two 
birds with one stone when they recently attended the 
seventh regional meeting at St. Paul. It afforded them 
the opportunity of visiting their daughter who is 
attending St. Catherine’s college, St. Paul, and their 
son, who attends St. Thomas college, St. Paul. 

* * * 

A recent shift of personnel by the Hale-Haas Cor- 
poration of Eau Claire, Wisc., will be noted with inter- 
est by the stationery fraternity in both the fifth and 
seventh districts. Wayne G. Clark, who was in the 
purchasing department of this firm at Eau Claire, has 
been transferred to the Michigan School Service, 
Lansing, Mich., as assistant manager of that branch, 
and Charles F. Mixter, who was formerly assistant 
manager of the Lansing branch, has been brought 
back to the Eau Claire office, where he is in charge 
of purchases. Both Mr. Clark and Mr. Mixter will be 
missed by their many friends at their old location, but 
will quickly make many new friends in their new 
capacities. Congratulations and best wishes are ex- 
tended to both. 

* * ~ 

Joe Roller, of the Roller Office Supply Company, 
Grand Forks, N. D., made quite a trip of it when he 
attended the seventh regional meeting at St. Paul 
recently. From the meeting, Joe went on to Phila- 
delphia, where he visited relatives, and to Washing- 
ton, D. C., for a look at the Nation’s Capitol. He re- 
ports that it is no kidding about Washington being 
busy, that it is a bee-hive of activity! 

* * * 

Mr. and Mrs. Robert (Bob) Day, of the Trades Pub- 
lishing Company, Albert Lea, Minn., are reported vaca- 
tioning in Florida. They will have the jump on the 
most of us as far as sun-tan is concerned! 

Bill Green, of the A. and E. Supply Company, 
Duluth, Minn., is back in Duluth for a while on, shall 
we say, a furlough? Bill has been called into the 
service of our country, and has been in camp awhile, 
but is now back home awaiting permanent orders or 
assignment. 


Fred Fenne, field division vice-president of NSA, 
is certainly right on his toes! Fred is also correspond- 
ent for the travelers in Texas, and is doing a great 
job in all his undertakings! Immediately upon the 


announcement of my being selected the correspondent 
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THEY GIVE YEARS MORE SERVICE 





Darnell Dependa- 
bility assures sav- 
ings, service, safety, 
speed. A caster or 
wheel for everyuse. 


Recognized Standard of Quality 





The Darnell line of floor protection 
products offer maximum profits. Their 
high quality and durable service 
guarantee customer satisfaction. 
Write for special dealer proposition. 
Lt piy/S r0 seit Top- Quality 
DARNELL CORP. LTD., tonc seacn, cacir. 


36 WM. CLINTON, CHICAGO © 60 WALKER ST., NEW YORK 
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THE ECONOMICAL WAY TO 
MODERN RECORD 
STORAGE .... 
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DURABILITY TRANSFER FILES. 


Offer your customers these DURABILITY Transfer 
Files for their overflowing supply of correspondence 
and “seldom referred to” files. You can supply 
them at a moment's notice—and they really do a 
fine job of storing all kinds of business papers. 


They are made of 
heavy solid fibre- 
board and an in- 
genious reinforced 
construction per- 
mits ultimate 
strength at a mini- 
mum of cost. 


And they stack 
too! Because of their 
novel columnar and 
steel reinforced de- 
sign they eliminate 
costly shelving. 
Files lock into a 
solid battery by 
means of DURABIL- 
ITY Stacking Ac- 
cessories which in- 
clude Gummed 
Cloth Tapes and 
Wire Rear Clasps. 





hg 

















Available in a wide 
selection of sizes from 
3” x 5” cards to letter 
and legal sizes. 








Complete details, prices and 


discounts on request. 


C. L. BARKLEY & CO. 


ESTABLISHED 1921 
Manufacturers of Filing Supplies 
517 S. JEFFERSON STREET CHICAGO. ILL. 
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for the Northwest, I received a card of congratulations 
from Fred, on the front of which was a picture of a 
flock of goats. Wonder why he’d pick a card with goats 
on it? 

If any of my readers have a sure-fire formula for 
growing a grape wine (via which one could gather 
news), your Northwest correspondent would sure 
appreciate receiving it! 





HIGGINS’ WINDOW DISPLAY.—This new unit, created for 
the purpose of boosting dealer sales, being issued to the trade 
by the Higgins Ink Company, Inc., Brooklyn, N. Y., was fully 
described on page 80 of the April issue. 
aii eitpanne 
HORDER TELLS “SAVE RUBBER” RULES 

Prefixing his statement with a warning that the 
leak-proof gas tank of a bomber requires enough 
rubber to manufacture seven million large rubber 
bands, E. Y. Horder, president of Horder’s, Inc., Chi- 
cago, offers the following eight suggestions for the 
conservation of the much-needed material: 

(1) Reduce mistakes and the necessity for erasures. 
(2) Let typists “X” out typographical errors. (3) Tie 
eraser to desk to prevent loss. (4) Cleanse dirty 
erasers with ammonia or soap and water. (5) Use 
backing sheets to cover worn typewriter platens. 
(6) Buy more pencils without rubber tips. (7) Save 
pencil stubs having usable eraser. (8) Use adhesives 
other than rubber cement. 

In offering his suggestions Mr. Horder points out 
that there are many other rubber items in use in 
offices, including cushions, mats, finger pads, stamps, 
and others, all of which should be conserved because 
of the rapidly diminishing stocks on stationers’ shelves. 
He declared that it seems likely the present war will 
require more than the total available supply of 
natural, synthetic and reclaimed rubber before victory 
is in sight. 





oO 
OFFICE MACHINE OPERATORS WANTED IN 
FEDERAL JOBS 

Bookkeeping and calculating machine operators are 
needed for federal employment, it has been announced 
by the United States Civil Service Commission. Appli- 
cations for junior calculating machine operators, 
$1,440 a year, must be filed with the commission’s 
Washington office not later than May 26, 1942: and 
for senior bookkeeping machine operator, $1,620 a 
year, applications must be filed not later than May 
19, 1942. For both positions, applicants must have 
reached their eighteenth birthday, but there are no 
maximum age limits. 

Applicants for calculating machine operator will 
take a practical test to be performed directly on a 
calculating machine, consisting of exercises in addi- 
tion, subtraction, multiplication, and division. The 
rating will be based on both speed and accuracy. 


| Problems are designed to be handled by a machine 
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Calling Your Attention to 
The Scientifically Corree 
e Scientifically Uorrect 
Work ’s Chair No. 8150 
OorkmMmMan s alr LNO. 
Many Office Furniture Dealers have decided to sell 
UHL Steel Factory Furniture to manufacturers in their 
vicinity that have Government defense orders. 
The extremely gratifying results have astounded the 
dealers who are selling thousands of UHL Steel Indus- 
trial Posture Chairs to plants that are continually striv- 
a ing for increased output. 
1 
” Since these chairs are built especially for factory use 
they are most desirable because they conserve the work- 
, er’s energy which stimulates production. 
she 
igh See the workman (at right) and note how we make 
- the chair fit the body. The shape of the seat distributes 
‘he the body weight evenly and properly over every inch of 
the seat; the backrest supports the spine exactly where 
none support is needed; the turned down front edge of the 
rty seat relieves pressure on the artery beneath the knee; 
Ise there is nothing to interfere with the freedom of move- 
“ve ment of the worker, yet the base is broad and steady. 
ves Made of specially stiffened, cold-rolled steel and care- 
fully set together by skilled craftsmen. 
ut . . 
in 
ps, i 
see | IMPORTANT NOTICE 
es. 
vill | The correct height of seat is a 
of | | wery important factor. Also, if no 
ary | | footrest, or its equivalent is on 
machine or workbench there 
should be one added to chairs 
| 26” or higher, at very little extra 
are | cost. Several styles available. 
sed | 
)li- 
T'S, Made in 10 Heights ° 
ns 14” adj. to 17” Ask for more details 
nd ” ‘“ ” 
, 16 19 
a oe ae Send for Catalog 
wad 20” “ 23” 
ive aia pole 
" 1 - 2 Je TOLEDO 
24” ~ 27" 
vill 26” se 29” e Cc 
92” “ ” 
¥ 2» ~ sr Metal Furniture Co. 
‘he 39” « ga” 1742 Hastings St. Toledo, Ohio Showing Foot Rest 
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Let's look ahead several months 


On May 3lst, the production of steel office furniture 
will be stopped in order that the plants producing this 
equipment may be converted to an all-out war effort. 


Farsighted dealers with a keen eye to the realities of 


this situation will realize that in several months time, 
wood files will be in universal use. When the public fully 
realizes that steel files are no longer available, there will 
be a tremendous flood of orders for wood equipment 

an abnormal demand that will tax production facilities. 

Now is the time to stock up on “Conservator” wood 
files in anticipation of the coming demand. Order today 
so that you will have demonstrators on your display 
floor, and a substantial stock on hand when the produc- 
tion of steel files ceases. 

In the new “Conservator” we have made every effort 
to maintain the well-known “Y and E” standards of 
quality and value. Each drawer is equipped with deluxe 
“Y and E” cradle type ball-bearing progressive suspen- 
sion slides so that the drawers fairly “float” in and out 


1. Deluxe cradle type ball-bearing progressive suspen- 
sion slides insure casy operation of drawers at all 
times. 


. Sturdy metal channel lever compressor prevents 

folders and contents from sagging. 

3. All cross members dovetailed into vertical mem- 
bers, insuring rigid framework to prevent weaving 
or sagging. Steel case-strips reinforce cabinet shell. 

4. All wood parts made of seasoned birch and poplar, 
renowned for their toughness and hardness. 

>». Finish is special olive green enamel which resists 

scratches and surface wear. 


“FOREMOST FOR MORE THAN 60 YEARS” 


YAWMAN AND ERBE MFG. CO. 


ROCHESTER, NEW YORK 


1099 JAY STREET 


STEEL FOR VICTORY 
WOOD FOR WORK 


at the operator’s touch. All parts are extra strong, rein- 
forced and braced for maximum strength under heavy- 
duty service. , 

The business of defense is your chief concern at the 
present time. With “Conservator” files and “Y and E” 
filing systems and supplies you and your whole organi- 
zation can “Keep “Em Working.” 

Write for complete information, literature and prices. 































yrices. 
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with eight banks; machines capable of performing all 
four kinds of arithmetic processes must be used by the 
competitor in order to pass. 

For bookkeeping machine operator, applicants must 


have had at least one year of paid experience in the 


operation of a typewriter-general accounting machine, 
such as the Burroughs bookkeeping-typewriting ma- 
chine, the Elliott Fisher flat-bed bookkeeping ma- 
chine, the National typewriting-bookkeeping machine, 
the Remington electric bookkeeping machine, or the 
Underwood accounting machine. Experience in oper- 
ating typewriters, and such machines as billing, cal- 
culating, or accounting machines, or bookkeeping ma- 
chines not having a full alphabetical keyboard will not 
be recognized as qualifying. A written test will meas- 
ure the competitor’s ability to perform quickly and 
intelligently various kinds of clerical work. 

For announcements and forms, and for informa- 
tion concerning other machine-operator positions for 
which the Civil Service Commission is accepting appli- 
cations, apply to the secretary, Board of Civil Service 
Examiners at first- or second-class post offices, or to 
the Civil Service Commission in Washington, D. C. 

= -—_—___—_—. 


ATLANTA NEWS NOTES 

George and L. P. Lathem, southeastern representa- 
tives of the Simplex Time Recording Company, have 
moved into their fine new branch office at 76 Third 
street, N.W. The new building is one story in height, 
of grey brick, in colonial design, and will provide 
office and warehouse space for some years to come. 
.. . Officials and salesmen of the Parker Pen Com- 
pany met in Atlanta on Saturday, April 18, for a dis- 
cussion of the advertising and sales plans of the 
company for the remainder of the year. The meeting, 
which was held at the Hotel Ansley, was addressed 
by J. N. Black, of Janesville, Wisc., general sale man- 
ager, and J. R. Rhodes, of Memphis, Tenn., divisional 
sales manager for the firm. . . Eugene J. Stern, 
formerly vice-president in charge of operations for 
the Atlanta Gas Light Company and its affiliated 
properties, has been named president of the Scripto 
Manufacturing Company, of Atlanta. The company 
has been increasingly engaged in handling essential 
war materials for the government during the past few 
years. ...J. Borden Coward has been transferred to 
the Atlanta branch office of The National Cash Reg- 
ister Company from New York. . . . Members of the 
staff of the H. & W. B. Drew Company have been 
undergoing intensive training in incendiary bomb de- 
fense work from the Jacksonville, Fla., fire depart- 
ment. They are being provided with the latest fire- 
fighting equipment, and this will be one firm in the 
South which will be well prepared for any aerial blitz. 

. . Wood fibre tokens are to replace metal ones in 
Alabama in order to conserve the metal for war uses, 
according to Alabama State Revenue Commissioner 
John Curry. The wooden tokens will replace one-mill 
zinc tokens, now used in payment of the state’s re- 
tail sales tax, while the present five-mill token, of 
brass, is to be discontinued for the duration... . 
Funeral services for George K. Bosson, well-known 
Jacksonville, Fla., wholesale stationer and prominent 
member of that city’s Greek community, were con- 
ducted on Tuesday morning, March 31, with interment 
in Evergreen cemetery. JHR 

—————_—-e—___—_ 


NEW ENGLAND TRAVELERS NOTES 

Members of the New England Travelers Club are 
being urged to do their bit by donating blood to the 
American Red Cross which has set up a Blood Donor 
Center in Boston for the purpose... . Nils Anderson, 
The Globe-Wernicke Company, and Burton Chilson, 
of the Eastern Tablet Company, are two new members 
recently added to the club’s roster. ...C. T. Bruen 
is now covering the western section of New England 
for the American Pencil Company.... About seventy- 
five turned out for a meeting of the Boston Station- 
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WISE SELLING 
Helps Everybody 


We might as well face facts; 
the supply of office equip- 
ment for general business is 
getting smaller and smalier 
— you are going to have 
fewer numbering machines, 
staplers, perforators, etc. to 
sell for two reasons; the 
government and the armed 
forces need more; the raw 
materials of which they are 
made are required for mu- 
nitions. 

Here's where you dealers 
can doa useful, constructive 
selling job. See to it that 
the supplies you have are 
made to cover as many 
customers as possible; sell 
where it will do the most 
good over the longest pull. 

And give full attention to 
service now as never before 
—tell your customers how 
to get the longest life out 
of the equipment they have. 
Show them how to clean 
. and oil their machines, give 
them sound advice on ways 
to save—it’s the surest way 
to build up good will for 
the future, and furthermore 
it helps win the war. 








Bates 


QUALITY PRODUCTS 


THE BATES MEG. CO., Orange, N. J. © New York Office: 30 Vesey St. 





Bates Numbering Machines, Bates Staplers, Bates MunKee Pads, 


Bates Perforators, Bates File Fasteners, Bates List Finders, ete. 
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FINDING and Filing Quickly, 
Surely, Safely, is a vital part of 
our “war of production" ... and 
growing in importance every day. 
Wabash Supplies and Filing Systems 
make record keeping easier. 


THE WABASH CABINET CO. 
WABASH, INDIANA 
The line that's sold only through dealers. 











THE WABASH CABINET COMPANY 
140 E. Water Street, Wabash, Indiana 


t Rush our special presentation of the Wabash Line—a 
volume that will help us to bigger profits! Is an exclusive 
| sales franchise available? 
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ers Association on March 23 to listen to Joel Gold- 
thwaite of WPB tell about priorities. ... At the same 
time the following officers were elected: D. R. Mac- 
Donald, president; C. Herbert Belledeu, first vice- 
president; H. D. Leach, second vice-president; E. H. 
Knapp, third vice-president. . . . Bob Lowe is now 
manager of the Tuttle, Morehouse & Taylor commer- 
cial stationery department with Art Babrick as assis- 
tant. ... Jim Feeley’s Springfield Office Supply Com- 
pany recently escaped with a little water damage 
when a fire broke out on an upstairs floor of the build- 
ing. ... Joe Wigon, Portland, Me., stationer, has re- 
cently moved into a new store at 28 Free street.... 
A report of the club’s 1942 golf schedule appears elsé- 
where in this issue. 

The above news items were gleaned from the pages 
of the New England Travelers Club News. 

ee 
RAILROAD MAN’S DEATH RECALLS TIME 
WHEN “TYPE WRITING” WAS ILLEGAL 

An unusually interesting reminder of the days when 
typing as such was frowned upon by the legal frater- 
nity, even including the courts, came to light recently 
with the death of Charles Litzky, assistant traffic man- 
ager of the Litchfield & Madison Railway Company, 
Milwaukee. 

The peculiar incident was brought to the attention 
of this journal by Alderman Carl P. Dietz, who is 
known throughout the country for his famous collec- 
tion of ancient typewriters on display at the Milwaukee 
museum. 

It was disclosed that Mr. Litzky at one time entered 
the law firm of Jenkins, Elliott & Winkler as a clerk 
and was the proud owner of one of the first typewrit- 
ers. Its obvious advantages were readily recognized by 
the lawyers and the new clerk was instructed to use 
it for legal work. 

In due time the firm had the distinction of offering 
a typewritten document to a Milwaukee court, but the 
paper was rejected on the grounds that “typewritten 
documents are not legal.” 

———> = 2 


MISS LOMAX PROMOTED BY I.B.M. 

The International Business Machines Corporation, 
New York City, last month announced the promotion 
of Miss Lottie Lomax to the position of assistant to 
the manager of the electric accounting machine divi- 
sion in New York. In this capacity she will assist, in 
particular, in the work of systems engineers, customer 
engineers and system service personnel. 

Miss Lomax joined the company in 1921 in New 
York as a stenographer, and later served as a secre- 
tary and as an instructress of classes for the training 
of business machines operators. 

nil MS ana 
MONT PAS WITH TOLEDO STATIONER 

W. F. Mont Pas, well Known among stationers in 
Ohio, Indiana and Michigan, has become associated 
with the Blade Printing & Paper Company, Toledo, in 
the capacity of sales manager. Formerly for a number 
of years he called upon stationers in the interests of 
Wilson-Jones Company, later working in much of the 
same territory for The Heinn Company. Mr. Mont Pas 
was active in the fifth district convention which was 
held in Toledo last month. 

ee ee 
BENGE AND CHET SMITH JOIN CODO 

The Codo Manufacturing Company, Coraopolis, Pa., 
and Chicago, Ill., last month appointed Chet Smith 
a representative of the firm to cover a territory con- 
sisting of Kansas, Nebraska, Missouri, Oklahoma, 
Arkansas and Iowa. Mr. Smith will work out of the 
Chicago offices. 

At the same time the company appointed Roscoe 
Benge a representative to cover Illinois, Wisconsin, 
Michigan, Indiana and Kentucky. 
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AFEGUARD your BUSINESS 
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THE R. C. ALLEN 
CASH REGISTER 


MODEL PLUS 
"100" TAX 


PROVIDES: 


AUTOMATIC CASH DRAWER WITH 
AUTOMATIC LOCK + PRINTED RECORD 
OF EACH TRANSACTION UNDER LOCK. 


* CASH SALES «+ PAYMENTS ON ACCOUNT 
* CHARGE SALES +* MONEY PAID OUT 
* DEPARTMENT OR CLERK SALES RECORD 


PREVENTS: 
ERRORS, TEMPTATION, FORGETFULNESS 


Also serves as an ADDING MACHINE 


FOR SMALL BUSINESS 
THIS LOW-PRICED REGISTER 
MODEL “150” 


$9900 GRAND RAPIDS, MICH. 
plus tax See Bent tle teas etd 






9 Department Keys Portable Adding Machines « Electrics * Standard Adding Machines 
™ Automatic Cash Drawer Bookkeeping.Machines « Statement Machines « Cash Registers 
Automatic Lock on Calculators . Accessories ° Supplies 


Cash Drawer — For Complete Information Mail This Coupon 
ey Cte Fe eee ee ee eee 
Deen Seuss ti ten ALLEN CALCULATORS, Inc., 678 Front Ave., N. W. Grand Rapids, Mich. 


ADDING MACHINE Have your representative give us a demonstration on the: 
[J R. C. ALLEN CASH REGISTER, MODEL “100” 
[-] R. C. ALLEN CASH REGISTER, MODEL ‘1 50" 


These famous R. C. Allen Cash Register 
Models now available to meet the de- 
mand of present day business for speed, 


accuracy and durability. 
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Steel for War and 


























To help conserve steel for our armed 
forces Browne-Morse announces this 4 
drawer Letter and Cap size Wood File 
in order that necessary office routine 
may go on uninterrupted. 


\ 


* The sides are made of 3, inch thick solid 
stock. 


* The top is 34 inch thick five-ply stock. 


* The back is !4 inch thick three-ply stock 


set-in. 
* The bottom of the file is closed and framed-in. 


* The drawer front is 34 inch thick five-ply 
stock—the sides and front and back are 
dove-tailed together. 


* Furnished in Olive Green, Grained Walnut, 
or Mahogany Grained finishes. 


* Files can be furnished with and without 
Automatic Lock. 





We suggest that you order these items 





today, as they are vitally needed in 


offices now. Delay may cost you lost Vertical 
Guides 








orders. 


Folders’ 





Browne-Morse Company — Muskegon, Michigan 
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SAN ANTONIO NEWS JOTTINGS 
That the present national emergency is taking its 
toll from the ranks of stationers and office supply 
firms is indicated by the number of men who have 
enlisted or been drafted into military service from 


the ranks of local firms. The Paul Anderson Company | 


tops the list with a contribution of fourteen, including 
Robert Kerr, floor salesman, who is stationed at Kelly 


Field, adjacent to this city, as an aviation cadet, and 
Jack Linton, city salesman, who was a first lieutenant | 
in the officers’ reserve, and who is now a major in | 


the quartermaster corps. In addition to these men, 
the firm has five of its men in the Navy or coast guard, 


and seven who are in the Army... . Maverick-Clarke | 
have a list of ten who have joined the colors. A large 


card, identified as an “Honor Roll,” has been hung in 
the offices bearing the names of these men. Those 
whose names appear on the card are: Gerald Barr, 
Cecil Carson, Louis Kreusel, George Miller, Carl Nahl- 
bon, Santos Ramirez, E. W. McDonald, Woodrow Ray, 
and Earl and Roger Walton. ... At the Southern Sales 
and Service, W. P. Southern and his brother, P. F. 
Southern, will leave their business during the early 
part of May in the hands of Bruce Tom, service man- 
ager, and enter an officers’ training school. ... At The 
Clegg Company, Jack Howard, John P. Green and 
Alvino Machado have entered the service, and at the 
local branch of the Burroughs Adding Machine Com- 
pany, Fred Crawford, formerly shipping clerk, has 
joined the Air Corps. James Hannaford Smith, son of 
J. Andrew Smith of the J. Andrew Smith Company, 
has completed the advance civil pilot’s training course 
at the University of Texas, and has entered the Air 
Corps. ... Tom Pulver, formerly associated with the 
Commander Printing & Stationery Company of Tulsa, 


Okla., has moved to San Antonio on account of his | 


joined Paul Anderson 
. Tillman Stuart, former 
forced to retire on 


son’s health, and has 
Company as order clerk... 
floor salesman, has_ been 


| 
| 


account of a bad heart, and Epps Lujan, chief cierk | 


in the order department, has recovered from 
a serious kidney ailment. This company has 
established a social service department in charge of 
Mrs. Lessi Cassidy. Mrs. Cassidy will offer suggestions 
and assistance in the selection of wedding invitations, 
marriage and birth announcements, “thank you” notes, 
visiting cards, place cards, kalograms, and other print- 
ed social forms. A reception center has been provided 
on the first floor where Mrs. Cassidy may assist pros- 
pective customers in the selection of proper forms for 
all occasions. ... E. P. Haye, local branch manager for 
L. C. Smith & Corona Typewriters, Inc., has returned 
from a business trip to the factory at Syracuse, N. Y., 
where he attended a sales meet. ... B. M. Boysen and 
R. A. Shinn, formerly with the Houston branch of 
Underwood Elliott Fisher Company, have been trans- 
ferred to the local branch, typewriter division. ... 
Mrs. Muriel B. Alexander, secretary to F. C. Hall, man- 
ager, has resigned to enter government work at Dun- 
can Field.—BCR 


—- 
WEBSTER TELLS SPOOL CONSERVATION PLAN 


Details of a program whereby the government’s 
heavy restriction of typewriter ribbon spools can be 
met “without undue convenience, loss of sales or profit” 
have been offered to dealers by the F. S. Webster 
Company, Cambridge, Mass. 

Webster suggests that dealers should insert in each 
ribbon box a slip containing the following statement: 
“Due to the U.S. government limitation order No. L-73, 
which restricts the production of typewriter ribbon 
boxes and spools, we ask your cooperation in saving 
this box and spool. By returning them to your supplier 
when a new ribbon is purchased, you will be contribut- 
ing materially to the maintenance of uninterrupted 
service.” 

The company also offers to set up for its dealers a 
credit system for all spools returned to its home offices, 
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IN THE MARKET PLACE! 


Yes—the stationer rightly deserves the title of No. 1 
Man in the Market Place. Going back as far as 500 
years we find that the stationer was always in the 
choicest location and his shingle stayed in that one 
spot for amazingly long periods of time. That's why 
he earned the name of “'stationer.”’ 


Today, the stationer bears an ever growing respon- 
sibility to his business community—no business can 
function without the tools he sells. Every phase of 
our war effort whether it be the manufacture of 
small arms or the construction of a battleship is 
dependent on some form of business equipment 
which the stationer furnishes. In time of war, just 
as in time of peace, the stationer is No. 1 Man in 
the Market Place. ; 


ROCKWELL-BARNES ANNOUNCES 
Three New Paper Products—Moderately Priced 


@ Methodic Manifold—Weight 9 lbs. 
Colors—white and canary. 
Saves valuable filing space. 

@ Methodic Mimeograph Paper—Weight 16 

and 20 lbs. 

Colors—white, blue, pink, canary, green, 
goldenrod. 

@ Methodic Adding Machine Paper. 
Spotseald (Patented) guaranteed 250 ft. 
Red signal stop—Free of lint. 


Boer, Speciality Hl to the Stalioner ) 


ROCKWELL-BARNES COMPANY 


CHICAGO 





1511 WEST 38TH STREET ° 
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= against which credit the firm will make shipment of 
| & the dealer’s stock orders. Orders carrying priority rat- 
aes ° ings will not be deducted from the dealer’s returned 
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FLUORESCENT KENDRICK-BELLAMY NOW IN OWN BUILDING 

On Me@dlis After thirty-eight years at the corner of Sixteenth 
and Stout streets, Denver, Colo., the firm of Kendrick- 

Bellamy moved to its own building at 1641 California 


street on April 1. 
) KOA radio station of Denver broadcast a word pic- 
: a ture of the opening of the store by remote control 
direct from the Kendrick-Bellamy building and inter- 


It is our sincere desire to keep our dealers 
in touch with the current restrictions on 










the manufacture and sale of fluorescent KENDRICK - BELLAMY’S 

lighting. We hope that through the medi- NEW woh AIO a Ex- 
ae ; ' t t ildi 

um of this information, dealers will be rene estitniag. red — 

better able to set their future sales course. mezzanine, looking to- 

ward the front of the 





store. 


TEMPORARY RELIEF 
FOR PORTABLE 
FLUORESCENT SALES 


Restrictions on portable fluorescent units 
have been lifted temporarily. Present 
Order expires June 30, 1942. This means 
that the trade may continue for the mo- 
ment to sell portable fluorescent without 
priority orders. 


A WORD OF CAUTION 


. since the conditions governing the 
: sale of portables may change without 
warning, we urge our dealers to follow viewed both L. R. Kendrick and Charles R. Kendrick 
who told about the store arrangement, lighting, air 
conditioning, etc. Thousands of friends and customers 
appeared at the store to congratulate the heads of the 
1. Make a market survey if you have firm and flowers filled the three floors and mezzanine. 
not already done so, of all war in- According to a statement by L. R. Kendrick, secre- 
k : tary of the company, ideas for use in this new store 
dustries in your community. were gathered from all over the country by company 
officials. Modern procedures are embodied in the ar- 
2. To assure deliveries, concentrate rangement to facilitate shopping in the ten depart- 
fluorescent sales effort on companies ments. The store is air conditioned and illuminated 
with the most modern type of fluorescent lighting. 
from whom you can get an A2 Pri- The building exterior was entirely redesigned by 
ority or better. Walter H. Simon, architect. The contractor was David 
A. Olson. The new building comprises three stories and 
a basement salesroom. Freight and passenger elevators 
For the present and until further notice, are provided. 
we will make every effort to take care The facade is of cream colored terra cotta with a 
brown granite base. Display windows are arranged in 
of your fluorescent needs. arcade form permitting massed display for a dozen 
different lines at one time, each window showing a 
iff , va) is . ; y > 
America’s Outstanding Manufacturer of Fluorescent Lights. ee ee e = Be Boag inert fae st baceesersd Pg 
Wire or Write for Catalog. bronze coverings enhance the building’s appearance. 
A canopy is constructed over a portion of the sidewalk. 
VAN oh 4 4 FE IN D) U STRI ES A new type of outside illumination is being employed. 
Space on the main floor is devoted to such depart- 
21st and Rockwell Sts. Chicago, Illinois ments as commercial stationery, fountain pens and 
leather goods, social engraving, general stationery, 


the foregoing plan: 
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Today. it is necessary to have greater efficiency in business 
and there are many useful Globe-Wernicke accessories that 


ele)aee RA speed up office routine and war work. 


G6 o handle pape Many dealers find that it pays to feature these dependable 
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“bread-and-butter’’ items. Check your stock and order 
merchandise needed by almost every customer. 
os ee a 
ee aa 
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BOX FILES * EVERYDAY FILE 
adage oO odes Ge Needed in nearly every office and Has many uses . . made in two 
elet-base ~> 4ele ‘ol -tolet-m- bale often used for personal filing . . . sizes several styles, tabbed alpha- 
practical and inexpensive. Avail- betically, days of months, etc. Also 
0 . v Sd able in letter, cap and bill sizes with metal tabs having removable 
Choice of several styles of indexing. inserts. A handy work organizer. 
vee 
or | 59 
TABS HAVE THE 





NATURAL READING 
ANGLE OF 45° 


























Db bh s = 
PAN D OF ANGULAR 
nie ‘ = CELLULOID TAB GUIDES CARD INDEX TRAYS 
Easy to see . easy to find... no Ideal for card index filing. Made of 
ape 0 ce OG C C stooping or bending to read indexing heavy binders’ board . . . wood bot- 
0 na O Inserts are removable, changes made tom .. . steel follower . . . 3x5", 
easily . . . assures greater accuracy 4x6", 5x8", 6x9” and check file sizes. 
and speeds up filing and finding. 
al + + 
niche 
e- 4 Cl & 8 
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elegance or plain simplicity, the Doten-Dunton 


Embodying a half century of 


line affords appropriate selections in distinctive 


continuous development in design and quality construction. 


distinctive suites and commercial Our fifty years of continuous experience in trans- 


lating commercial character into wood enables the 


wood office furniture discriminating dealer of today to offer the un- 
questionable best in executive wood office furniture. 


HE illustration shown above exemplifies the Doten-Dunton products are, therefore, particu 
superb craftsmanship and fitting taste of a larly adapted to present sales opportunities. 


Doten-Dunton installation.* Whether the result : 58 haat Dee eer err 
The picture is a recent instaliation among several suites tn the 


to be achieved is expressed in terms of riche st Bank of America, San Francisco, by the RUCKER FULLER DESK CO 


DOTEN-DUNTON DESK COMPANY 


Manufacturers of Distinctive Banking, Executive 


and Commercial Furniture 





91 FEDERAL STREET, BOSTON, MASS. * FACTORY—CAMBRIDGE, w«zxxm_ MASS. 
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gifts and books, engineering, art supplies and such. 


Juvenile books, circulating library, stamp collectors’ 
department and seasonal greeting cards are housed in 
the basement salesroom. 


The second floor is devoted to three art galleries and 
a novel open display of office furniture, consisting of 
ten rooms fitted up with model office equipment. 


The third floor houses the steel and copper plate 
engraving shop, recreation rooms for employees and 
extensive stocks. This stock room is in addition to 
stock carried in the company’s warehouse in the lower 
portion of the city. Executive and sales offices and the 
advertising department are on the balcony over the 
main floor. 

Started in 1891 


The firm started business in 1891 as Hamilton & 
Kendrick. William F. Hamilton died in 1900 and the 
following year Harry E, Bellamy started with the firm, 
becoming a partner with Charles A. Kendrick in 1903. 
The officers now are Mr. Bellamy, and three genera- 
tions of the Kendrick family—C. A. Kendrick, L. R. 
Kendrick and C. R. Kendrick. In 1904, the company 
moved from the old building on Seventeenth street 
below Champa to the corner of Sixteenth and Stout 
streets, remaining there for thirty-eight years. 


Charles A. Kendrick, president of the company, has 
been active in the business during the entire time. He 
started at an early age as a railroad construction con- 
tractor. When he went into the stationery business, he 
supplied the mining camps and outlying communities. 
The burro or “Rocky Mountain canary” was the means 
of transportation to many of the old camps. The com- 
pany’s trade-mark in its early days of the ‘nineties 
was an illustration of a burro with pack saddle. This 
trade-mark was a “natural” for that time and was 
revived recently for the fiftieth anniversary celebra- 
tion. 

The business has grown through the years, until ten 
departments are required to supply the firm’s cus- 
tomers in the Rocky Mountain region. The depart- 
ments include a general line of stationery and office 
supplies, books and rental library, social engraving and 
gifts, pictures, fountain pens, engineering and art 
supplies, greeting cards, stamps for collectors, office 
furniture and leather goods. 





MEET GYPSY.—Ed. Little, sales man- 
ager, Wabash Cabinet Company, is 
proudly introducing Gypsy, a young 
lady who is the new hostess of the 
Gyp theater and as such, will be- 
come pals with half the office equip- 
ment industry and all of Wabash. For 
those who don’t yet know, Gyp 
theater is an upper floor of Mr. Little's 
house where he maintains a small 
theater in which to entertain friends 
with his well-known feats of legerde- 
main. Anyway, isn’t Gypsy cute? 
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Performance is the 
word for 


“GRAND 
PRIZE” 


TYPEWRITER RIBBONS and 
CARBON PAPER 














Especially Today do customers ap- 
preciate the dependable, exceptional 
advantages and features of “GRAND 
PRIZE” Typewriter Ribbons and Car- 
bon Paper. Backed by 30 years’ ex- 
perience, these fine products build 
steady “repeat” business for dealers 


everywhere. 


* 


PACIFIC CARBON and 
RIBBON MFG. CO. 


J. Francis O’Connor, Pres., 
Head Office and Factory: 
1451 Harrison Street, San Francisco 














Desk Accessories 


These items you can sell to any or 
all your customers without restric- 
tion. They are profitable items 
which will help take up the slack 
in your business caused by ever- 
growing war curtailments. 


POLAR Accessories make desks 
more serviceable. They speed up 
desk work. They conserve working 
tools. 


Concentrate your sales efforts on the 
POLAR Line of items you can buy 
and sell without restriction. Put your 
whole force to work on them today. 


POLAR 


CHEST TEMPERED 
RE-TEMPERED FIBRE 


CHAIR 
MATS 


are tempered 
three 
hard as _ regular 
tempered fibre 
They do not wear 
out under regular 
usage. They save 
rugs and linoleum 
from the constant 
wear of chairs. 





times as 


Write for the 
POLAR Catalog 








POLAR MANUFACTURING CO. 


323 N. 13th STREET, PHILADELPHIA, PENNA. 
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FACTORY TRUCK USED AS PORTABLE RED CROSS HEAD- 
QUARTERS.—Scene in the Kellogg Switchboard & Supply 
plant, at Chicago, as employees contributed to the Red Cross 
war relief fund. A portable electric truck was rigged up to 
serve as a moving contributing depot. By simple carpentry, 
a desk, donation box and suitable place for the Red Cross 


| nurses were made on the extending prongs of the truck. In 


this manner, the truck moved up and down the aisles of the 
Kellogg plant enabling all to contribute. One day’s contribu- 
tion to the Red Cross amounted to over $2600.00. 








WEDDING S 


MUELLER-MURPHY 

John E. Mueller, son of Charlie Mueller, Chicago 
manager for Joseph Dixon Crucible Company, was 
married in Spokane, Wash., to Miss Betty Murphy on 
April 11. The young lady is a sister of the senior 
Mueller’s son-in-law, a daughter having married into 
the Murphy family about a year and a half ago. The 
young man is employed in an engineering capacity at 
the Grand Coulee Dam, which is one of the greatest 
engineering feats of its kind ever attempted. Mr. 
Mueller’s many friends in the stationery field extend 
their best wishes to the happy couple. 

inant AMINE tn 
HORDER-PERRY 

The marriage of Lieutenant Edward J. Horder, Army 
Air Corps, and Miss Rosalie Perry was solemnized at 
Corpus Christi, Tex., on April 10. Lieutenant Horder 
is the son of Harry Horder, of Horder’s, Inc., Chicago. 
The aviator’s mother traveled from the Horder home 
in Magnolia Springs, Ala., to Corpus Christi for the 
ceremony, being joined there by Mr. Horder. The best 
man was the bridegroom’s brother, Robert, who re- 
ceived his wings as a naval aviator recently. Lieu- 
tenant Horder attended the University of Michigan 
and Auburn Polytechnic in Alabama. The bride is the 
daughter of Mrs. Rose Perry, of Birmingham, Ala. 
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Mr. and Mrs. R. V. Hickman of San Antonio, Tex., 
are receiving congratulations on a son born to them 
on March 25. It is their first born, and he has been 
named Ray Garland Hickman. Mr. Hickman is con- 
nected with the San Antonio branch of the Royal 
Typewriter Company.—BCR 

> 





H. E. (Gene) Hilburn, of the Commander Printing 
& Stationery Company, Tulsa, Okla., is still receiving 
congratulations on the arrival of a baby daughter 
born to Mrs. Hilburn on March 3. The young lady, 
who has been christened Sally Jean, tipped the scales 
at seven and one-half pounds at the last recording. 

> 


C. R. Kendrick, of the Kendrick-Bellamy Company, 
Denver, Colo., became the father of a baby boy born 
to Mrs. Kendrick on February 20. The young man has 
been named Charles Richard, Jr. 
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ACK STAPLERS Serve 
Defense in 
Aircralt Drafting Rooms 


HOUSANDS of ACE Stapling Machines 

and millions of Ace Staples are serving 
the American war effort. Used as tackers, 
fastening drafting paper to drawing boards, 
and for stapling drawings together, they 
are giving fast, efficient, dependable service 
in the drafting rooms of many aircraft 
manufacturers. Governmental departments 
and war industries, too, are specifying Ace 
Stapling Equipment in large quantities. 





We at Ace are proud of our humble con- 
tribution to winning the war. Our only 
regret is the sacrifice it forces upon our 
many loyal dealers. A war emergency de- 
mands the finest, most durable material 
and equipment obtainable. Thait’s why 
manufacturers who produce top quality 
usually are among the first to experience 
difficulty in supplying all demands. The 
steel and wire we use becomes scarcer day 
by day. But we're doing everything pos- 
sible to produce the ACE Stapling Equip- 
ment required to help WIN THE WAR! 








—— es : ere a aes 
Vultee Vanguard Pursuit. Photo Coustesy Vultee Aircraft, Inc. 





, THE NEW ACELINER 
Staples, Pins, Tacks, Hand-Fastens 








ACE FASTENER CORPORATION + 3415 NORTH ASHLAND AVENUE @ CHICAGO. 
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HOW OXFORD PENDAFLEX 


Fits Into You 


+ Customers’ War Problems 


War production starts with paper work. It is paced by paper work. 
Anything that speeds office handling of correspondence, purchases, 
costs, schedules, priorities, contracts and subcontracts—contributes 
to America’s strength and hastens the day of Victory. 


Oxford Pendaflex, the new filing system 
with the folders that HANG actually 
speeds up filing-and-finding time 20°), 
and equally important, it reduces errors 
of misfiling to the vanishing point. This 
is important help. Many busy govern- 
ment departments and the largest war in- 
dustries have already installed Pendaflex 


filing. 


Tens of thousands of war contractors 
have urgent need of it. They are virgin 


prospects for you! 


Would you like to sell PENDAFLEX? 
Do you want to go places with a product 
that has clicked faster than anything in 
the office equipment field today? 


‘ There are territories still without Pen- 


daflex distribution, and territories where 
distribution is not complete. For quali- 
fied dealers. here is one of the biggest 
opportunities of 1942, DON’T PASS IT 


BY! Fill in and return the coupon today. 





OXFORD FILING SUPPLY COMPANY 
363 Morgan Avenue, Brooklyn, N. Y. 


Yes, I am interested in selling Pendaflex. Please send 


details. 


NS ek Takk cued Cob WERE be ks xk 
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Pendaflex HANGING 
Folders—The Idea That 
Started a Filing Revolu- 
tion! 


This picture tells you only part of 
the Pendaflex story. A simple frame 
fits into the file drawer. Pendaflex 
folders hang on the frame always 
upright. The rest of the story is 
the part that is of vital importance 
to the office supply dealer: the in- 
stant acceptance by the _ business 
world of Pendaflex as the number 
one filing method of America 
today! 





Oxford Filing Supply Company 


363 Morgan Avenue, Brooklyn, N. Y. 
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For Our Country 





Industry Members Now Serving With the 
Armed Forces of the United States of 
America 


(Ed. Note—Readers everywhere are invited to send 
to OFFICE APPLIANCES, for inclusion in this column, the 
name of any member of the industry who has entered 
the armed services of the United States). 


CURTIS MASSEY, former factory inspector for The 
Globe-Wernicke Co., Cincinnati, Ohio, has given his 





life for his country, dying from wounds received in 
action in the Philippines. 

Albert Nashman, for many years associated with 
the Oakland Typewriter Exchange, Oakland, Calif., 
has donned the uniform of a Naval lieutenant and 
will be attached to the San Francisco Naval head- 
quarters. Lieutenant Nashman was a member of the 
United States Navy during World War I, where he 
advanced to his present rank. 


Dave Galbraith, a salesman for The Carter’s Ink 
Company for five years, enlisted in the Navy in March. 
With a little time at his disposal he took advantage 
of an opportunity to have lunch with the Great Lakes 
Travelers Club March 27 at the Hotel Sherman in 
Chicago. 


Robert Hutton, an employee of the estimating de- 
partment of the Philip Hano Company, Holyoke, Mass., 
has recently enlisted in the Coast Guard service and 
is the eighth member of the firm to become affiliated 
with Uncle Sam’s fighting forces. 

EE & 


Lincoln Maytham, account executive with Blackett- 
Sample-Hummert, Chicago advertising firm, has been 
commissioned lieutenant, senior grade, U.S. N. R., and 
is a member of the Flight Selection Board in Chicago. 

=: E & 


Promotion to the rank of captain is the honor 
accorded Elmer G. Rahe, assistant sales manager, The 
Globe-Wernicke Co., who entered the service several 
months ago as a lieutenant and is now on duty with 








During this period 
of exceptional stress, 
the concentrated at- 
tention of our entire 
organization is di- 
rected to the prob- 
lem of how best to 
serve our trade. 


No effort will be 
spared to the end 
that we might evi- 
dence, in concrete 
fashion, thru these 
hectic days, our keen 
appreciation of the 
loyal support we 
have always re- 
ceived from our 
dealers thruout the 
country. 


VAIL 
MANUFACTURING 
COMPANY 


900 E. 95th St. 











Chicago, IIl. 
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YES stneE/ 


Just as drastic as the contrast between the 
old square rigged fighting ships and our 
present mechanized war equipment, are the 
changes we are all facing in our business and 
private lives today. 

In the past few months many have made 
the costly sacrifice of donning uniforms for 
active combat service, as have many in- 
dustries— such as Corry-Jamestown— been 
drafted for active production service. We 
must accept these changes, and all do our 
bit, if we are to preserve our American system 
of free enterprise in the world. 

Every day the production demands for 
War materials become more pressing, which 
makes it increasingly difficult for us to serve 
Steel Age Dealers as we did under normal 
conditions. 

But, come what may, one thing remains 
unchanged, and that is our sincere desire 
and determination-——to do everything pos- 
sible to serve you to the best of our ability 
under the present temporary conditions and 
regulations. And further, to keep a constant 
eye toward the future of Steel Age Dealers, 
that the sacrifices we are all accepting will 
not have been made in vain. 
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his unit outside continental United States. Lieutenant 
Al. Seitz, in charge of partition sales, is also in the 
service and both these men are in the Coast Artillery. 
Lieutenant Al. Spiess, another member of the sales 
department, is serving in the southwest Pacific. 
Almost 100 employees of The Globe-Wernicke Co. are 
now in military service. 
Hm E &E 
J. S. Johns, assistant credit manager of A. C. Mc- 
Clurg & Company, Chicago, entered the United States 
Army on May 4 for the duration. 




















HE CRASHED BUT HE'S STILL WITH US.—Lieutenant Robert 
Wetherbee, son of H. R. Wetherbee, of The General Fire- 


| proofing Company’s Minneapolis branch, knows how it feels 


to crack up his plane. The young army flyer recently hit the 


| water off Westport, L. I., and although stunned by the impact, 
| managed to release himself and swim to a buoy before the 


ship sank. He is recovering in a Bridgeport, Conn., hospital. 
ee eee 


OXFORD’S “TIME WARDEN” PROGRAM 
Many and perhaps all salesmen in the stationery 
and office supply field may be known as Time 
Wardens for the duration of the war. In a strong 
effort to focus attention on the need for greater 


| efficiency of office routine on the business front, 
the Oxford Filing Supply Company, Brooklyn, has 


devised a program intended to dramatize the im- 
portant educational work of office supply salesmen. 


| Around its so-called “Time Warden” program, Ox- 





ford plans a complete program of war-time adver- 
tising and merchandising. 

The program is three-fold. It is, first, a patriotic 
drive to help win the war by speeding office paper 
work and by conserving office supplies. Second, it 
is a plan for arousing dealers and salesmen to the 
vital contribution they can make to this important 


objective. Third, the theme and name of the cam- 
paign are designed to catch the attention of key 


executives and make certain that the message of 
improved business methods is heard in the proper 
quarters. 

In many fields there is easy acceptance of the 
idea that salesmen have no real place in a war 
economy. Oxford disagrees. Advertising Manager S. A. 
Wood points to the fact that war production starts 
with a blueprint; before the first shearing of metal 


| and hammering of rivets occurs, it is all paper-work 


—a long trail of letters, schedules, purchases, costs, 
priorities, contracts and sub-contracts—paper-work 
that places a tremendous strain on office equipment, 
filing systems and personnel. The result—factory pro- 
duction is paced, far more than is realized, by pre- 
liminary and accompanying paper-work. 

While the program is an outright gift to the na- 
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SAVE THEM 
SERVE THEM 


SHEAFFERS 


DON’T LET 
CUSTOMERS WASHOUT! 








pena aS frp 
Leading seller. Im- 


portant today! (The only permanent red-and- 
black (or blue-black, or blue) non-sediment form- 
ing hand-writing system.) 


There are many shortages, many things you can’t offer 
today. But PERSONAL and COMPANY RECORDS ARE 
VITAL—and Permanent SKRIP makes those records 
last. Records written with Permanent SKRIP last as long 
as the paper itself. Records written with Permanent 
Skrip survive burst water pipes, fire hose wetness, and 
floods. What a market in days when permanent records 
are so important. What a customer service. Get Skrip 
out in front and SERVE! W. A. Sheaffer Pen Co., Fort 


Madison, lowa. 
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MILHIDGAN G “oteating 


No. 252 ST 52 x 32 inches 


NEW SECKA-TYPE (Patent No 213380) DESh ” 


Other sizes, from 66x34 to 36x26; 

ATI . . ° two drop head, two pedestal and 

A WINNER in time and motion study cCom- five Secra-Type typewriter sizes, 

Ri three table sizes, telephone stand 
and waste basket to match. 





parisons... an effectual aid for the many 
‘ * 
executive secretaries now serving under the... 

enuine walnut or full quartered 
oak exteriors, heavy 5-ply panels, 
flush construction. Inside legs are 
recessed 12 inches; ample foot- 
room for swiveling. Drawer pulls 


A clean cut, spirited design, fully described in __ ° distinctive design—all exposed 


corners rounded. 


extreme conditions involved in the war effort. 


the NEW folder and price list now available ¢ 


Investigate the efficiency features 


to dealers upon request. at wae Meio. 


MICHIGAN DESh COMPANY 


GRAND RAPIDS MICHIGAN 
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tion’s stationers, Oxford plans to test its value and 
to launch it with enthusiasm by staging an unusual 
sales contest in metropolitan New York territory. A 
wide range of merchandise prizes will be awarded for 
sales of Pendaflex between April 20 and June 20. 
Pendaflex is a filing method device that has been de- 
scribed in previous issues of Office Appliances. 

As a part of a test in the metropolitan area, Oxford 
will supply stationers’ salesmen gratis with large 
buttons bearing the name “Time Warden.” Adver- 
tising will help pave the way for the wearers by an- 
nouncing that Time Wardens are skilled in quick and 
efficient methods of handling office routine and in 
counseling conservation of paper and other supplies. 
Window displays will be furnished free. 

Both national magazines reaching business execu- 
tives, trade papers in the stationery and office equip- 
ment field, and newspapers are to be used. Reiss 
Advertising is developing the Time Warden program 
for the Oxford Filing Supply Company. 


a en 





OFF TO THE WARS.—Shown here is the honor roll of 112 

employees of Underwood Elliott Fisher Limited, Toronto, Can- 

ada, who have enlisted in the British armed services to serve 

their king and country. Joseph L. Seitz, president, views the 

gold-on-scarlet roster of the men’s names which was recently 

erected in the head office building lobby at 135 Victoria street 
in Toronto. 


ae ge 
ZEPHYR-AMERICAN REVISES PRICES 

Effective April 10, the Zephyr American Corpora- 
tion, 31 West Forty-seventh street, makers of Autodex, 
announces the following price revisions: metal Auto- 
dex, model M-100, $1.25 list price in all colors; black 
Bakelite Autodex, model No. 642, $2.00 list price; Swivo- 
dex writing set, model W-150, $2.50 in all colors; 
Zephyr black Statesman, $4.25; Zephyr black Envoy, 
$3.75; Zephyr black Deskmaster, $5.75. The company 
also announces the addition of new victory gummed 
labels available in boxes or pad form to retail for 
10 cents. —— 


MANN WINS BOUT WITH APPENDICITIS 

Friends of Maurice F. Mann who have missed him 
on the road or visiting among his dealer friends will 
be glad to know that he is well on the way to re- 
covery following an emergency operation for appen- 
dicitis which took place April 3 in the St. Joseph 
hospital, Kansas City, Mo. 

Mr. Mann was stricken soon after arriving at his 
home in Independence, Mo., and was rushed to the 
hospital where, on last report, he was declared safe 
from any danger of complications, his one remaining 
worry being that he will be from two to three weeks 
late in making his usual calls. 


WHEN LETTERS FLY 
USE “PRES-4-PLY” 


... they're quicker, cleaner labels that stick 
with simple finger pressure. One label at a 
time is delivered by pulling the glassine 
backing tape in this handy dispenser box. 
108 Pres-a-ply Air Mail labels in dispenser 


hox for 25¢ .. . for speed when letters fly. 


GUMMED AIR MAIL LABELS 


Air mail letters 
should be plainly 
marked with color- 
ful labels. These la- 
bels are 244” long in 
red, white, and blue. 
45 labels in a handy 
hox for 10¢. 


lo insure correct 
identification in sort- 
ing and dispatching, 
letters should be la- 
beled clearly. 50 Air 
Mail, Special Delivery 
labels boxed for 10¢. 


Air mail is the answer 
to the call for speed. 
This dispenser box with 
metal cutting band con- 
tains 150 colorful labels 
in a roll for 15¢. 
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FRAMINGHAM 
MASSACHUSETTS 











Want to know a 


secret? The so-called rib- 
bon and carbon "specials" 
really aren't specials at all. 
At least, 
PEERLESS-IMPERIAL. 


not to us at 


Every day we supply 
special types of carbon 
for billing, bookkeeping 
and accounting machines 

. carbon paper rolls 
in many forms for Elliott- 
Fisher machines... . rolls 
for Fanfold billing ma- 
chines. Pencil carbon, striped carbon, one time carbon, 
semi and full coated, spot ink for spot carbon printing, 


etc,, etc., and a couple of more etceteras. 

Want to know ANOTHER secret? Go after the ''spe- 
cials'’ and the regular boxed ribbons and carbon business 
will fall into your lap. PEERLESS- 
IMPERIAL is just the company 
to help you land the big, juicy 









orders. Send us specifications— 


we'll do the rest. 


* i * 
PEERLESS KEY—IMPERIAL MFG. CO., INC. 


General Office & Factory: 409 Mulberry St., Newark, N. J. 


THE KEY MEN OF AMERICA—Manutfacturers with the dealers 
view point. 


BRANCHES: 
Los Angeles, 828 So 


Mich. 


Broadway Spring St 


37 Winden St 


New York City, 321 


Detroit, River Rouge, 
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UNDER THE EMERGENCY 





(Continued from page 33) 


and steel may be used in producing them at the same 
rate as during 1940. 

Use of iron and steel in products in Group 2 must be 
cut during April, May and June by twenty per cent 
below the 1940 rate of consumption. Products included 
in this group are: clips, clamps, pins, and thumb tacks; 
copy holders, eyelet and round and flat-headed fasten- 
ers; eyeleters; file fasteners; pencil sharpeners; 
punches and perforators, and stapling and fastening 
machines. For each quarter beginning July 1, the rate 
of curtailment for this group will be increased to forty 
per cent. 

A fifty per cent cut below the 1940 consumption rate 
was ordered for iron and steel consumption in products 
in Group 3. This group covers adhesive and gummed 
tape dispensers; arch and clip board files; calendar 
stands; desk accessories; inked ribbon spools and con- 
tainers; list finders, rulers and yardsticks; staple re- 
movers, and any stationery sundries not classified in 
Groups 1 or 2. 

Producers may exceed their quotas in order to take 
care of government contracts, but the excess must be 
deducted from subsequent quotas. 

An important feature of the order is that all manu- 
facturers, regardless of whether they are working on a 
government or civilian order, must adhere to Federal 
specifications for metal office supplies issued from time 
to time by the Director of Procurement. These specifi- 
cations are designed to reduce the amount of critical 
materials required to produce these supplies. 

Commenting on the part the average consumer can 
play, M. D. Moore, chief of the WPB section charged 
with administering the order, said: 

“The order was drafted to provide sufficiently for the 
requirements of the Army, Navy and civilian industries. 
While there will be permitted under its terms sufficient 
production to meet the demand, it is nevertheless, 
advisable to caution the public to conserve to the ut- 
most the use of these small office supply items. 

“For example, clips should not be used for permanent 
filing. A staple will do the job. Nor should two clips 
or two staples be used where one will do. Clips and 
other fasteners should be removed when material is 
finally filed. Typewriter ribbon spools can be used over 
and over again and should be saved by the typist and 
returned in the old container upon receipt of a new 
typewriter ribbon.” 
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PREFERENCE RATINGS ON INDIVIDUAL APPLICA- 
TIONS SOON TO BE DISCONTINUED 


As a further step toward putting American industry 
under the Production Requirements Plan, J. S. Knowl- 
son, Director of Industry Operations, announced on 
April 21, that the War Production Board will soon dis- 
continue granting preference ratings on individual 
applications for material to be used in general manu- 
facturing operations. 

No individual application from a manufacturer for 
materials to be incorporated in his products over a 
period of more than one month will be approved. 


As previously announced, virtually all American in- 
dustries requiring priority assistance are expected to 
apply under the Production Requirements Plan for the 
quarter beginning July 1. Under the Production Re- 
quirements Plan, the producers file a single application 
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Call it integrity . . . call it good old- 
fashioned homespun American honesty. 
This is the foundation of the FAIR line 
that’s creating phenomenal sales records 
with office furniture dealers and special- 


ty shops from coast to coast. 


It’s no aecident that FAIR COSTUM- 


ERS dominate the field. This pre-emi- 


nence is the result of an unbeatable 


combination — Quality, Appearance, 
Price and Profit. 

Apply the same formula to FAIR 
Desk Trays and Typewriter tables . . . 


apply the same careful craftsmanship. 


America's standard of 
quality in office furniture 


specialties 














durable construction and correc! taste 


and you begin to understand why the 
demand grows by literal leaps and 


bounds. 


In the matter of FAIR FOAM 
RUBBER SEAT CUSHIONS it is a 
case of both foresight and fortune. The 
happy fact is that despite the rubber 
shortage. we are amply stocked with 
foam rubber cushions to ship on short 


notice anywhere in the United States. 


As steel grows scarcer, it is inevitable 
that FAIR wooden specialty items will 
assume a more dominant position. Are 
you prepared to meet this demand in 
your town? Today write, wire or tele- 
phone for full details, including cata- 


logue sheets and price schedules. 


FURNITURE COMPANY 


NEWARK, NEW JERSEY 
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NEW! 
O BETTER! 
DIFFERENT! 





INVINCIBLE-100 


A completely new kind of platen that will be the sensation of 
the typewriter industry! Looks like rubber, feels like rubber. 
Yet it contains no rubber and is better than rubber in every way! 
Be the first to offer INVINCIBLE-100 in your territory! W rite 


for complete information now—Today! 


Branches in AM E RICAN Suppliers of 


16 WRITING MACHINE STORES all typewriter 


principal cities DIVISION OF REMINGTON RAND INC. parts and supplies 





115 WORTH ST. NEW YORK CITY 
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to cover all of their materials requirements for a cal- | 


endar quarter, or for the remainder of a calendar 
quarter, when the application is filed in an interim 
period. 

It has been the practice of some producers, who need 
priority assistance for only a few of the materials 
which they use, to file applications from time to time 
on individual PD-1A forms. Today’s announcement 
will restrict the amount of materials to which a pref- 


erence rating may be assigned in this way. The new | 


policy will give tne War Production Board a tighter | 


check on the volume and uses of materials for which 
preference ratings are assigned, and will also require 
all applicants who need priority assistance in the regu- 
lar course of their business to furnish full inventory 
information to WPB. 

Producers whose annual volume of business amounts 
to less than $100,000 may file their PRP applications on 
a simplified form, PD-25X. All others must use the 
regular PD-25A application. 

In announcing the new policy, which is intended to 
reduce the volume of PD-1A applications, Mr. Knowl- 
son also said that he has given definite orders against 
“hand processing” of priority applications received 
by the War Production Board. Hereafter, no priority 
applications will be accepted from anyone who pre- 
sents them in person except in Room 4-101 of Tempo 
“KE,” where they are received in the regular course of 
business, and no one will be allowed to intervene in the 
routine processing of applications. 
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WOOD PENCIL COMMITTEE FORMED 

Under date of April 17, the Bureau of Industry Ad- 
visory Committees, WPB, announced the formation of 
a Wood Case Pencil Manufacturers Industry Advisory 
Committee. M. D. Moore, of the Consumers’ Durable 
Goods Branch, is the government presiding officer. 

Committee members are: Coburn Musser, Eberhard 
Faber Pencil Co., Brooklyn, N. Y.; Joseph S. Reckford, 
American Lead Pencil Co., Hoboken, N. J.; Asa B. Wal- 
lace, Wallace Pencil Co., St. Louis, Mo.; M. Levine, 


Reliance Pencil Co., Mt. Vernon, N. Y.; W. C. Rucker, | 


Musgrave Pencil Co., Shelbyville, Tenn.; J. H. Scher- 
merhorn, Joseph Dixon Crucible Co., Jersey City, N. J.; 
Irving P. Favor, L. & C. Hardmuth, Inc., Bloomsbury, 
N. J.; Herman Price, Eagle Pencil Co., New York City; 
Arthur Edelhoff, General Pencil Co., Jersey City, N. J.; 
J. P. Fitzpatrick, Red Cedar Pencil Co., Lewisburg, 
Tenn.; Frank Beck, Empire Pencil Co., Shelbyville, 
Tenn.; Henry Hassenfeld, Hassenfeld Brothers, Inc., 
Pawtucket, R. I.; Jack P. McClasson, National Pencil 
Co., Shelbyville, Tenn.; Edward M. Parrish, Gulf Red 
Cedar Co., Richmond, Va.; M. A. Ferst, M. A. Ferst, 
Inc., Atlanta, Ga.; A. H. Best, Richard Best Pencil Co., 
Irvington, N. J., and Garett Roberts, Weldon Roberts 
Rubber Co., Newark, N. J. 


o 


FLUORESCENT FIXTURES 
HALTED 

On April 2, 1942, the War Production Board stopped 
the production of fluorescent lighting fixtures except 
for essential uses, or on contracts accepted prior to 
April 2, on which work had begun. 

The order (Limitation Order L-78) is expected to 
result in the saving of 35,000 tons of steel, 2,200 tons of 
copper, 5,200 pounds of mercury, small amounts of 
aluminum, zinc, cadmium, and bakelite, and release 
the facilities of the industry for conversion to the pro- 
duction of essential war articles. 

The terms of the order prohibit the manufacture or 
assembly of any fluorescent lighting fixture or part, 
notwithstanding existing contracts or agreements, ex- 


PRODUCTION OF 





cept on orders bearing a preference rating of A-2 or | 


better. 


Manufacturers, however, are permitted to assemble | 


or make parts built wholly with materials acquired 
by an A-2 rating, or through any rating assigned by 
the Production Requirements Plan. 

Effective sixty-one days from April 2, the sale, deliv- 
ery, or transfer in any way of fixtures and parts is 
prohibited except on an order bearing an A-2 or better 
rating, or for parts sold for maintenance and repair. 

















JASPER DESKS 


Preferred on the Office Front! 


No. 660—Executive 
Chippendale Design 





ERE is a typical desk made by the sixty- 

six year old Jasper Desk Co.—packed 

with real sales possibilities. Furnished in 
genuine Walnut and Mahogany exteriors. 
Smart Chippendale design. Sturdily built 
and styled for today's business needs. Panels: 


flush, 1'/, inches thick. 


Catalog Mailed on Request. 


Wm. H. Brown 
6708 Glenwood Ave., Chicago, Ill. 


The Office Furniture Warehouse Co. 
573 Broadway, New York, N. Y. 


The Jasper Desk 


Lampany 


JASPER INDIANA 
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INSULATED 
RECORD CONTAINERS 


FILE 
CONVENIENCE 


SAFE 
PROTECTION 





Patent 
Applied 
= Four-Drawer Insulated 


“a Record Container, door 
receded. Interchange- 
able Security Compart- 
ment at top with 1/2 in 
door and combination lock with relocking device, ac- 
cording 10% discount in burglary insurance on contents 
of compartment. Three Letter Files below. Lower 
illustration shows Security Compartment door closed. 

















BNUFACTURERS. RATIONAL ASSCCIaripy 


FIRE INSULATED SAFE 
SMNA RATING MEM HR EXPOSURE CAT NO 


e@THE ONLY FILE carrying both the Underwriters’ 
Laboratories and Safe Manufacturers National Associa- 
tion ONE-HOUR FIRE LABELS with 30-Foot DROP or 
IMPACT TEST 

















@ One-Hour Certified Fire Pro- 
tection at Point of Use. 





@ Interchangeable Insert Draw- 
ers for specific interior re- 
quirements. 


@ Maximum filing efficiency. 


@ Saving in floor space because 
of receding door. 


OPTIONAL EXTRAS 


@ Selection of finish . . . Com- 
bination lock in addition to 
key lock on outer door for 
dual protection .. . Linoleum 
top on three-drawer units to 
form desk or counter 
Swivel wheels where mova- 
bility is desired. 


THE MOSLER SAFE CO. 


The Largest Builders of Safes and Vaults in the World 
320 FIFTH AVE FACTORIES 
NEW YORK CITY HAMILTON, OHIO 
ROSTON CHICAG I TTSBURGH 


84 Sudbury St 14 W. Jackson Blvd } attiam o)le(4 





s Angeles, 


Tare} I Principal ties i : 
Colombia Havana, Manila, Puert co, de neir Braz! 
er. a ee ee 
Mosler has meant Safes and Safety tor more than 75 years. 

















PASSED AWAY 





R. A. WALTZ 
Rowland A. Waltz, president of John W. Graham & 
Company, Spokane, Wash., died April 23 to bring to an 
end an association with his company of forty-seven 
years. 
Born in Portland, Ore., on January 7, 1873, Mr. Waltz 
went to Spokane and joined the Graham organization 





THE LATE R. A. WALTZ 


on August 1, 1896. He early won recognition as a busi- 
ness man of unusual ability and was made manager of 
the office supply department. 

On May 20, 1941, John W. Graham, founder of the 
company died, and shortly thereafter, Mr. Waltz was 
elected president and general manager, a position he 
held at the time of his passing. His death was brought 
on by a heart attack suffered just as he was about to 
start out on a motor trip. 

He is survived by his widow, Lillian G.; a son, John 
R., and a niece, Margaret Berlinger, at the family 
residence, 428 West Twentieth street. 

Mr. Waltz was a member of the Kiwanis Club, Early 
Birds Breakfast Club, Spokane City Club and the St. 
Augustine’s Holy Name society and parish church. He 
was at one time a director of the Spokane Chamber of 
Commerce. 


B. J. MASSE 

Benjamin J. Masse, president of the Steube Binding 
& Printing Company, Green Bay, Wis., died last month 
in a Milwaukee hospital at the age of sixty-one years. 

Mr. Masse was a great-grandson of Harriet Johnston, 
sister-in-law of former President John Quincy Adams. 
He is survived by his widow; two sons, the Reverend 
Benjamin L. Masse, S.J., of New York, managing editor 
of America, a weekly Catholic magazine, and Harry E. 
Masse, Green Bay, and two daughters, Mrs. R. L. 
DeBrucq and Mrs. Michael Gochnauer, both of Mil- 
waukee. 


Y ’ ' 
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J. P. McGOVERN 
James P. McGovern, for fifty years an employee ur 
the Thorp & Martin Company, Boston, died April 23. 
He was in his eighty-first year and was known to a 
great number of office equipment men as one whose 
genial nature had endeared him to a legion of friends. 


y+ - 
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A. P. STEVENS 
Secretary-treasurer of the Pacific Coast Stamp 
Works of Seattle, Wash., for a number of years, Albert 
P. Stevens, died at his home in that city after a brief 
illness last March. Born in Pennsylvania on June 27, 
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NEW WOOD FILES we 
IN Two GRADES (ZATRIOT 


LTE UES OW tC=<“Ci‘sé 








AURORA-ILLINOIS 





* Save Essential Steel for 
Victory 


* Maintain Your Business 
Profits 


* Meet Big Demand for File 
Equipment 


* Can Be Sold to All Customers 


* Do Not Require Preference 
Ratings 


* High Quality in Two Price 
Levels 





* Fine Appearance of Steel Files 


* PATRIOT—Cradle Suspension—Olive Green Finish with 


* ATTRACTIVE DISCOUNT Sniaikinies, taeduded 


NO PREFERENCE RATINGS REQUIRED 


Here’s a sales opportunity you've been looking for. A-S-E Aurora PATRIOT 
FILES—wood filing cabinets in two grades—PATRIOT with cradle-suspension 
drawers and PATRIOT, JR., non-suspension files. 

These finely finished files have the same handsome appearance that has 
always characterized A-S-E Aurora Steel Files. In height and depth, their dimen 
sions are the same as their steel predecessors. Their durable construction assures 
long years of service. 

A-S-E Wood Files perform a double duty. They conserve steel . . . vital 
to the needs of the armed forces. At the same time they meet the current filing 
requirements of your customers. Take advantage of this opportunity to sell a 
w& PATRIOT JUNIOR — For big market. Send today for catalog pages, price list, and learn about the attrac- 


less active filing and lower cost 
—Olive Green Finish. 


ALL-STEEL-EQUIP COMPANY, INC. 





tive discount. 


611 JOHN STREET AURORA, ILL. 
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Thousands of stationery buyers are learning to | 


DEPEND ON Swaine PRODUCTS 
| 


Buyers of stationery products all 
over the United States are specify- 
ing Justrite products these days. 
They’ve learned from long experi- 
ence that Justrite products meet 
their standards—thatJustrite prod- 
ucts are completely dependable. 

This reputation has taken dec- 


ades to build—but it has been worth 


iV 


the time and money and effort. It 
means repeat customers; it insures 
utmost satisfaction. 

You can cash in on this well de- 
served reputation by stocking all 
Justrite products. You'll learn what 
thousands now know... that if it’s 
a Justrite you can depend upon it 


always. 


| 





| 


x MARKING 
. DEVICES . 
j 
A INKS | 
“"S INDEX TABS 

7%. 
Om, SHEET 

J PROTECTORS 


and other products 
the stationers sell 


THE LOUIS MELIND COMPANY 


CHICAGO 
* 


NEW YORK 


STATIONERY PRODUCTS 





SAN FRANCISCO 
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1875, Mr. Stevens had lived in Seattle for the past 
half-century, and had been with the stamp company 
for the past 35 years, being widely known in the 
stationery and office appliance field by virtue of his 
office. Survivors are a brother and a sister, a nephew 
and a niece. Entombment was in the Tacoma, Wash., 
mausoleum.—CML 
- - + 


Cc. G. GRIMES 
One of the outstanding careers in the retail sta- 
tionery industry came to an end through tragedy 
on March 29 when Carl G. Grimes, president of the 
Grimes-Stassforth Stationery Company, Los Angeles, 

















THE LATE CARL G. GRIMES 


drowned while swimming in the ocean at one of the 
Southern California beaches. 

Mr. Grimes, according to reports from his company, 
is believed to have been struck by some object in the 
water which apparently knocked him unconscious, 
causing death by drowning. On the trip to the bath- 
ing beach he was accompanied by his widow, Mrs. 
Maye H. Grimes, and his son, Carl, Jr. 

The well-known stationery house has been operated 
by the Grimes family for many years. It was actually 
started in 1870 and thirteen years later George W. 
Grimes joined the firm as a clerk. The rapidity with 
which he rose to a place of responsibility is indicated 
by the fact that when the company was organized as 
a corporation in 1894 he was elected vice-president 
and manager. In 1907, the elder Mr. Grimes became 
president and continued as such until his death in 
1939. 

Meanwhile his son, Carl, Sr., had developed a thor- 
ough knowledge of the stationery industry, having 
been a part of the company since 1912. He became 
vice-president and treasurer in 1934, succeeding his 
father in the presidency five years later. His success 
as president and general manager was the result of 
the experience he had accumulated through the years. 

Mrs. Grimes will be president of the firm and Carl, 
Jr., will take a place on the board of directors. R. 
D. Gregory will continue as secretary while R. A. 
Thomas will be general manager, with full responsi- 
bility for operation of the business. 

In addition to his widow and son, Mr. Grimes is 
survived by a daughter, Miss Alice Grimes, and his 
mother, Mrs. Francis M. Grimes. 

bok oF 
J. A. SHEERAN 

Joseph A. Sheeran, vice-president of the American 
News Company, a firm with which he had been con- 
nected since 1904, died on March 29 in an Atlantic 
City hotel following a two-month illness. He was in 
his sixty-second year. 

Born in New York City and for some time a resident 
of the Tremont section of the Bronx, Mr. Sheeran 
became a clerk in the auditing department of the 
American News Company in 1904, becoming chief 
of the department eight years later. From 1920 to 
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NUCHAFT Waste Baskets 





No. 61 Waste Basket— 


No. 31—Waste Basket— 
13x13x14%, 


13x13xl44 


continue to hold an A-I-A preference rating with 
the office furniture dealers who want the best values 
for their trade. 


Our New Let- 

ter Trays also 

carry this high 
rating for 
Quality. 





DIMENSIONS 
No. 26— 91/x11/9x2% 
No. 26-L—914x1414x2%, 


NUCRAFT Furniture Products 


501-505 Monroe, N. W. GRAND RAPIDS, MICH. 





























Carbon Papers & 
o— Typewriter Ribbons 


Topflight businessmen and wo- 
men like Codo Carbons and Rib- 
bons because the written results 
are consistently clear, sharp and 
lasting. Super-Kote, Keen-Rite, 
Typocraft and Stenocopy serve 
practically every business typing 
requirement. Most of them are 
in four weights and four finishes. 


Codo Hectograph Carbon 
is available in two types, 
for spirit and for gelatine 
roll duplicators. We have 
prices and samples of roll 
carbon, one time carbon, 
carbonized newsprint, etc. 
for your sales promotion. 


Codo Super-Fiber Ribbon 
tops a popular line, vari- 
ous grades outstanding 
for production, economy 
and bright color through- 
out long service. 


Many Dealers have put their ribbon and carbon departments on 
a basis of better profit and superior service with Codo Brands. 
Let us show you. 


Codo- MANUFACTURING CORP. 


509 South Franklin St., Chicago 


270 Lafayette St., New York 
Factory Coraopolis, Pa. 
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STYLI TIPS ARE 
CADMIUM-PLATED | 
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‘ Beautiful Rainbow Handles 


-29 Styli-for 
Every Need! 


Ball points, loop 
wheels, shading, etc. 


@ Technygraph _styli 
offer an important 
selling point in the 
soft, neutral tones of 
their beige-mottled 
lumarith handles. De- 
signed to avoid eye 
fatigue. In attractive 
transparent containers. 


@ Knurling near tip 
gives index finger es- 
pecially firm grip. 


@ Beautiful rainbow 
colors; pleasing to the 
eye. Easy to clean and 
keep clean. 


@ MADE IN U.S.A. 


DEALERS 


Our four-page broad- 
side shows Techny- 
graph Styli in actual 
size in their fast-sell- 
ing Rainbow hues; 
please write for your 
copy today! 


kk Technygraph, TECHNY, ILLINOIS 








bers are kept within the 
reach of the buyer's purse. 
They have the eye appeal 
that gets the sale. Check 
up on the extra profit op- 
portunities for dealers 
in this quality line. 





LEATHER 


. No. 28RC | 

— OFFICE FURNITURE 

Rich, luxurious comfortable and durable furniture 
—furniture which enables an executive to give 
his business quarters that final touch expressive 
of his own individuality. With it all, Bright num- 


In the Bright catalog you 
will find a variety of 
styles and designs to suit 
most of your trade. The 
prices will attract you as 
well as your customers. 


BRIGHT CHAIR COMPANY 


INCORPORATED 
127-133 BLEECKER STREET, NEW YORK CITY 
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1924 he worked in the magazine traffic and newspaper 
division, being appointed to the magazine sales depart- 
ment in the latter year. He was elected a vice- 
president in November, 1939. 

Mr. Sheeran was active in the Catholic church and 
was a member of the Archbishop’s committee of the 
Catholic Charities of the Diocese of New York. He 
is survived by his widow, Mrs. Mary F. Sheeran, and a 
brother, James Sheeran, of Brooklyn. 

+ - & 
T. K. BLEDSOE 

Thomas K. Bledsoe, Chicago district sales manager 
for the Autopoint Company, died on March 24 in the 
Edward Hines hospital, Maywood, Ill. A veteran of 
World War I, he was well-known throughout the Mid- 


= 
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dle West and possessed a great many friends both in 
and out of the office equipment industry. 

Joining Autopoint in 1927, Mr. Bledsoe’s early efforts 
consisted of sales and contact work in Chicago, St. 
Louis, Kansas City and Denver. Because of his ex- 
cellent record he was later promoted to the position 
he held at the time of his death. 

Mr. Bledsoe is survived by a daughter, Mrs. Flora 
Jean Banks, of Chicago. 

+ 
W. J. SPILLANE 

William J. Spillane, vice-president and a director 
of the American News Company, died last month in 
Doctor’s hospital, New York City, after an illness of 
two months. He was fifty-four years of age and re- 
sided at 140 Riverside drive. 

Born in Kansas City, Mo., Mr. Spillane joined the 
American News Company branch in that city in 1902, 
later being transferred to the Vancouver branch. In 
1917 he entered the United States Army and upon be- 
ing mustered out one year later returned to his firm 
and was sent to the Chicago office as assistant man- 
ager. 

In 1926 he was appointed superintendent of the 
company’s Pacific division and one year later became 
manager of the New York branch. He was elected a 
member of the board of directors in 1932 and became 
a vice-president in 1939. ‘ 

Mr. Spillane was a member of the Kansas City 
Athletic Club, New York Athletic Club and the Winged 
Foot Golf Club. He was also a member of the Friendly 
Sons of St. Patrick and of the Archbishop’s Committee 
for Catholic Charities. 

He is survived by his widow, Mrs. Ada M. Spillane; 
two sisters, Mrs. Mary Daniels and Mrs. Julia Forsee, 
and a brother, Dennis F. Spillane. 


y ¥ v 


— 
E. I. STEDMAN 

Edward I. (Ted) Stedman, one of the three brothers 
who founded the well-known wholesale and manufac- 
turing stationery firm of Stedman Bros., with head 
office in Toronto and the original store in Brantford, 
Ont., passed away recently in the Brantford General 
hospital. He was vice-president of Stedman Bros. Ltd., 
Toronto, and secretary of Stedman’s Bookstore, Ltd., 
Brantford. The firm operates a business which ex- 
tends from coast to coast in Canada, being operators 
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Winning this War is also Your Business!! 


SELL 


OLWooD 
WOOD FILING CABINETS — ana 


WITH PROGRESSIVE SUSPENSION 


COLWOOD filing cabinets 
are made from the finest mate- 
rials available. They are fin- 
ished in olive green and are the 
same height as Columbia steei 
files. 

COLWOOD filing cabinets 
are made in four drawer letter 
and legal sizes. Each drawer 
operates on progressive suspen- p e F fe ss S E 
sions, is fitted with an efficient 
follower block, and attractive 
label holder and drawer pull. 


PRIORITIES ARE 

NOT REQUIRED FOR BONDS 
COLWOOD FILING 

CABINETS. 


AND 


STAMPS 


COLUMBIA STEEL EQUIPMENT COMPANY 


LINCOLN-LIBERTY BUILDING PHILADELPHIA, PA. 
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when Boorum & Pease Co. Atarted in Ausiness 
Ant 1842 





Since its modest beginning in the year 1842, gation of this Standard. 

the Boorum & Pease Company has been It was inevitable that success and a steady 
guided by men of broad vision, through the growth followed. Additions and enlargements 
virtue of a Standard in which they believed. became necessary, until today—100 years later 


They applied all their mental, physical finds the Company with a plant, one 














and financial resources to the promul- BaP of the largest of its kind in the world. 








Prete 


BOORUM & PEASE COMPANY 


GENERAL OFFICES: 84 HUDSON AVE., BROOKLYN, N. Y. 
BOSTON: 29 OTIS ST. - - ST. LOUIS: 115 SO. 8TH ST. - - CHICAGO: 538 S. WELLS ST. 
NEW YORK CITY SALESROOM 349 BROADWAY, N. Y. 
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of 230 Sell-Rite and Stedman stores. Mr. Stedman 
was active in the Central Presbyterian church, the 
Masonic order and the Brantford Lawn Bowling Club. 
Surviving are his mother, two sisters and two brothers. 


—SJL 
+ bt +t 


H. C. KOERNER 
Henry C. Koerner, secretary since 1902 of the Miller- 
Davis Company, Minneapolis, Minn., died April 14 in 
the Minnesota city. He was in his eighty-fourth year. 
Born at Shakopee, Minn., on December 10, 1857, Mr. 
Koerner was for some years in politics, being at one 
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time auditor of Scott county and later deputy state 
public examiner. He resigned from the latter position 
to join Miller-Davis. 

Mr. Koerner bore the distinction of having designed 
most of the records and forms used in public work 
and lived to see these adopted as standard through- 
out Minnesota in state, county and municipal offices. 

He is survived by two sons, Gregory A., of Evanston, 
Ill., and Aloysius, of Minneapolis; a daughter, Mrs. 
Emma C. Rise, of Minneapolis; three grandchildren 
and one great-grandchild. 


+ - -& 
S. F. LAUCKS 

S. Forry Laucks, president of the York Safe & Lock 
Company and for many years active in eastern politi- 
cal centers, died April 12 at his home in Wrightville, 
Pa. He was in his seventy-second year. 

Mr. Laucks, whose firm was the first in the country 
to receive a national defense contract, was the orig- 
inator of the “York” plan by which skilled workers in 
small shops cooperated with larger organizations in 
filling war orders. The plan is considered a model 
production scheme by industrial leaders throughout 
the nation. 

Mr. Laucks is survived by a son, Elliott Laucks, of 
West Orange, N. J. 

+ ik & 
L. W. GUERNSEY 

Lucius Warren Guernsey, eighty, of Union avenue, 
Bound Brook, former secretary and comptroller of the 
Underwood Typewriter Company, New York, and resi- 
dent there for twenty-nine years, died unexpectedly 
Friday, April 17, at his home from a heart ailment. 

He joined the Underwood Company in 1906 as an 
accountant and at the time of his retirement in 1928 
was secretary and comptroller. For the past fourteen 
years he had devoted himself primarily to his farm 
in the borough which he purchased in 1913. 

He served on the Middlesex Board of Education for 
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FOX 
CHAIR CUSHIONS. 





Here is the newest design in Chair Cushions, created without 
use of materials on the ‘critical list" of today. 

Yet in this FOX cushion you get a perfect quality cushion 
at a reasonable price. Made one inch thick at $1.30 list or 
two inches thick at $2.50 list. 

Get your share of the Summer Chair Cushion business by 
stocking up NOW. FOX has a complete line of Chair 
Cushions—No Priorities Necessary. 


SEND FOR CATALOG SHEET, PRICES 
AND DEALERS DISCOUNTS TODAY. 


Geo. E. Fox & Company 


Office Specialty Manufacturers Since 1911 
412-420 ORLEANS ST., CHICAGO, ILL. 











HELP YOUR CUSTOMERS 


MAKE THEIR 


TYPEWRITERS LAST LONGER 
Kliaree 
DUROL 


TRAOt maar 











® DUROL Really cleans Typewriter and Office 
Machine type and platens in one application! Less 
Fuss...Less Muss...Less Bother. Cleaner typing 
means less banging on the keys—machines last 
longer. 


@ 3-oz. and 8-oz. sizes with applicators. 16-oz. and 
1 quart sizes for refills. EVERY size means happy 
repeats and welcome profits! 


CRE Test Sample of DUROL Type Cleaner, prices and 
Merchandising Plan. Write TODAY to Dept. 0-5. 


RELIANCE PENCIL CORP. 


Manufacturers — Mf. Vernon, N.Y. 





Manufacturers of TEMPLAR DUROLead Pencils 














To the ERROR-No 


today is doubly valuable! To 


dea ler, 


he true, it brings a nice profit 
return, but beyond that it 
increases transcribing produc- 
tion to a point where it may 
not be more typewriters your 
customers need, but more 


ERROR-No 


hind every typewriter. 


copyholders — be- 
Show 


’em today the increased value 





of a superior copyholder. 


THE DAWN MFG. CORP. 


12 CHAMPENEY TERR. ROCHESTER, N. Y. 


Get Set for Big Profit 


Back-to- 
School 
Business 
with 
“National” 


Cases 















Now is the time for 
all forward-looking dealers 
to get set for their school 
supply business for the fall season. 
‘National brief cases, envelopes and ring binders are proved profit 
makers, backed by years of experience in 
knowing just what your customers need and 
want to buy. The “National” line assures you 
of advanced style, the finest leathers—and 
popular prices. If you want to be sure of 
your school supplies better get your order in 
early. 


National Brief Case Mfg. Co. 
512 S. Peoria St., Chicago, Ill. 
10 E. 34th St., New York 

1709 W. 8th St., Los Angeles 
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nine years in the 1920’s, and for six of them was 
president. He also was borough assessor in 1937. 

Mr. Guernsey was particularly active in the Con- 
gregational church, Bound Brook, where he was treas- 
urer at the time of his death. He also had served 
as a trustee and deacon and had taught in the church 
school. 

He was born in Staceyville, Iowa, February 7, 1862, 
the son of John Brewster and Mary Donaldson Guern- 
sey. He received his early education in the public 
schools of Blossburg, Pa., later moving to Elmira, 
N. Y., where he married his first wife, Martha Brown, 
in 1886. She died in 1904. In 1906 he married Bernice 
Grant Haviland, who died in 1911. 

He was in the employ of the Seaboard Airlines Rail- 
road for several years as an accountant, and during 
that time iived in Jacksonville, Fla., and Norfolk, Va. 

Prior to his employment by the Underwood Com- 
pany in 1906, he also served as an accountant for a 
water power company in Glens Falls, N. Y. From 1906 
until 1913 he resided in Montclair. 

He is survived by two daughters, Mrs. Chester A. 
Lydecker, who makes her home at the farm, and Mrs. 
James H. Schmidt, also of Union avenue; three sons, 
John B., of Washington, D. C.; Lucius W. Jr., of Can- 
ton, Ohio, and Roy D., of Upper Montclair, and twelve 
grandchildren. 

- + - 


J. S. SYMES 

James S. Symes, owner and operator of the Symes 
Typewriter Company, Bellingham, Wash., died last 
month in a local hospital following an emergency 
operation for appendicitis. He was in his forty-seventh 
year and had resided in the Washington city since 
1932. 

Mr. Symes is survived by his widow, Marjorie; one 
son, James H., of San Francisco; one brother, Henry R., 
of Portland, Ore.; one sister, Mrs. Alex Moir, of Wind- 
sor, Ont., and his mother, Mrs. Rose Symes, of Port- 


land. 
~- - 


BERTRAM BLACKHALL 

Bertram Blackhall, general manager of Blackhall 
& Company, manufacturing stationers of Toronto, 
Ont., passed away recently, creating a big gap in the 
ranks of the stationers of Canada. He was widely 
known throughout Canada, and was the chairman of 
Miller Lithographing Company and a lifelong resi- 
dent of the city of Toronto.—SJL 

+ - | 
R. H. PAGET 

Robert Harold Paget, eighty, 17 Spruce Hill road, 
Toronto, Ont., died suddenly a short time ago. He was 
for many years a well-Known commercial traveler for 
various stationery firms.—SJL 

+ + + 
E. F. DAVIS 

E. F. Davis, prominent stationer of Tillsonburg, Ont., 
passed away recently at his home on Bidwell street, 
that town, after a brief illness. He was born in 
Mitchell, Ont., seventy-eight years ago, and settled 
in Tillsonburg thirty-five years ago, when he took 
over the stationery store of E. J. Wood. His wife pre- 
deceased him by eight years. Surviving are one son, 
W. Worth Davis, associated in business with his father, 
and two daughters.—SJL 


7 ’ 
+ - - 


M. SCHEINMAN 

Funeral services were held on March 24 for Max 
Scheinman, father of Sol and Victor Scheinman of 
the Pronto File Corporation, New York City. The last 
rites were conducted at “The West End,” Ninety-first 
street and Amsterdam avenue. 

In addition to the two sons mentioned Mr. Schein- 
man is survived by his widow, Mrs. Rose Scheinman; 
two other sons, Sidney and Arnold Scheinman, and 
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Jasper Chair Lo. Chairs @@ 


READY FOR MARCHING ORDERS ~~ 


No. 103 





When you go out into the field, whether in search of the nation’s 
enemy or to develop territorial distribution, your preparation is 
of utmost importance. To the soldier, morale, training, equipment 


and leadership make the difference between failure and success. 


To the office furniture merchant also, these four factors also pre- 
sent a problem, the solution of which carries him onward to vic- 
tory. Usually he is a man who has graduated with honors from 
the school of difficult sales and has the training needed to capture 
the elusive order. Connection with the right manufacturers, defi- 
nite knowledge of the product, conditions, deliveries, etc., assure 


his morale and his continued success. 


JASPER CHAIR CO. chairs, both all wood and leather uphol- 
stered, are produced on a quality scale at popular prices—they 
present real comfort, long life of service, and handsome dignity 


of appearance—in short—"The Right Chair at the Right Price.” 


SAS PER CHAIR COQ. 








JASPER IN DIANA 
REPRESENTATIVES: Geo. A. Litchfield, Sales Mgr. 
E. W. Thomas, (Southwest) James S. Fowls, (Southern) W. H. Brown, (Chicago-Midwest) S. H. MacDonald, (West) R. J. Freeman, (Eastern) 
Box 3493 Peninsula Station P. O. Box 1118, 6708 Glenwood Ave., Chicago 405 Orpheum Bldg. ——. — 
ew York, N. Y. 


Daytona Beach, Florida St. Petersburg, Fla. Phone ROGers Park 3644) Seattle, Wash. 

















A LINE TO BUILD ON 
* 


AVENEL-N-J 


AN ORGANIZATION WHICH UNDERSTANDS THE DEALERS PROBLEM 
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five daughters, Mrs. Esther Gross, Mrs. Jeanne 
Schwartz, Mrs. Paula Segal, Miss Frances Scheinman 
and Mrs. Geraldine Rosen. 


- + | 
W. J. BROWN 
William J. Brown, well-known in northwestern Ohio 
as a typewriter and adding machine service and sales- 
man, died March 23 at Fremont, Ohio, following a 


heart attack. A resident of Fremont, he formerly | 


lived in Toledo and Dayton. Mr. Brown is survived 
by his widow, Mrs. Lucille Brown; a brother, Jesse, and 
a sister, Mrs. Leon Davis, both of Dayton.—AK 


+ i & 
W. P. GRANT 

William P. Grant, branch manager in a number of 
Canadian centers for The National Cash Register 
Company, died last month in an Ottawa (Canada) 
hospital. He was in his eightieth year and had been 
retired for some time. 

Mr. Grant served during World War I with the 
Canadian Expeditionary Force and in recent years 
had an unusually keen interest in veterans’ affairs, 
serving as a president of the Ottawa Post, Canadian 
Legion.—_ WJM 

+: k- & 


JOHN P. BOECKLEN 

On Wednesday, April 15, 1942, death took John P. 
Boecklen, a commercial artist closely related to the 
office equipment and supplies field through advertis- 
ing art work done for the Wilson-Jones Company 
some years ago, and others in the industry more 
recently. 

Mr. Boecklen was a man of ideas as well as tech- 
nical skill. He had the capacity to translate intangible 


thoughts into understandable forms for printed re- | 


production. Friends in the industry will miss him 


keenly. 
+: i + 


FRANK GODWIN 

Frank Godwin, who for twenty years traveled for 
The Carter’s Ink Company in the Northwest, passed 
away April 15 at Baraboo, Wis., where he has made 
his home for twenty-three years. As a young man he 
traveled for the Dennison Manufacturing Company in 
the East and moved to Baraboo about the time of his 
Carter’s connection. Three years ago he retired. His 
passing is mourned by hundreds of friends among the 
travelers and stationers in the territory he covered. 


' 


SYLVANUS HICKS, JR. 

Sylvanus Hicks, Jr., general sales manager of the 
Arabol Manufacturing Company, New York, N. Y., died 
April 16 at his Queens, L. I., home, at the age of 
fifty years. He had been connected with his company 
for thirty-three years and was prominent in Masonic 
circles. Surviving are the widow, Mrs. Theresa Hicks, 
and a daughter, Mrs. Lucille Little. 


th fs 


E. E. LEINEWEBER 
Edward E. Leineweber, an employee of the Chicago 
Sun but previously connected with Horder’s, Inc., Chi- 
cago, for twenty-two years, died April 21 following a 
heart attack suffered in his home. He was in his 
fifty-seventh year. He is survived by his widow, Mrs. 
Rose Leineweber, and a son, Albert. 


r bf + 


0. G. JOHNSTON 
Oliver G. Johnston, vice-president and sales man- 





ager of the H. H. West Company, Milwaukee, Wis., died | 


last month at the age of seventy-three years. He had 
been connected with his company for thirty years and 
has been an officer since 1922. 

Born in Huntington, Pa., Mr. Johnston went to Mil- 
waukee when he was fourteen years old. For twenty 
years he served as a salesman for the local Board of 
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SIGNALS 


In peacetime GRAFFCO has long been considered a 
“standby” in the trade. Today, wartime users of 
GRAFFCO products find them indispensable for speed- 
ing production, smoothing system. GRAFFCO welcomes 
the opportunity to take part in the national effort, and 
just so long as its products are needed there, that’s where 
they will go. To regular dealers GRAFFCO says “Stand 
by!” Orders will be filled as promptly and completely as 
possible so that inconvenience may be kept at a minimum. 


GEORGE B. GRAFF COMPANY 


Makers of 
NU-VISE SIGNALS CELLUGRAF SIGNALS 
NU-VIZ SIGNALS MAPTACKS 


64 Washburn Avenue, Cambridge, Mass. 





ABOUT 


/ DICTATING CYLINDERS 
nevealed inthis INTERESTING 


BOOKLET 


reporting 


ro} Mb be sh ore tasted! 
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STANDARD 
RECORD COMPANY 


104-114 South Fourth Street Brooklyn, N. Y 
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Victory First 


PENCIL SHARPENERS HAVE BEEN 
CURTAILED, BUT WHATEVER WE 
CAN PRODUCE SHALL BE DISTRIBUT- 
ED AS FAIRLY AS POSSIBLE. WHAT- 
EVER SACRIFICES WE ARE CALLED 
ON TO MAKE TOGETHER GAINS 
SOMETHING TOWARD WINNING— 
VICTORY FIRST! 


C. HOWARD HUNT PEN CO., CAMDEN, N. J. 
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PENCIL SHARPENERS 








The TRI-DUTY MANO-MACHINE 


for CUTTING, PUNCHING, PERFORATING 
and RULING 


CUTS, without power, from | to 30 sheets 16 lb. paper with 
one operation, also cuts Cardboard, Canvas, Cloth, Textile, 
Leather, Oilcloth, and many 
other soft materials, quick, 
easy and accurate. 

A RAPID RULING device 
for Ruling, Accounting forms, 
statements, Tables, Charts, 
Panels, etc., with Pen, Pencil 
or colors. No drawingboard, 
T-square or experience re- 
quired. 

A PAPER PUNCH that is 
quickly changed from a 3/16” 
to a '/4” or 5/16” hole, with 
a large platform for conveni- 
ently punching large size 
forms. 

A Slot Hole PERFORATOR, | 
that is rapidly and easily op- 
erated. Patent Pending 

The Tri-Duty Mano-Machine 
with the 4 corners of any double edge razor blade, new or 
used, cuts about 9,500 sheets of any paper equal in weight 
to 16 |b. writing, before it needs changing. 

The Tri-Duty Mano-Machine has no iron lever or heavy iron 
knife to lift or grind; and needs no power to operate. 

The Tri-Duty Mano-Machine is a labor saving and money 
saving investment wherever installed, office or factory. 





Write for full details and prices 





AMERICAN ENGINEERED PRODUCTS CO. 


1123 BROADWAY 
Phone CHelsea 3-9476 NEW YORK, N. Y. 
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Trade, joining the West organization in the same 
capacity in 1912. 

Mr. Johnston was a Spanish-American war veteran 
and belonged to the Dawson Camp of the VFW, and 
the Masonic lodge. He is survived by his widow, Mrs. 
Anna Johnston. 

+ i 


L. D. TAGGART 


Laurence D. Taggart, assistant secretary and treas- 
urer of the Monroe Calculating Machine Company, 
died on April 8 in the Orange Memorial hospital, 
Orange, N. J. Mr. Taggart, who has been ill for a 
considerable time, was in his fifty-eighth year and 
resided at 147 Halsted street in Orange. 

In 1912 Mr. Taggart became associated with Jay R. 
Monroe, founder of the company. He early won the 
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confidence of his employer by his business acumen, 
ability to organize and loyalty. In 1922, he was sent 
to California for the purpose of establishing a Pacific 
Coast branch office, remaining there as western man- 
ager until 1937, when he was called to the home office 
to assume the position he held at the time of his 
passing. 

Mr. Taggart is survived by his widow, Mrs. Ethel 
B. Taggart; a son, Laurence E. Taggart, and two 
daughters, Miss Marjorie Taggart and Mrs. Richard 
L. Howe, the latter of Riverside, Calif. 

a outine 
DICKERMAN COMPANY CLOSES 

Bringing to conclusion seventy-two years of suc- 
cessful operation, the firm of Henry A. Dickerman and 
Son closed the doors of its Taunton, Mass., store on 
March 20. Ill health of the owner, Henry Dicker- 
man, Jr., was given as the reason for ending the 
business. 

The firm was started in 1870 by Henry A. Dicker- 
man, Sr., and, as reported in an editorial in the 
March 21 issue of the Taunton Daily Gazette, was re- 
markable for the miscellaneous stock carried. The 
youthful business operated on a slogan of “Always 
Something New” and introduced such curious items 
as MacBeth’s pearl top lamp chimneys, fly paper, 
sugar-coated yeast cakes, ready-to-fry fish cakes, 
stove polish and many other items which were house- 
hold commodities of the days when life was lived 
without the so-called necessities of today. 

The present Mr. Dickerman retires on advice of his 
physician for a well-earned rest. Within recent months 
he has undergone five major operations, his health 
suffering in consequence. 

Commenting on the retirement and closing of the 
business, the Taunton newspaper mentioned above, 
concluded with: 

“His fellow citizens, who hold him in high regard 
and respect, will wish him well and regret the pass- 
ing of a business which for so many years has held 
a high place in Taunton’s mercantile life.” 





ee er 


——— 











CHECK THESE 
FEATURES 


Enclosed cylinder. 
Automatic inking. 


Front dial-controlled 








paper stop. 
Automatic feed. 


Instantly inter- 
changeable cylinder. 


Dial-controlled 
paper guides. 


Automatic roller 
release. 


Completely 
enclosed. 


The new STYLE lives up to its name in appearance, performance and 
results. It's the stencil duplicator that modern business needs today... 
every business. It's the duplicator that every business can buy today, 
because it is priced and styled to meet every office requirement. Let our 


representative show you what automatic duplicating means when you 


DIAL with STYLE. 
and 


STYLE DUPLICATOR SUPPLIES are now ready. See this complete line of Stencils, 
Inks, Styli, Lettering and Drawing Guides, and everything else for fine duplicating 


work. 


DEALERS 


Don't be "out of Style." Write at once for full information and prices on the new, 


improved STYLE Duplicator . . . priced to sell. 


THE POLYCHROME CORP., 84 University Place, New York, N. Y. 
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Bitendc after brigade, one division after another, 





Gunlocke Chairs are parading off to war. Their 
shipping tags as they go out to dealers’ customers, 


read like a roster of America’s war administration and 











production offices. 

But, while every tool and the efforts of all the 
workers in the Gunlocke plant are directed toward 
doing a full part in the common war effort, the 
welfare of the many loyal Gunlocke dealers has not 
been forgotten. 

Everyone here at the Gunlocke plant realizes fully 
that only because of the past efforts of Gunlocke 
dealers is this company able to contribute so much 
today to our country’s war demands. It is with 
appreciation of this fact that we are doing everything 
possible to continue to serve our dealers to the fullest 


extent that conditions will allow. 


.H. GUNLOCKE CHAIR COMPANY 


WAYLAND, NEW YORK 
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BOARD OF TRADE MEETING 
(Continued from page 64) 


In introducing Jacob Bennett of Leichinger, Ben- 
nett & Company, C.P.A., he said it was his purpose 
to find a man who was intimately acquainted with the 
danger of the times. 


Mr. Bennett’s Address 


The speaker said he believed that a credit man who 
is not sufficiently alive and alert to the business 
world in which we are now living is in danger of 
losing his job. Credit men of today must be both “tax 
minded” and “accountancy minded” if they are to 
succeed. 

Mr. Bennett then went into a long and detailed 
explanation of what constitutes a complete financial 
statement, with the tax problem receiving secondary 
consideration. He declared that a reconciliation state- 
ment (which reconciles the change in net worth from 
the first date appearing on an operation statement 
to the date of the balance sheet submitted by a firm) 
is vitally necessary as a part of a complete financial 
statement, although sometimes hard to obtain. 

Speaking of taxes, Mr. Bennett said they may be 
classified into three groups, (1) taxes based on net 
income or net profits, (2) taxes based on operations 
regardless of net profits or losses and (3) taxes col- 
lected from others in connection with which the tax- 
payer is really a trustee with all the obligations of 
a trustee. 

With these taxes in view, the speaker declared, the 
credit man has a tremendous burden of responsibility 
to see that proper and adequate provision is made on 
financial statements and out of cash balances to meet 
all these obligations. 

David W. Kahn, attorney-at-law, was then intro- 
duced as a leading authority on bankruptcy law, hav- 
ing testified on the subject before congressional com- 
mittees. He is at present a member of the rules com- 
mittee, and was appointed by Judge Knox in 1935 to 
draft rules of procedure under various sections of the 
Bankruptcy Act for the United States Court in the 
Southern District of New York. 

Mr. Kahn, in beginning his address, said one of the 
things that puzzled him was “Why Is Credit So Cheap 
—Why Do We Find So Many Debtors Getting Into 
Insolvent Conditions?” Attempting to give a partial 
answer, Mr. Kahn said that a possible explanation 
was intense desire of manufacturers to build sales 
volume, and in doing so realized the risks they took. 
To him it seemed inconceivable that debtors who turn 
up in the bankruptcy courts offering ten or fifteen 
cents on a dollar could have been allowed credit by 
experienced credit men. And so, as long as business 
proceeds on that basis giving credit to unworthy 
debtors, so long will there be need for bankruptcy 
laws. It was his belief, repeated on several occasions, 
that the most prolific cause of bankruptcy is the 
cheapness of credit. He ventured the assertion that 
it was neither wise business practice nor sound eco- 
nomics to give credit to unsound accounts which, in 
the end, were bound to add to the embarrassment of 
our system. As a result of his experience, he believed 
too many people were permitted to enter into busi- 
ness every year and too many people were permitted 
to stay in business when past experience proved they 
should not. 


Lack of Detail Is Dangerous 


Mr. Kahn suggested that credit men had not taken 
sufficient cognizance of the dangers that lurk in the 
lack of information on leases and employment con- 
tracts in consideration of financial statements. The 
dividends which are obtained from bankruptcy cases 
are greatly affected by this type of contingent liabil- 
ity. He suggested the scientific approach of the mat- 
ter of extending credit should bring to light some 
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BE PATRIOTIC * * * CONSERVE METAL 


SAVE RIBBON SPOOLS 


The War Production Board has curtailed the 
production of metal ribbon spools and as a 
result a severe shortage threatens. 

You can help! Save your spools and return 
them to your supplier. Economies such as this 
must be practiced if VICTORY is to be ours. 


U. S$. TYPEWRITER RIBBON MFG. CO. 
FILBERT AT TENTH STREET 
PHILADELPHIA, PA. 


A Ribbon For Every Machine” 
‘A Carbon For Every Purpose” 














SUPERDEX usses 


Year after year roll labels become ° 

i 8 PASTEL 
more and more an essential for every _ 
good filing and finding system. Today BUFF 
they are in daily demand. .. . Full auto- sien ay 
matic machinery assures uniform per- SALMON 
forations and smooth even gumming Bence 

A 

of SUPERDEX Roll Labels. . . . Eight BLUE 
different colors... . Write for details WHITE 


today. 
THE WARSHAW MFG. CO., INC. 


1 MAIN STREET, BROOKLYN, NEW YORK 


GUIDES INDEX CARDS FOLDERS 
PROTEX STICKONS MENDING TAPE GUMMED INDEX TABS 
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The soldier fights with 
hand and brain—tke 
school helps train them 
both! 





For faultless 
service, 
recommend 
NEW 
INDIANA 
CHAIR CO. 
Teachers 
and Tablet 
Arm Chairs, 
as well as 
laboratory 
chairs and 


stools. 


Substantially built for lifetime service, these chairs pass the 
test of durability and convenience in use. Birch in walnut 
or mahogany finish, quartered oak and plain oak. See our 
catalog for further details. 


NEW INDIANA CHAIR CO., Jasper, Indiana 
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‘*BURRO‘’’ BRAND 


STEEL PAPER CLIPS 


FOR ATTACHING LETTER ENCLOSURES 


; E Ultra-thin, beautifully nick- 


eled spring steel clips for 
correspondence and perma- 
nent files. Three sizes with 

cin No.! «Cling Clip.” 
tached and removed. No. 


STAINLESS STEEL FILE SIGNALS 


tongueless 
Easily at- 
MAKE FACTS EASY TO FIND 
21 22 23 2 se 


Attached to file cards, ledger sheets, etc., 
they make any group of facts instantly avail- 
able. Easily attached, relocated, removed. 
Can't tarnish in dampest areas. Thin gauge, 
they add practically no bulk. Types for every 
need; 12 non-chip colors. Card of samples 
on request. 





plus a narrow, 
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THE H.C. COOK CO., 14 BEAVER STREET, ANSONIA, CONN. 


“ONE HUNDRED PERCENT DEALER PROTECTION” 
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information on leases and employment contracts. 
Very few financial statements, he indicated, took 
into account this type of liability. Mr. Kahn was 
very earnest in his appeal to credit men to take part 
in the bankruptcy proceedings after their customers 
have gone into bankruptcy. The speaker indicated 
that a vast improvement had been made by the 
courts through their cooperative effort to provide 
honest results for creditors. 


Speaking on ways to increase the return to creditors 
in bankruptcy cases, Mr. Kahn emphasized the neces- 
sity for putting claims in the hands of reputable and 
competent agencies who have the time and Knowledge 
and will give of them. He also insisted that if wrong- 
doing was uncovered it was the duty of the creditors 
to see that it was punished. He spoke reluctantly of 
the occurrence of personal selfishness on the part of 
some creditors which frequently led to even worse 
credit conditions. He stated frankly that he had 
never found a formula which he could espouse that 
would avoid bankruptcies. However, it was his opin- 
ion that the number of cases could be reduced and the 
losses reduced if reputable agencies were employed. 
He cautioned against relying on cheap agencies for 
such had frequently given evidence they were more 
interested in a settlement for their own private gains 
than they were in the dividend for the creditor. It 
was his opinion that the soundest way to handle the 
situation was for each trade to set up an organization 
to conduct these bankruptcy proceedings to make sure 
that the people not entitled to consideration will be 
punished if wrong doing can be found, and that the 
people who were entitled to consideration were given 
it. This, he contended, was a sound, practical policy 
which will pay substantial dividends. Just so long 
as creditors are going to permit slothful handling of 
their claims, so long will there be sloppy handling of 
bankruptcies. The courts, he said, will cooperate in 
every manner, but need the benefit of creditors’ judg- 
ment and wisdom. He indicated as his belief that the 
credit department was as important as any part of 
the business. He closed with the thought that we have 
the implements in our power to take full control of 
the situation, but if we do not avail ourselves of the 
instruments and give them personal attention, the 
raping of estates of bankrupts will continue. 


Whiteside Speaks 


The next speaker on the program, A. D. Whiteside, 
president of Dun & Bradstreet, Inc., was introduced 
as a man of extraordinary ability whose knowledge of 
the working of government was intimate. In opening 
his remarks, Mr. Whiteside said he differed with Mr. 
Kahn on the matter of extending credit indicating his 
thought that the tightening of credit particularly at 
this time would do considerably more harm than good. 
He stated that probably most businesses are insolvent 
at one time or another. It was his opinion that the 
one thing that was responsible for the progress of 
this country as much as anything else, was the 
liberality of our credit extensions and bankruptcy 
laws. He reminded that in other countries because of 
the stringency of bankruptcy laws business people 
cannot take chances. The liberal credit was strictly 
an American way of doing business. He charged 
credit men to give credit to all those who are really 
capable reminding them they now also have power to 
put people out of business. Speaking of taxes in rela- 
tion to the credit man’s job, he estimated that the 
normal tax on 1942 might be as high as sixty per cent, 
certainly could be not less than forty per cent. Excess 
profit tax he estimated to be no less than 87% per 
cent and probably 100 per cent. His purpose in making 
these estimates was to indicate the necessity for build- 
ing up reserves to meet this tax liability in the 
coming year. 


At the conclusion of Mr. Whiteside’s address the 
meeting was thrown open to questions directed at 
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INUTE Man meets the needs of the 
L hour by saving metal for vital war 
needs. 


Minute Man is the product of a success- 
ful manufacturer of wood office furni- 
ture—one thoroughly familiar with the 
essential qualities of wood files. Because 
of this background, Minute Man offers 
the outstanding 4 drawer wood file on 
the market—at a price that is without 
parallel. 





CHECK these Important Features: 








e Minute Man uses less than 1% 
1314 ounces 


e High grade hardwood sturdily _rein- 
forced with glue blocks at corners 


e Color is olive drab to match metal in- 
stallations. 

e Streamlined drawer pulls and file card 
frames are solid plastic finished in 
bronze 


SSR AREER araNES: 


e Standard letter size drawers are mount- 
ed on fibre rollers to assure smooth 
action 

e Drawers close flush with front 

No Priorities Required— 
No Special Ratings Needed 


IMMEDIATE SHIPMENT 





Cop Cin 


WHILE WE KEEP ‘EM FLYING 


i ee en ones 








NA DESK COMPANY 


JASPER INDIANA 
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HERES A PENCIL CLOTH 


THATS 5 Gat tr! 
PENCIL- 


Note - differ- 


ORDINAY ‘PENCIL CLOTH eet 240 <s PENCIL-tey 
|___ THESE ed THESE 


PENCIL LINES gx PENCIL LINES 

ARE WEAK \_ARE STRONG 

INOISTINCT \___ SHARP 
GRAY JET-BLACK 




























a. 


~ 




















































| Ret 
THIS WILL MAKE A 
POOR BLUE PRINT 


~. 


msN WILL MAKE AN XX 


LINK QUALITY five Prin g 

















DEALERS “GO” FOR PENCIL-TEX 


There is good reason why dealers are so enthusiastic about Post’s sensational tracing 
cloth PENCIL-tex. Every line drawn on PENCIL-tex blue-prints with the sharp 
definition of India ink. Customers find that they can draw with a pencil on the 


‘processed velvety surface of PENCIL-tex with speed and accuracy. The glass-like 


transparency of the tough, durable cloth saves hours in drawing time—time so im- 
portant to draftsmen in times like these. 

PENCIL-tex gives greater satisfaction to your customers because it takes quick, 
easy erasures and is made up in sizes to fit all drawing room needs. Find out for 
yourself what other dealers are finding out about PENCIL-tex every day. That it 
pays to feature PENCIL-tex! 


pro PEEP PROD, GET YOUR FREE TRIAL NOW 









At our expense, you can prove to yourself the qualities of 
PENCIL-tex. We will be glad to send you free trial samples 
on which you can make actual tests. Please write us for full 


Dealer Profit information and your samples. Write to: 





THE FREDERICK POST CO., BOX 803, CHICAGO 
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Step up production with 
the complete POST line. 
See your Post Repre- 


sentative. 


@ Blue Print Papers & 


Cloths 


@ Positive Print Papers 
Dry Developed 
Moist Developed 


@ Negative Paper 
@ Tracing Papers & Cloths 
@ Drawing Papers 


Sensitized Tracing Cloths 


@ T-squares 


@ Straight Edges 


@ Triangles 


@ Curves 


@ Drawing inks 


@ Drafting Machines 


@ Scales—flat & triangular 


@ Drawing Boards 


@ Drafting Tables 


@ Pencils—Erasers 


@ Profile & Cross Section 


Papers & Cloths 


@ Federa! Aid Sheets 


@ Field Books 


@ Level Rods 


@ Range Poles 


@ Tapes—Measuring 









INSTRUMENTS @ EQUIPMENT @ BLUE PRINT PAPERS @ KINDRED SENSITIZED PRODUCTS 










JUST PHONE OR WRITE 
YOUR NEAREST POST MAN 
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the three speakers, most of which concerned parts of 
their individual addresses. At the conclusion of this, 
the meeting adjourned for the cocktail hour. 

All too soon the dinner bell sounded and the group 
greatly and pleasantly augmented by members of the 
fair sex and a few latecomers answered the dinner 
call in the ballroom where a sumptuous repast awaited 
them. During the course of the dinner a lively orches- 
tra provided the rhythm for dancing and at the con- 
clusion of dinner a swift moving entertainment was 
provided. 

This sixth annual forum of the Stationers & Pub- 
lishers Board of Trade set a very high standard. 
Executive Secretary Sanders ought to be highly com- 
plimented for a most successful meeting. 

ti tie ai na 


HORDER TO SHOW NEW WOOD FILE 

Immediately following WPB Order L 13-a of April 1, 
curtailing metal office furniture production at once 
and halting it on May 31, Horder’s Incorporated, Chi- 
cago distributors of office supplies, business equipment 
and paper, announced a new composite wood filing 
cabinet using only 2.7 per cent metal. According to 
E. Y. Horder, president and founder, ‘this is the file 
that must serve the great majority of business needs 
until we beat the Axis. The Fortyniner is its name. If 
this wood file is patriotic, that is fine. But, for us 
who sell and those who buy office equipment, it is a 
case of sheer necessity that such a file be created. 
Steel cannot be diverted from the war program for 
such use. I don’t believe a four drawer file can be 
made with less than the 37 ounces of metal in The 
Fortyniner.” 

Ten fibre rollers support each full suspension 
drawer. The file is now in production at an Indiana 
factory. The details of The Fortyniner were developed 
by the Merchandise Development Division of Horder’s. 

ee 
CLUTE BECOMES RELIANCE OFFICIAL 

G. Mark Clute, well-known in the East and Middle 
West as a sales representative of the Reliance Pencil 
Corporation, Mt. Vernon, N. Y., last month was pro- 
moted to the position of assistant sales manager. 
Although he will maintain headquarters in Mt. Ver- 
non, Mr. Clute will continue to make his residence 
at 1005 South Forty-sixth street, Philadelphia. The 
promotion was announced by General Manager Ted 


Kaufmann. 
a i 3 


CROWELL TO ENTER GOVERNMENT SERVICE 

Lucius A. Crowell, vice-president of Blackett-Sam- 
ple-Hummert, last month announced his intention of 
retiring from the advertising business “for the dura- 
tion” to offer his services to the government. Mr. 
Crowell, whose firm maintains offices in Chicago, has 
specialized in advertising for the Parker Pen Com- 
pany, in which work he became well-known in the 
commercial stationery industry. 

© 
TIMES FREE PRESS IN NEW QUARTERS 

The Times & Free Press Office Supply is now housed 
in its own modern building at 317 North Main street, 
Kingfisher, Okla., five doors south of the Times & 
Free Press offices, its former location. The building 
was thoroughly remodeled, and a number of new 
fixtures added, to give Kingfisher one of the finest 
office supply stores in this section of the state-—EVH 

- —- - 
W. J. KENNEDY SELLS BUSINESS 

As we go to press word is received of the retirement 
of William J. Kennedy of St. Louis, Mo., and the sale 
of his business to a long-time employee, Irvin F. Biel, 
who will continue the firm under the established name 
of William J. Kennedy Stationery Company. A more 
detailed account of this change will be presented next 
month. 
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COMING! 


New chairs for your 











war-time needs. Par- 
ticulars will be an- 
nounced as soon as 


possible, depending 
upon war production 


commitments. 






COMPANY, Inc. 


20 CHURCHILL ST 


BUFFALO, N.Y 
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TUBULAR CoIN WRAPPERS 


Stationers! It's your Line—Exclusively! 


Rw 








"Steel-Strong” Products are sold through 
Stationers and Office Supply Dealers only. 
We have no retail salesmen to pirate your 
customers and cash in on your missionary 
work. 


Write for liberal discounts and sales help on: 


Lead Seals 

Seal Presses 

Teller's Moisteners 
Manual Coin Counters 
Currency Racks 
Wrapper Cabinets 


Coin Wrappers 
Bill Straps 
Coin Bags 
Currency Bags 
Draw String Bags 
Metal Clasp Bags 
Night Depository Bags Sorting Trays 
Linen Shipping Tags Coin Storage Trays 
Downey Change Trays 


THE C. L. DOWNEY CO. HANNIBAL, MO. 
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products and new methods. 


vital materials. 





PEACE ws wmys sore usr mo WAR 


It’s the realization of this fact that impels us to develop new 


First . . . that we may cooperate to the fullest extent with 


our country in the conservation of steel and other 


Second . . . that we may continue to serve our many loyal 


dealers and may continue to make new friends. 


NEW PRODUCTS’ WILL BE ANNOUNCED IV THE NEAR FUTURE 


PEERLESS STEEL EQUIPMENT COMPANY 


UNRUH & HASBROOK STREETS, PHILADELPHIA, PENNA. 











BURNS COPYHOLDERS Have All Seven 
Important Features — Sell For Only *16°° 


NON-SLIP HOLDER 


a ADJUSTABLE 
GUIDE BAR 
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STURDY STEEL 
CONSTRUCTION 


> 


BLACK SATIN 








FINISH 
< 





SINGLE, DOUBLE, 
OR TRIPLE SPACING 


—_> 





FINGERTIP 
FIRM, NON-SKID LINE-GUIDE 
BASE 





CONTROL 
< 








Count them—the seven important features 
that make the Burns Copyholder unsur- 
passed in quality and performance. Only 
in price does the Burns Copyholder differ 
materially from expensive copyholders. 


It's easy to see why these copyholders are 
making cash register music for dealers 
throughout the land. Top quality and 
moderate prices are an unbeatable com- 


bination. 


Other Burns models sell for as little as 
$3.30. Order from your wholesaler. 


Note: Under the terms of recent W.P.B. 
regulations, orders for Burns Copyholders 
and telephone brackets must bear priority 
ratings of A-9 or higher. 





OFFICE SPECIALTIES 


American Automatic Electric Sales Company 
1033 W. Van Buren St., Chicago, Iil. 





TELEPHONE BRACKETS COPYHOLDERS * GOOSENECK LAMPS ¢ CHAIR & DESK PADS 
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FAULTLESs 
SECTIONAL POST BINDERS » 


* DUE TO THEIR 


DURABILITY 
and 
CONSTRUCTION 


ARE BEST FITTED TO MEET 
THE EXACTING DEMANDS OF 
TODAY ...SO ESSENTIAL TO 
OUR DEFENSE PLANS 





STALOK 
RAPIDLOCK 
PROGRESS 9 


STATIONERS LOOSE LEAF CO. 


524 NORTH BROADWAY e MILWAUKEE NEW YORK e 237 LAFAYETTE STREET 





FOR YOU Mr. D EALE R: Steady advertising such as this helps YOU 


sell more Higgins products. It is one of our 1942 series running in: SCHOLASTIC 
INDUSTRIAL ARTS + SCHOOL ARTS + AMERICAN ARTIST »-+ SCHOOL MANAGEMENT 
NATION'S SCHOOLS « SCHOOL EXECUTIVE « SCHOOL BUSINESS AFFAIRS « NATIONAL SECRETARY 


PENCIL POINTS + PROFESSIONAL ART MAGAZINE + THE ARTIST and MECHANICAL ENGINEERING 


.* . » Ne me Speed on the drawing board is vital 

i I | (; | T ~ a Ah. Nhe & fe) Victory, fore) That S why engineers 
y . TE Mee & draftsmen, artists depend on Higgins 

for more than 


today—as they ha 
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nk 
DRAWING INKS ee ocd 
1 a whe ed, accurate lines 


fine, atl ail or slowly in damp 


for swift, accurate work 
“under fire”’ 


UGGIN® 


HIGGINS LNb CO. LNG. - BROOKLYN, .N. Y. 
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Presenting “GU a NRITE” Sccerrazat 








Compartment has swinging door. An easy pull and GUNNRITE 
slides out of pedestal on rollers, easily, quietly. An easy lift 
raises platform into place; slide into an automatic locking 


Necessity for the conservation of metal prompted the inven- 
tion of “"GUNNRITE''—an all wood secretarial with many NEW 
and IMPROVED Features.—''GUNNRITE" protected by U. S. 
PATENTS applied for. 


Write for Complete Details. 


COMPANY 


position. This unique lock compensates for wear, the more 
it wears the more rigidly it is locked. 


GUNN FURNITURE 


GRAND RAPIDS, MICHIGAN 




























CLIPPING ENEMY WINGS is 
one of the most important war 
jobs. 

The Automatic Pencil Sharpener 
Company is producing Ammuni- 
tion in increasing quantities. 
Please “bear with us” if your ship- 
ments of pencil sharpeners are 


‘\sutomatic the wax effort 


contributes to 





delayed. Uncle Sam’s first needs 
must come first. 


Critical materials such as Nickel 
and Zinc by orders of the War 
Production Board must be elim- 
inated. Your cooperation is re- 
quested in accepting such substi- 
tutes as we are able to secure and 
utilize. 


AUTOMATIC PENCIL SHARPENER CO. 


58 E. WASHINGTON 





CHICAGO, ILL. 
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EASTERN CONFERENCE 

(Continued from page 62) 
patriotic duty. In conclusion, he hoped all would 
have an enjoyable and profitable day and extended a 
cordial invitation to all to attend the annual dinner- 
dance of the local association to be held that night. 

Tells Value of Association 

President Vincent then reviewed some of the plans 
of the national association to improve its value to 
the membership through a succession of regional 
conferences of which this in New York was the sec- 
ond. In association work, members learn to cooperate 
in reaching definite objectives, learn to work together 
for the common good, learn to respect and trust their 
associations and in the process learn to educate them- 
selves. The president cited some examples wherein 
cooperation of groups of dealers led to definitely better 
conditions for entire communities—wherein combined 
efforts stimulated business for all who took part. He 
gave his opinion that the methods of dealer operation 
were apt to be very different in the future than in 
the past. 

James P. Ward, Sr., Reliable Typewriter and Adding 
Machine Corp., Chicago, Ill., director of National 
Typewriter and Office Machine Dealers Association 
and special Washington representative, was then 
called on to report his activities in connection with 
the WPB and OPA members in Washington. Face- 
tiously Mr. Ward referred to the association as the 
National Frozen Office Machine Dealers Association. 
For the record, he told how events led to his being 
in Washington as special representative of the na- 
tional association. Here he paused to extend his ap- 
preciation to the dealers in Washington and in New 
York for their valuable assistance with the various 
governmental departments and department heads. 
From his contacts he expressed the belief that the aim 
of WPB when issuing the typewriter freezing order 
was directed at increasing the facilities for making 
war materials rather than conservation of materials. 

In the very beginning of the conferences with 
WPB and OPA officials, Mr. Ward said that the asso- 
ciation made it very plain that their sole desire was 
to cooperate in every possible way to accelerate the 
job of winning the war—that they desired to assist, 
not interfere—that they realized the complex prob- 
lems to be solved—and believed their intimate knowl- 
edge and experience could be of definite aid. The 
conferences were therefore conducted in the friendli- 
est manner. Here, Mr. Ward paused to remind his 
listeners that this was a very serious business, that 
the government insists on compliance and to obtain 
compliance is using field agents operating from vari- 
ous regional headquarters to keep a check on dealers. 
He urged dealers to make certain they comply in 
every respect. 


Rentals Deemed Good Revenue Source 

Mr. Ward indicated that it was through the efforts 
of the dealers’ organizations that the modifications of 
the original March 5 order, wherein it became per- 
missible to rent typewriters, was effected. The speaker 
gave as his conviction that dealers were now more 
than ever in the rental business whether they liked 
it or not. He also indicated his belief that the new 
situation offered opportunity for rental profit on a 
scale never before possible. He reminded dealers that 
business in general was probably familiar with the 
freezing order on all typewriters but probably was 
ignorant of the fact that typewriters could be rented. 
He, therefore, charged his listeners to go after rental 
business with the same enterprise as formerly di- 
rected toward sales. In the same general category 
was repair work. The government has given assurance 
that repair parts will be made available and further 
urges all dealers to put all the typewriters in their 
stock in usuable condition. OPA and WPB wish to 
keep all the typewriters now usable in good working 
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order and thus conserve the available stock. Referring 
to the price ceilings about which he had received 
many inquiries, he explained that every dealer had 
made his own ceiling on rentals and repair work. In 
other words, the prices charged by each dealer on 
the day four days prior to issuance of the order was 
the ceiling for each dealer at present. A word of 
caution was introduced. Dealers must publish their 
rental rates in a conspicuous place in their stores. 

C. E. Bush, General Typewriter Company, Wash- 
ington, D. C., the next speaker, gave an enlightening 
report on “How I Hold My Employees.” He said it was 
his impression that a very definite gap existed be- 
tween employers and employees. In the average situ- 
ation an employer hires the best person available, 
pays average wages and gets all the work he can from 
the employee. On the other hand, the employee, so 
hired, works because he has to and isn’t too interested 
in the business and not too satisfied with his job 
or position. Mr. Bush said he had worked a plan 
which helped to close this gap between the employer 
and employee. As the subject of his talk indicated, 
first, that he holds his employees, second, that there 
must be some manner in which he holds them, and 
third, that it is a worth while thing to do. Here Mr. 
Bush enumerated the factors of his plan. 


1—His employees are partners in the firm. 

2—As partners men or women do a better job. 

3—Employees, as partners, think of the business as 
their own. 

4—-No secrets are kept from employees—the books are 
always open for inspection—problems discussed at 
conferences. 

5—Employees share in the profits over and above their 
regular salaries. 

6—A certain job is worth a certain amount no matter 

what outside labor market may be. 

Pay is adjusted regularly every three months. 

8—As partners, employees are on most friendly basis 
with one another. 

9—As partners, employees need no bossing—they take 
care of themselves. 

“Why do I do this?” Mr. Bush asked and answered 
by saying that the years the plan has been in oper- 
ation have proved it pays and everybody who works 
for his organization makes a decent living. 

“How to Gear Advertising to Present Day Condi- 
tions” was a problem then discussed by Stan Moss of 
Addressing Machine & Equipment Company, New 
York City. The speaker introduced his remarks with 
the assertion that present day conditions bring new 
problems for advertising but fortunately advertising 
is a flexible force applicable to most conditions. Pre- 
viously the chief use of advertising was as a force 
to promote the sale of machines. Today emphasis 
must be placed on repair service, rentals and an edu- 
cational campaign conducted to teach users how to 
maintain their machines. Mr. Moss believed that all 
advertising ought to help the government, ought to 
help sell some government project or undertaking— 
ought to convey to readers awareness to war condi- 
tions. AS manpower becomes more difficult to obtain, 
advertising will have to shoulder the additional bur- 
den of taking the place of salesmen. Advertising will 
have to bear the weight of convincing explanation for 
increasing costs of services. 

E. A. Glassman, City Typewriter Exchange, Roches- 
ter, N. Y., in discussing “What About Rentals and 
Rental Rates?” said their business has about 1100 
machines on rental all the time. All rentals are sent 
out C.O.D. Five days previous to the date the rental 
is due, a bill is sent for the next rental period. On 
the exact date the rental is due their drivers appear 
and obtain either the machine or the money. Another 
practice that has proven effective is requiring a de- 
posit of $15 for machines sent out of town. 

The meeting then turned to the brighter side just 
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How “All Out” Production 
Affects the Oakville Customer 


Today, the metals that for 80 
years have gone into the manu- 
facture of Oakville stationery 
items, have been enlisted for the 
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Installed by Horders Inc., Chicago 


Furniture built by Leopold craftsmen in Burlington, lowa 
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before luncheon and was entertained in humorous 
strain by a professional after dinner speaker, Ben 
Harrison. 

After luncheon the chair introduced some of the 
notables at the gathering. A. H. Kellstedt, Peoria 
Typewriter Company, Peoria, Ill., was recognized as 
being farthest from home. 


Profit Is the Problem 


Irving Ritchie, Addressing Machine & Equipment 
Company, New York City, deviated from his desig- 
nated subject to review some of the essential prob- 
lems confronting dealers today. The main problem 
he emphasized was still to stay in business and 
make a profit. He told of a solution they had found 
to the vexing problem with which they were con- 
fronted as a result of the freezing order wherein 
they found themselves with a large repair force with 
nothing to do. They spurred the business of this 
department by combining their rebuilding job with 
repair at a price between the regular charge for each 
individually. 

Don MacDonald, MacDonald Typewriter Company, 
Washington, D. C., discussed some of the phases on 
“How to Make More Money in the Repair Depart- 
ment.” The speaker reminded that labor costs had 
steadily risen in past years while recent demands 
of war have taken a serious toll on available service 
men. In their business they have discovered only one 
way to make a saving and that is in the method used 
in cleaning machines preparatory to repair or re- 
building . Most typewriters when they come into your 
shops really never need more than a thorough clean- 
ing. 

At this point, Harvey C. Mansfield, unit chief of 
Office Equipment and Machinery Unit of Office of 
Price Administration; W. G. Turquand, typewriter sub- 
unit chief, attached to Mr. Mansfield’s department, 
and Herman Edelsberg, attorney for Consumers’ Dur- 
able Goods Rationing Division of OPA arrived. In cour- 
tesy to these gentlemen who had made a special trip 
from Washington, the meeting was then turned over 
to them. Mr. Mansfield spoke for the group. 

The speaker declared that one of the major im- 
portances of typewriter plants is, like those of the 
automobile industry, their ability to be quickly con- 
verted to war ordnance production. Orders cutting 
typewriter production will save enough steel, he de- 
clared, to manufacture 540 light and 216 medium 
tanks; enough aluminum for seventy pursuit planes 
and forty medium bombers; enough tin for 3,500,000 
cans for food for military purposes and enough rubber 
for 162 tires for Army Flying Fortresses. 

“Typewriter manufacturing plants,’ Mr. Mansfield 
told his listeners, “are ideally suited for speedy con- 
version to the production of rifle, pistol and machine- 
gun mechanisms, as well as a number of other items 
of essential war equipment.” 

The speaker then touched on a familiar theme when 
he reminded those present that the government still 
permits a good source of revenue to the dealer, ie. 
unrestricted rentals of new or used portables and un- 
restricted rentals of used standard machines. He 
then concluded by saying: 

“Your association has, through the establishment 
of a liaison office in Washington and by its an- 
nouncements in the newspapers of all big cities in 
the country, given proof of wholehearted cooperation. 
We count on that cooperation. We need your co- 
operation and I am confident that you are with us 
in our efforts to spread, share and save the available 
stocks.” 

The meeting was again directed to other pressing 
problems of the day. Sam Hutter, Checkwriter Com- 
pany, Inc., made some interesting comparisons be- 
tween the profit making possibilities of check writers 
in comparison to typewriters. M. E. Clausner, Type- 
writer & Office Supply Company, Newark, N. J., dis- 
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cussed the advantages of selling other office machines 
in addition to typewriters to diversify activities. He 


_ emphasized the fact that dealers must know how to 
| demonstrate machines 


before they can expect to 
sell them. W. P. Wittelsberger, Adding Machine Sales 
& Service, Baltimore, Md., suggested the possibility 
of earning greater profits from adding machine sales 
by extending extra service beyond that indicated in 
the contract. His point was that purchasers remember 
the extra service. 


As a fitting climax to a busy and instructive day, 
William Purvin, Superior Typewriter Company, treas- 
urer of Office Machine Dealers Association of New 
York, presented the National Typewriter and Office 
Machine Dealers Association with a check for $450. in 
dues from members of the local association. Presi- 
dent Vincent accepted the check in behalf of the 
National. 

So came to a close another successful Sales-Mer- 
chandising School. Those who attended made known 
their appreciation of the efforts of the national 
association officers, the local association officers and 
especially the local committee—Irving R. Ritchie, Ad- 
dressing Machine & Equipment Company, chairman; 
A. H. Wittekind, New York City, and N. H. Fucci, 
Business Machines Service, New York City. These 
people worked long and hard to put over this meet- 
ing. 

g ; : 7a 
STURGIS ESTABLISHES EMPLOYEE 
INSURANCE PLAN 

A five-way protection group insurance program for 
all its employees has been established by the Sturgis 
Posture Chair Company of Sturgis, Mich. As an- 
nounced by R. C. Huntley, president of the firm, all 
employees will be offered the opportunity of life 
insurance coverage, plus sickness and non-occupa- 
tional accident coverage, surgical benefits, and hos- 
pital expense benefits for themselves and dependents. 

The group plan is being underwritten by the Metro- 
politan Life Insurance Company on a cooperative basis 
whereby the employees contribute fixed amounts and 
the employer bears the balance of the entire net cost. 

Employees will be eligible for $1,000 of life insurance 
and weekly benefits of $10.50 in case of sickness or 
non-occupational injury. The plan also provides hos- 
pital benefits for the employees and their dependents 
ranging up to $4 per day for a maximum of 31 days, 
and surgical benefits as high as $150. In addition, the 
plan calls for visiting nurse service and the distribu- 
tion of pamphlets on disease prevention and health 


conservation. 
—— 


PROCTOR OPENS NEW BUSINESS 
James V. Proctor, formerly connected with the 
M. & M. Sales Company, last month opened his own 
business in Des Moines, Iowa, under the name of the 
Office Machine Supply Company. 


—_——— Po 
CONSTANTINE TRIES TO AID STRANDED 
SOLDIER AND SAILOR 

When a soldier and a sailor recently found them- 
selves stranded in Tulsa, Okla., while returning to their 
Pacific Coast bases, residents and business men of 
that progressive and big-hearted city saw to it the 
men did not go unaided. 

The two men had been on a visit to relatives in 
Detroit and Cleveland and both had been wounded in 
the attack on Pearl Harbor. Returning West they got 
as far as Tulsa when funds ran out. 

Then James Constantine, president of the Palace 
Office Supply Company, heard of their predicament 
and rushed off to buy railway tickets for the men 
and to pass them a little cash for “cigarette money.” 
But he found that the Tulsa Federation of Labor had 
beaten him to it by a few minutes and had provided 
tickets for the two warriors who were then well on the 
way to joining their units. 
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Seen and Heard 


in Southern California 


By J. Edward Tufft 
1710 Morada Place, Altadena 


1942 


ARL G. GRIMES Missed by All.—This writer has 
been interviewing business men for years. He has 
interviewed thousands of them. There is one, among 


others, whom he will remember as long as he lives. 
That man is Carl G. Grimes, president until his death 
of the Grimes-Stassforth Stationery Company in Los 
Angeles. 

Mr. Grimes was the acme of courtesy and considera- 
tion. He refuted forever the idea that a business man 
to be successful must be hard boiled and that execu- 
tive power lies in capacity to terrorize. He knew that 
executive power lies in ability to coOperate with men, 
not to make them afraid. He knew that a man’s best 
is given only when it is given willingly, and that if it 
is not given willingly it is never his best. 

This writer has interviewed hundreds of men who 
have attempted to impress him with their ‘powerful 
presence” and with a gusto obviously assumed and 
drummed up for the occasion. A child can see through 


that sort of thing. A reporter sees through it even 
before it happens. Carl Grimes had none of that 
camouflage about him. He was unaffected, sincere, 


kindly, generous with his time—in a word just natural, 
as the Creator intended a man to be. The benches, 
or rather chairs, in the waiting room outside of Mr. 
Grimes’ office show no wear, for no salesman was 
ever made to sit out there longer than was absolutely 
necessary. If a longer wait than normal was in store 
for a visitor an explanation, almost an apology, was 
sent out from the inner office. Another such word of 
regret was offered when the visitor entered the inner 
office. No caller ever had a sense of being mistreated 
by Carl Grimes. 

Do not think for a moment that this innate sense 
of kindness, this proper evaluation of human equa- 
tions, so to speak, cost Mr. Grimes anything either in 
business missed or in dignity lost. Nothing of the 
kind! Quite the contrary was true! The business firm 
that he headed is unusually successful, and this writer 
who called on Mr. Grimes monthly for some years is 
going to use a separate paragraph, written in the first 
person, to say his last few words 

The eyes of most employees still had tears in them 
when I called at the store three weeks after Mr. 
Grimes’ death. There is a mist between me and my 
typewriter at the present moment! 

” +. * 

New Hours for Retail Stores.—Retail departments 
of all downtown stationery stores are complying with 
the new hour schedule asked by the Los Angeles de- 
fense coordinator. The hours are 10 A. M. to 6 P. M. 
Managers of all such departments mentioning it to 
this writer approved of it since it is a feature of a 
staggered work hour plan introduced in the city with 
the thought of preventing too much traffic congestion 
on the streets at any one time. Stores with whole- 
sale departments as well as retail departments have 
of course encountered a slight problem, but such prob- 
lem has been satisfactorily solved by reasonable 
adjustment. 


* * 


Anderson Brings Out New Desk.—-The Anderson 
School Equipment Company, 1715 Johnston street, has 
brought out a new type of office desk known as a side 
pedestal desk. A strong, attached wooden typewriter 
stand draws out from the desk, the typewriter being 
concealed in a space underneath resting on a shelf 
which also draws out. The desks are made both right 


and left, as desired. The only inconvenience is in lift- 
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ing the typewriter from the shelf to the stand and 
placing it back on the shelf when through typing, but 
the manufacturers state that this effort is more than 
compensated for in the rigidity of the stand which 
does much to head off typing fatigue. 

7 * oa 

Gillespie in Office Furniture Business.—The Gillespie 
Furniture Company, 3011 East Pico boulevard, Los 
Angeles, is now engaged in the manufacture of office 
furniture and at present is filling a government order 
for between 4000 and 5000 desks to be shipped to the 
Salt Lake City area. 

Bandoli Visits Los Angeles.—M. S. Bandoli, general 
sales manager for the Victor Adding Machine Com- 
pany, spent five days in Los Angeles in April, leaving 
for Chicago April 17. While here he entertained the 
local force at a hotel supper. Harold Lane, for some 
time salesman on the east-side territory in Los An- 
geles, has resigned to take a position with the Adel 
Precision Products in Burbank. 

Ralls Has New Secretary.—Miss Hazel Dalton is the 
new secretary for G. G. Ralls, branch manager for 
the Royal Typewriter Company, Los Angeles. She 
takes the place of Mrs. Maxine Meyers, who has re- 
signed to take a position with the California Ship 
Building Company. Mr. Ralls reports rental and serv- 
ice business rapidly increasing in his branch. As a 
matter of fact, five new men have been added to the 
service department force. Several men in the organ- 
ization are getting ready to answer draft calls, how- 
ever, Mr. Ralls states. 

Schwabacher-Frey Employees Have Election.—In a 
recent election of the Employees’ Union at the Schwa- 
bacher-Frey Company, Wallie Jones of the cutlery 
department was named president; Hill Dufresne of 
the printing department was named vice-president, 
and Leah Fox of the credit department, secretary and 
treasurer. The Schwabacher-Frey bowling team still 
is out in the lead in the bowling league competition 
in Los Angeles. More than seventy-five per cent of 
the employees have recently been covered with a 
blanket health-accident-life insurance policy that 
seems to be arousing much complimentary interest 
among them 

Mendenhall Takes Rest.—James Mendenhall, vet- 
eran fountain pen department buyer for the Schwa- 
bacher-Frey Company, has been granted a leave of 
absence and he will take a well earned rest. The de- 
partment which he has headed for many years is 
reported to be one of the largest, if not the very larg- 
est, of the kind west of Chicago 

Johnson Makes Hole-in-One.—J. A. Johnson, Los 
Angeles branch manager for the Underwood Elliott 
Fisher Company, achieved the unique distinction early 
in April of shooting a hole-in-one at the Baldwin Hills 
golf course. This is the first hole-in-one of his golfing 
career, he reports. 

Lockard’s Son on Long Island.—Tom Lockard, son 
of Blake Lockard, who has been stationed on the 
Pacific Coast for some months, is now in the United 
States Coast Guard training school at Manhattan 
Beach, Long Island, N. Y. 


Southern California Adding Machine Company Has 
Increase.—The proprietors of the Southern California 
Adding Machine Company, 944 South Broadway, have 
found little to complain about in the way of business 
so far. Maintenance and repair work is increasing 
very rapidly, they report, while rebuilding adding 
machines to embody new operations to take care of 
special work particularly in defense plants and in the 
airplane industry has grown to large proportions. A 
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source of supply. 


In good times and bad, in war 
and peace—year-in and year-out 
for almost half a century—Cesco 
has been the dealers’ dependable 


To-day more than ever, indus- 
try needs speedy, accurate records 
—up-to-the-minute housing equip- 


MEETING THE NEEDS 
OF THE WAR PROGRAMME 


ment. They are part and parcel 
of the mighty war endeavor. 

No other line offers such a wide 
range of modern Forms and De- 
vices. If the Cesco Catalog is not 
in your files, ask for a copy to-day. 
Exclusive agencies available to es- 


tablished dealers. 








PROMPT DELIVERIES 


With a few exceptions, normal deliveries are still being maintained. 
Prompt shipments are made of all standard items, such as Business 
Forms, Post Binders, Visible Equipment, Prong Binders, etc. Stock 
numbers shipped same day—specials in ten days. 








THE C. E. SHEPPARD 


4407 Twenty-First St., Long Island City, N. Y. 


CoO. 











PRONTO 


FIBREBOARD FILES 
SAVE STEEL 


PRONTO Files are made of 275 |b. test cor 
rugated board reinforced with steel. Thou- 
sands of concerns have used them for many 
years—used them for all filing and storing 
purposes. When PRONTO Files are used 
all records are readily available. In Grained 
walnut as well as olive green finishes they 
match present office installations. And they 


can be interlocked Into solid batt ries 
Sell PRONTO Fibre Board FILES. 


A Size for Every Record 


Freight Bills Sales Checks Claims 
Charge Slips 5 x 8 Cards Receipts 
Job Tickets 4 x 6 Cards Meter Stubs 


PRONTO FILE CORP. 


349 BROADWAY, NEW YORK, N. Y. 





CHECK SIZE 
No. 1941L 






STEEL SLIDING 
FOLLOW BLOCKS 


40¢ 
ADDITIONAL 


MADE FOR 
ANY SIZE 














$1.65 


Carton Price 










LETTER SIZE 
No. §210L 





Carton Price 
$2.50 






Prices in Denver and West of Rockies 20% Higher 


Manufactured under one or more of the following Patents 2061485—2110556—2139520—2181918—2225958 
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Profit 





Serve your customers well by selling 
them our high grade upholstered chairs 
with DuPont's durable leatherette. 


Jasper Seating Company Asi, 























A complete line of fix- 
tures for Office, Posture 
and Typewriter Chairs. 





Smooth, Durable, Rocking Action Equipped with 
Double Tension Springs Made from Highest Qual- 
ity Wire Specially Treated and Tempered for this 
purpose. Easy height adjustment with positive lock. 





Over Twenty Years' Experience in Building Office Chair Irons. 


COLLIER-KEYWORTH CO. 








GARDNER, MASSACHUSETTS, U. S. A. 


























BEAUTY 





B eats competition. 


E conomically priced. 

A tractive design. 

U nique. 

T rays |, 2, 3, 4, 5, or 6 high. 


Y es, write for prices now. 


Automatic File & Index Co. 
DEPT. A-100, 629 W. WASHINGTON BLVD. 
CHICAGO, ILLINOIS 











When You're Asked 
for , FACTS 









CAN YOU GIVE THEM? 


1s are changing daily. Are YOU keeping pace with 
Timely information will help you plan sales, act de 
k up to date. 
formation your Service Bureau gave us was just 
we needed and placed u 1 position to secure addi 
tional | isiness that otherwise we 1 not havea tien.’ A 

R. Taylor Co., Memphis, Tenn. 
DFFICE APPLIANCES brings y the latest styles, news and 
trade gossip every mont} The vice Bureau helps you 
n inform t impossible tc 

Ris PPT EE ee a 


Ask for FREE copy of OFFICE APPLIANCES and subscription rates. 


OFFICE APPLIANCES, 600 W. Jackson Bivd., Chicago 
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machine capable of handling columns of figures run- 
ning into the billions of dollars was recently created 
for a special purpose. One airplane company has a 
backlog which has passed the billion dollar mark and 
special equipment was needed to handle that set-up. 
This is one of many such new operations where special 
calculating machine operations are necessary. 
” - a 

Harris Back from Syracuse.—C. J. Harris, Los An- 
geles branch manager for L. C. Smith & Corona Type- 
writers, Inc., was absent eleven days early in April. 
He attended a conference for branch managers held at 
Syracuse, N. Y. The meeting was held April 2 and 3. 
The general situation was discussed. Present plans, 
Mr. Harris reports, are to keep all branch offices open. 
The branch here is enjoying an increase in repair 
work. 

Barker Brothers Has Increase.—A. F. Fleck, buyer 
for the office furniture department of Barker Brothers, 
Los Angeles, reports an increase in volume despite 
war conditions. The store as a whole has shown a 
decided increase in gross sales. 

* ” a 

Joy Is Gone.—Bill Joy, fast working Underwood 
salesman connected for some years with the local 
branch of Underwood Elliott Fisher Company, has 
resigned his position and joined the United States 
Navy. 

4 * * 

Peirce Completes Grand Jury Service.—T. F. Peirce, 
proprietor of the Pacific Desk Company, 1031 South 
Hill street, has completed his work as foreman of the 
Los Angeles County grand jury, a job which took up 
most of his time for several months. 

* ~ * 

Nern Finds Business O.K.—Rod Nern, proprietor of 
the Nern Office Furniture Company, 911 South Hill 
street, finds no occasion to kick about business. It 
has been all right so far, he states. Mr. Nern was off 
duty a few days this month from illness but is back 
on the job now. 

* * ” 

Lands Big Order.—The Angelus Furniture Manufac- 
turing Company, 3650 East Olympic boulevard, Los 
Angeles, is busy on an order from the government for 
4500 office desks and at this writing is turning them 
out at the rate of 200 per day. These are being shipped 
to Sacramento. Most of them are in oak, but some 
few in mahogany. Harry L. Greenberg, secretary and 
treasurer of the company, says to date he finds no 
shortage of help. 

Heiger Now in the Navy.—Bob Heiger, expert parts 
man for the Victor Adding Machine Company for the 
last eight years, has resigned his position and joined 
the United States Navy. He is classified to date as a 
third-class petty officer. Anna Smith, who has been 
secretary for J. A. Proven, manager of the Pacific 
Coast division, since Mr. Proven came to Los Angeles, 
has also resigned her position and returned to her 
home in Paducah, Ky. 

Walter Seay in Ship Building Yards.—Walter Seay, 
who has represented the Victor Adding Machine Com- 
pany in Long Beach for the last year and longer, has 
taken a position with the Consolidated Ship Building 
Corporation in Wilmington, Calif. He has closed his 
store. 

a 

ZIMMERMAN IN NEW SAN ANTONIO QUARTERS 

The G. C. Zimmerman Typewriter Company, San 
Antonio, Tex., has moved from the second floor of the 
Moore building to new and larger quarters in the 
Milam building. Increasing business experienced by 
the firm during the past twelve months necessitated 
securing more space for the repair and maintenance 
departments. 
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Co-Collate 


Cae 


SPEEDS GATHERING .... _ 


saves time, space, energy 






Illustrating construction—> 


A Cuts gathering time approximately one-half. 

A Saves space .. . one entire unit as shown (20 sections) can be 

handled easily from the top of an office desk. 

Units can be placed end to end to gather 24, 36 or more. 

Operators can work on both sides at the same time. 

Papers stand at 45 degree angle, slide out easily. 

Folds compactly when not in use: 12-section unit closed is |0x!0x8 

inches, fully expanded, 36 inches. 13% inch spacing, houses 500 

sheets. 

A Standard unit is 12 sections. Made for 8!/:xII inch sheets but 
larger sizes can be handled by inserting cardboard supports in 
each section. 


A CO-COLLATER is made of wood .. 
similar housing units. 


Twelve Section Unit Delivered $49:°° 


Attractive Dealer Discounts 


™ GO-COLLATER CO. ivies2"’: 


>Pr Pp 


costs about 50% less than 

























SELLS 
ITSELF 


Scores of big ac- -_ 
counts have been 
cracked by dealers 
with Nev-R-Kurl, the 
original non-curling 
Carbon Paper. All 
records for efficiency 
and profits broken. {- 


NEV-R-KURL 
CARBON PAPER 


@ Absolutely a non-curling Carbon Paper. Lays flat when 
it’s hot, humid or cold. 


#) 


0: ») 




















@ Never trees or wrinkles when inserted into machine. 
Smudgeless. 


e@ Actual experience and tests show 35%, to 50%, more copies 
obtained from each sheet. 


@ Universal because same sheet is efficient on standard or 
noiseless typewriters, billing or bookkeeping machines. 





LAPHILLIPS 
President 
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FOR 


Fast-Turnover Sales 


SELL THESE 


AICO INDEXES 


For War Work 
and School Use 


these two large mar- 
kets, supply the growing 
need for AICO Indexes that save them time and effort. 


War industries are using larger quantities of AICO Ring 


Book Indexes with famous, original AICO-Grip Tubular 
Edge Insertable Index Tabbing as an aid to speed mass 
production. 


Students make their school work easier by using AICO 


price them as a complete unit 
sales of both items. 


Ring Book Indexes with fused, colored celluloid insertable 
the index originated especially for the school 
Demonstrate these attractive indexes in school bind- 
and increase your 


You sell more indexes because of these special AICO 


Manufactured and Guaranteed by 


G. J. AIGNER CO. 


503 S. JEFFERSON ST., CHICAGO, ILL 





AIco-GRIP TABBING 





features: INSERTABLE TABBING, makes it easy to change 
titles to meet changing needs 
immediate title identification—AICO QUALITY, for long 
wear and customer satisfaction. 


AatGo PRODUCTS 


COLORED TABBING, for 






LOOSE LEAF INDEXES 

DESKS PADS and 
ACCESSORIES : 

SHOP TICKET HOLDERS 





WORLD'S LEADING MANUFACTURERS OF INDEXES AND INDEX TABBING 











War Workers Need 


Good Light—Too!! 





MIDCO the Perfectlite Clamp-on model No. 
1006. Fully adjustable with horizontal and 
vertical double arm triple swing. 


With whole industries being rapidly converted into 
all out production of War Materials, the efficient 
performance of the worker is a prime requisite. 


Every facility is be- 
ing extended to 
the worker and the 
machine to insure 
maximum produc- 
tion. And likewise, 
the office worker 
must have the best 
facilities obtain- 
able to maintain 
top efficiency. 


Good lighting is 
essential to good 
performance and 
MIDCO the Per- 
fectlite fluorescent 
portable lamp, with 
its exclusive prin- 
ciple of light con- 
trol will provide 
the right light for 
comfortable see- 
ing and efficient 
performance. 


Concentrate on the sale of efficient lighting for office work 


in War Industries with MIDCO the Perfectlite. 


, Midwest Naturlite Company 


440 N. Wells St. 








Chicago, Ill. 
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FIFTH REGIONAL MEETING 
(Continued from page 52) 

Mr. Anderson told the causes of shortages. Wood 
files, he said, are well made. They give you some- 
thing you can sell. He cautioned against the use of 
the word substitute, adding that alternate is much 
better. Our first job is defense, but there still is a big 
demand from non-defense sources which dealers can 
handle. He repeated the advice of Mr. Hoge that in 
this market we must be resourceful. 

The last convention speaker was F. T. Mills of Old 
Town Ribbon & Carbon Company. His topic was 
“Wartime for the Stationery Salesmen.” The station- 
ery business, he reminded the visiting dealers, was 
founded on consumer merchandise, that is, goods 
which are consumed quickly. Dealers, he said, should 
keep accurate record of consumer purchases of all 
customers. Then the record should be analyzed for 
opportunities to sell additional consumer goods. He 
expected to stabilize prices from government order 
or from scarcity of material. It is more important 
than ever, he said, that salesmen be thoroughly in- 
formed. We must pay attention to the many smaller 
items. He added, “There always is good business for 
good salesmen.” 

Mr. Crowl, before presenting the nominating com- 
mittee’s report, paid a fitting tribute to Harry Nichols 
of Weis Manufacturing Company for his help in han- 
dling many convention details. A resolution was 
adopted thanking the various committees for their 
contributions. 


Fontaine Elected Governor 

The governor-elect is Art Fontaine of Decker’s, Inc., 
Anderson, Ind. Invitations were presented from De- 
troit officials and dealers asking that next year’s 
gathering be held in that city. 

The entertainment features of the banquet con- 
sisted of several selections by the Naval Armory Glee 
Club under the direction of Chief Balee, and the world 
premier of a new song, “The Yanks Don’t Want Any 
Thanks,” sung by John W. Ehrle, managing director 
of the Toledo Civic Opera Association. The words and 
music were written by Virginia Gross, who occupied 
a place of honor at the speakers’ table. The words 
appear below. 

ee 
THE YANKS DON’T WANT ANY THANKS 

Sung at the banquet of the Toledo meeting by 
John W. Ehrle, managing director of the Toledo Civic 
Opera Association, this song made a deep impression. 
The words and music were written by Virginia Gross, 
an honored guest of the evening. 


Verse 
My country, I’m proud to say 
Can stand on its feet today. 
We open our doors to the strong and the weak 
Our freedom is one thing we'll fight to keep. 
America’s awake today. 
We'll fight for the U.S.A. 
For the land of the brave and free 
Is for little men like you and me. 


Chorus 
Oh, the Yanks don’t want any thanks 
For their guns or their planes or their tanks. 
They say their muscle and brawn 
Are for buddies now gone 
Since December Seventh, at dawn. 
So we march, march, march of to war 
With a battle cry that grows into a roar 
Kelly, Pearl Harbor, Wake Island, MacArthur 
We'll do more than even the score. 
No, the Yanks don’t want any thanks 
For their guns, or their planes or their tanks 
For we'll always fight when we know we're right 
The Yanks don’t want any thanks. 
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Better school furniture 
Improves trainee quality 
and aids the war effort 


Sell J A L h 5 Uj N School Desks 


Besides the especial training required for production 
personnel, there are extensive classroom needs for 
military service. Feature JACKSON teacher desks, 
commercial school tables, etc. Ruggedly constructed 
in select figured plain oak, in combination mahogany 
or combination walnut. Full details in the JACKSON 
catalog. 


Jasper Uffice Furniture Co. 


JASPER, INDIANA 





















Vv Your client wants the best 
value that money can buy— 
Just now your trade is more 
quality minded than for many 
a decade—and better able to 
pay for quality. 


Quality 


Ehrlich leather upholstered pieces 


. . 

is being 

g have quality ‘‘all the way through"’ 

° / —with all of the sales features 

A gain ‘Built in"—that is why Ehrlich 
. 


leather furniture is easy to sell 









AAplity : 
fi Qv ran 
e@ Write for fully illustrated catalogue cy aN 
i) i} NO 
x -— 4} S\ 
EHRLICH Upholstery WORKS |~| Kf] |*) 
: / # 
520 West 43rd St., New York, N. Y. Sy" Le/ 
br 
he Kk NVA 








NEW 
LOW-PRICED 


PROFIT-MAKER 
PACKAGE 


OF 


AICO- TUBULAR of og 
G R ] Pp ps a AT 
INSERTABLE INDEX TABBING! 


YOU PROFIT by selling this new handy package for these 
sound reasons: SELLS FOR ONLY 10c, giving you a low priced 
sales item . . . QUICK TURNOVER, as it is an inexpensive 
package containing six !-inch strips of different colored, widely 
used tabbing, with blank inserts... LARGE MARKET, because 
it's the handy size for small business man, school trade, all who 
want assorted colored insertable index tabbing, is quick and 
easy to use .. . ESTABLISHED NAME, this is the well known 
genuine AlCO-Grip* Tubular Edge Insertable Index Tabbing 
. . . COUNTER DISPLAY MERCHANDISER, attractive self- 
help box contains 50 cellophane wrapped packages. 











Make this ready profit—order NOW! 








*U. S. Pat. No. 1848098 


AEE prooucts 


Manufactured and Guaranteed by 


G. J. AIGNER CO. 


593 S. JEFFERSON ST., CHICAGO, ILL. 







AIco-GRIP TABBING 
LOOSE LEAF INDEXES 
DESK PADS and 
ACCESSORIES 
SHOP TICKET HOLDERS 














WORLD'S LEADING MANUFACTURERS OF INDEXES AND INDEX TABBING 























“KEILTAR®’ 


Unground Ball Bearings for the 
Metal Office Furniture Industry 


(U. 8. Patent 1,782,622. Canadia: Patent 324,059. Other patents pending.) 





All parts machined from bar stock and heat-treated, 
outer races are one piece and can be made in any desired 
shape. (No soft stampings used whatsoever.) For cradle 
slides our ball bearings and rivets are in one unit for 





quick assembly. 95% of filing cabinet drawer slides in 
United States and Canada operate on “Kilian” unground 
bearings. Samples made to your specifications 








| 1728-1736 Burnet Avenue Syracuse, New York 





| Kilian Manufacturing Corp. | 
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ALL IT NEEDED 
WAS 
A LITTLE OIL! 





Chester McSlurp is happy again 








OFFICE APPLIANCES 


si 


A while ago his stapling machine developed a balk) 
streak. He tried to get a new one but because his busi- N 74 
ness had a priority rating of J 64-Z, his dealer couldn't Cw ‘umler 


supply him 

Being a smart dealer, he wasn’t licked by this situation 
He asked Chester to let him see what could be done with 
the old stapler. 

It was a good old Model 1A Hotchkiss machine with a 
record of ten years faithful service and with practically 
no oiling or servicing in all that time. So the dealer 
took it back to his store and cleaned it and oiled it 


The next day Chester McSlurp was so overjoyed at get- 
ing back his good old stapler in perfect condition that 
he gave the dealer an order for a bottle of ink and 
pul-enty of staples! 





economical investment in a few 


1 AND YOU'VE GOT THE SALE! 


| Every shopper becomes a buyer when 
v you stock Esterbrook’s 31 Renew- 
Points! For there’s a Renew - Point 


number to suit every hand and every writing need. What's 
more, you save on inventory! Instead of tying-up big 
money in a variety of complete pone, you make a modest, 


‘sterbrook pen-barrels... 





and an assortment of inexpensive Renew-Points. And 


you'll find that Esterbrook’s wee prices and national 


Now the dealer is calling on all his customers, digging é : : 
ily turning over! | 


out oodles of old staplers and reconditioning them advertising keep your stock steac 


You'd be surprised at the good-will he is creating 
to say nothing of the orders he’s getting for staples 


HOTCHKISS 


NORWALK, CONNECTICUT Dept. O 


THE ESTERBROOK PEN COMPANY 
86 Cooper Street, Camden, N. J. 


bstertrvuk 
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; Problems 
y» On the Home Front 4 Uniou nae Salesman! 


on the 





We are cooperating with Our Gov- 
+ ernment in abiding by all regulations we 
set up by them to help win the War. 


CARBON PAPERS 
INKED RIBBONS 


Our men can help you! Each 


We appteciate sincerely the coop- 

*- eration we are receiving from our e 
hundreds of dealers and the sympa- 
thetic understanding they are giving 





* to the manufacturing problems of * office. accounting, and recording 
machine presents a_ different 
today. Carbon Paper and Inked Ribbon 


problem. Our trained field rep- 

resentatives are at your service 

for machine requirement consul- / 
tations. They offer you the bene- 
fit of our forty years of experi- | 
ence in the production of qual- | 
ity Carbon Papers and Inked 

Ribbons. No obligation, of 

course. 


NEIDICH 
PROCESS 


NEW YORK: 117 W. 33rd St. 
SAN FRANCISCO: 779 Mission St. 
ST. LOUIS: 511 Locust Sf. 


BURLINGTON, N. J. 


We will continue to cooperate with 

* you and Uncle Sam in doing all we 
can to bring about an _ ultimate 
VICTORY!! 


The Bentson Mfg. Co. 
+. AURORA, ILLINOIS * 


Manufacturers of 
Steel Office Equipment 
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SIXTH REGIONAL MEETING 
(Continued from page 49) 

Horder’s, Inc., Chicago, was strongly in favor of carry- 
ing on. He urged further, the elimination or reduc- 
tion of volume discounts, pointing out that buying 
done on a smaller quantity basis results in higher 
prices per unit and, therefore, a larger net profit on 
a smaller volume of business. He urged also that 
dealers avoid loading up on stock. Keep close to the 
picture, use plain common sense and be cautious. 

When Mr. Garvin called on Ed. Manning to present 
some data on leather goods, he responded by saying 
that the problem of obtaining zippers was the most 
difficult one of the moment. Manufacture of zippers 
for civilian use was stopped on March 31. Leather 
goods producers fabricate the zippers in their posses- 
sion into bags, cases, etc., before May 31. 

The recent order further restricting the manufac- 
ture and distribution of metal office furniture was 
discussed by Oscar Modene, Dan Hansen, Larry Schu- 
bert of The Globe-Wernicke Co.; Elmer Krumwiede, 
Art Steel Company representaive, and several others. 
Wood is being substituted for steel in many lines. 

Ralph Maneval, A. W. Faber, Inc., recommended the 
setting up of cash reserves for use in purchasing re- 
placements of stocks when the emergency is over. 
Actually this means establishing a fund to offset a 
deflation in inventory. 

At this point the discussion was interrupted for the 
appointment of the nominating committee, which was 
instructed to retire from the room and select a can- 
didate for governor of the Sixth District. This com- 
mittee was composed of A. R. Skibbe, Associated Sta- 
tioners Supply Company, chairman; A. J. Markelz, The 
Book Shop, Joliet, Ill.; G. O. Stevens, Stevens Maloney 
& Company, Chicago, and Russell Carpenter, Sanford 
Ink Company. 

The discussion was resumed, with Charlie Consodine 
telling of his business experiences in reference to 
priorities outside of the stationery industry. His re- 
marks indicated that stationers are being subject to 
less restrictions than many other merchants. Be 
patient, he urged, be patient. 

Fred Tracht of the University of Chicago Book 
Store spoke briefly on books and school supplies, re- 
vealing that this branch of the industry was also 
having its troubles. 

In conclusion, Mr. Garvin stated that production 
in the stationery and office equipment industry is 
scheduled to be fifty per cent defense or war work 
by July 1. It is well to remember that inventory at 
present is better than gold. Spread it out thin among 
customers. Thus more customers can be served, they 
can be continued as customers and will be ready to 
resume relations when normalcy returns. The indus- 
try today is doing an enormous job for defense; the 
war cannot be won unless we preserve our civilian 
economy. 

The nominating committee then presented its re- 
port, recommending the election of Homer Jacquin, 
Jacquin Company, Peoria. The report was accepted 
and Mr. Jacquin unanimously elected governor for 
1942-43. At present he is also president of the Illinois 
Booksellers & Stationers Association, having been 
elected to that post last May. In fitting words he 
accepted the new responsibilities, promising to devote 
the necessary time and energy to discharging the 
duties of the office. 

The meeting closed on a note of high enthusiasm 
for the fine work done by Tony Markelz as governor 
for the past year. 

The Sixth Regional meeting demonstrated that with 
careful planning and efficient direction in such days 
as these the elimination of purely social or entertain- 
ment features other than the group luncheon for all 
to “get together” even a large regional gathering can 
be carried through successfully in one day. 









COLLECTING 
DIVIDENDS .... 


.. that’s what our regular Berkshire 
dealers are doing .. . collecting divi- 
dends in the form of preferred han- 
dling of their orders and an assured 
source of supply to the utmost of 


our available production! 


LOYALTY BEGETS LOYALTY 


For the present, we are declining all 
new business so as to maintain the 
maximum service to our loyal dealer 


friends. 


BERKSHIRE TYPEWRITER PAPERS 


EATON PAPER CORPORATION, PITTSFIELD, MASS. 


¢ATON ee 


*rypewnriTER* 
* papers * 
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* The war demands of our Army and Navy re- 
quire the n over supply of essential mate- 
rials. For — duration, steel is out for all 
office furnit 
That is why tlert dealers will buy and stock 
the ST = TABLE CoO. line of wood office 
tables, tables that have been designed and 

manufac tured keeping with the nation’s 
war requirements. And what's important too, 
is that they are made in a modern factory 
with a reliable leg peice capable of mak- 
ing deliveries—an mportant factor in these 
uncertain times Wr ite for the new St. Johns 
catalo g showing this and the other distinctive 
tables in the St. Johns line. 


BUY WAR BONDS 


ie 28 Table Description: 
% Selected Northern Oak in Of- 
fice Golden or School Brown fin- 
ish. Plank edge top 1)” thick 
with extra frame underneath to 
prevent warping. Legs are 234”, 
6-foot length has 31/4,” legs. Draw- 
ers are dovetailed front and back 


Cadillac, Michigan 


New York Office, 206 Lexington Ave., New York City 


Chicago Office, 666 Lake Shore Drive, Chicago 













VICTORY tastes 





with framed-in 3-ply bottoms. Sizes: 
5 and 6 foot sizes have two 32 x 60 inches 
drawers. 34 x 72 inches 


St. Johns Table Company 











Save 40% to 60% 
VALUABLE 
FILING SPACE! 


brary Paste Yes—you can prove to your 

sak customers the ease of econ- 
omizing on valuable filing 
space by using SANFORD'S 
Paste and Mucilage to fasten 
papers together. 


Papers cannot become separated 
and lost, because they are perma- 
nently fastened, without use of any 
device on the “critical list’ today. 


And it’s economical too—it’s sur- 
prising how little SANFORD’S Paste 
and Mucilage is needed to fasten 
papers together. 


When paper fastening problems 
arise — sell your customers SAN- 
FORD'S. 


SANFORD INK CO. 
CHICAGO ... NEW YORK 
Quality Since 1857 




















Hair-line 
<— Over- 
Under 
Weight 


Indication 
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"Air Mail Accuracy’ 
BEAM POSTAL SCALE 


1S A PROFITABLE ITEM FOR 
DEALER AND CUSTOMER 


Air mail and first-class postage waste runs into large 
figures yearly. Help your trade eliminate over-postage 
and short-postage weighing devices—show them TRINER 
Air-Mail Hair-Line Accuracy Scales. Their dependability 
is established beyond any doubt. Uncle Sam uses many 
thousands for fine weighing and checking of mails. 


Stationers have already sold thousands to their cus- 
tomers with 100% satisfaction. 


No. 84 illustrated above is of 1 lb. capacity by ™% 
eunces (other numbers up to 4 lIbs.), with computing 
chart set at 45 degree angle for easy reading. Chart is 
celluloid covered, easily cleaned and easily replaced. 


Write for Circular. 


TRINER SCALE & MFG. CO. 


2714 W. 21st Street 
CHICAGO ILLINOIS 
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NORCOR 
FOLDING CHAIRS 


Strongly constructed 
of heavy gauge dou- 
ble-beaded channel 
steel, rigidly braced. 
Large. comfortable, 
roomy seats. Cor- 
rect posture. Posi- 

tive seat lock and 

easy, compact fold- 

ing eliminate pinch- 
ing or tearing haz- 
ards. Wide range of 
models and prices. 


THE CHAIR ILLUSTRATED 
IS OUR NO. 700 SERIES 


WRITE FOR CATALOG 
OF COMPLETE LINE 


V \ , ) 
nr ) 
L 
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\ \ | 


NORCOR MANUFACTURING CO. ¢ GREEN BAY + WISCONSIN 








Have You 


, 
a Friend. business acquaint- 
ance who might like to keep in touch 
equipment by reading 
Office Appliances? If so, send us the 
name, address and business and we will 
send a sample copy with our com- 
pliments. 


THE OFFICE APPLIANCE COMPANY 


600 WEST JACKSON BOULEVARD, CHICAGO, U. S. A 


with office 














Acme No. 1 Saddleback 


STAPLES FLAT 
545," 





OR SADDLE WORE 





Adjusted Instantly 


ACME 


STAPLE 
COMPANY 


1648 Haddon Ave. 
CAMDEN, er 
Also Mfr. ACME No. 1—No. 2—SURESHOT—MIDGET—SIMPLEX 


Handy for offices or smal! binderies—uses 
5/16, % and '/2” leg length staples 
without mechanical change and has 12” 
reach. Saddle back and fiat interchange- 
able tables are standard equipment. Com- 
pare the Acme Silverstreak Line of standard 
and special capacity staplers, as shown 
in the Silverstreak Folder. 


oe 
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Remember! 


They Correct Mistakes in Any l 
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~anguage 


Waldon Robes &nanau 


THE World's Quality Standard 


Customer 
satisfaction 
brings profitable 


repeat sales. 


WELDON ROBERTS RUBBER CO 





88 STYLES 
for all 
consumer 


needs. 


NEWARK. NEW JERSEY, 








business. Their equipment must be 
the best. Sell them 


BEACH’S 


‘Common Sense’ 
Expense Books and Sheets 


Order your stock from the 


Beach Publishing Co. 


7338 Woodward Ave. Detroit, Mich. 


POCKET SEALS oF QUALITY 





The “ALUMINUM” Pocket Seal 


UNCONDITIONALLY 
GUARANTEED 


“BEST SELLER” for 40 YEARS 





THE NOTARIES S FAVORITE 














THE NAME IMPLIES! 


INKED RIBBONS 
CARBON PAPERS 


TRIED, TESTED AND APPROVED 
Write For Samples and Prices 


INTER-STATE 


RIBBON & CARBON CORP. 


Manufacturers 


2202-2210 SUPERIOR AVENUE, CLEVELAND, OHIO 


The “OFFICIAL” Pocket Seal 


REALLY EMBOSSES 
HEAVY PAPER 


A CORPORATE SEAL 
POCKET SIZE 





FURNISHED IN 3 SIZES 








FREE LEATHERETTE POCKET CASE with EACH SEAL 





MANUFACTURED BY 


MEYER & WENTHE, Inc. 
Established 1854 
Dependable Service for 87 Years 


30 SOUTH JEFFERSON STREET, CHICAGO, ILLINOIS 














INDUSTRIAL STOOLS 


For Plants on Defense Work 


Good quality stools with 
heavy metal legs and hard- 
wood seats, walnut or nat- 
ural finish. 

Seven sizes, from 18 to 30 
inches high. 

Big demand among defense 
program manufacturers. 
Order a dozen for a starter. 


METALSTAND CO. 


1615-1625 Melon St 
PHILADELPHIA, PENNA. 














PLACE YOUR ORDER’ WITH YOUR LOCAL 
MARKING DEVICE DEALER 





CUSTOMER APPEAL: { 


Wal 


MANUFACTURING 
COMPANY 


WAL 
Che Est 


WRITE FOR FULL DETAILS 
531 NORTH ELMWOOD AVE 
OAK PARK ILLINOIS 
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NEAT TYPING 


Clarotype keeps the characters on 
the typewriter clear and sharp. It 
cleans out the ink deposit on the 
type . . . quickly and thoroughly. 
Stenographers prefer it. That's why 
Clarotype repeats and increases 
your type cleaner sales and profits 
Order today from your jobber or 


Clarotype Company, Inc. 
16-F Hudson St. New York 
















A | 


aw Moh na.: 


THE BEST KNOWN TYPE CLEANER 
KNOWN AS THE BEST 











Renew Your Office Furniture with 


H A M C O nas ; Blend 
POLISH & CLEANER 


Pep up your used stock—provide 
your customers, too, with this ex- 
cellent cleaner and restorer of 
finish for their office desks, cabi- 
nets, etc. Also their automobiles. e : 
DEALERS: Display HAMCO as Help Win the War 
a war savings opportunity. Get Buy Defense 
“ catalog No. 77 with full de- Bonds and Stamps 
tails. 


HAMMER MILL SALES CO. "220505" 














OFFICE APPLIANCES 


STAR - 8—the fast selling 


Gummed Tape Sealing Machine 


Stationery stores everywhere 


time and carton sealing cost. 
clude: 1—Quick loading 
and starting. 2—Auto- 
matic Tape Control. 3— 
Brush-Type Moistener 
312” wide. 4—Tape size 
1” to 3”—any weight. 
Write today— get the 
facts about the STAR-8 
and the complete STAR 
LINE. Over 700,000 
STARS in use prove their 
popularity. 





profits by stocking and featuring the streamlined STAR-8. Sales 
volume is definitely on the up. This speed Ace cuts wrapping 





METAL SPECIALTIES MFG. CO. 
3200-08 Carroll Avenue, Chicago, Illinois 





are realizing steady increasing 
Its four time-saving features in- 


Write for 
Prices 
















BANK PASSBOOKS 


and Pocket Check Covers 


New methods of manufacturing 
make Low Prices and Easy 
Sales. Super Finish and An- 
tique Moorish Passbooks. N.C.R. 
and Burroughs Window Ma- 
chine Passbooks and all other 
style Passbooks and Check 
Cases. BIG OPPORTUNITY 
for Bank Supply and Stationery 
Salesmen. 


Write for samples and prices. 
Full particulars on request. 





AMERICAN PASSBOOK CO. 


AKERS BLDG. 


CLEVELAND, OHIO 








CRAIVIER 


The Complete Line of 


CRAMER POSTURE CHAIR CO. 


1 


P OSCUFE Seating. 


A Price for Every Purse in Our 3 Price Ranges 


210-18 Campbell St. Kansas City, Mo. 


Paper. 


and Prices 





4 & Another Good Product of 


Also Tray Sets—Gelatine Rolls—Writ- 
ing Inks—Spirit Fluid—Film Pad and 
Roll Machines—Ribbons and Carbon 


Write NOW for Information 


ALLIEU 


GELATINE REFILL 
COMPOSITION 


Our Complete Line 


AlllF 


CARBON 6 RIBBON MFG CORP 


165 DUANE STREET 
NEW YORK, N. Y. 

















Durable Take Advantage of This New Profit Opportunity 
Utility Now 
i Available for immediate delivery 
Rugged 2 Packed 2 to a carton—shipping weight approximately 
Attractive 35 Ibs. for each carton 
hrift 3 Can be featured retail at less than $4.00. 
T re y her HEDGE’'S fit items Agate Card Trays—Box Files 
[nexpensive Card Transfer Cases—Clip Boards—Transfer Cases 
ortune 
Opp HEDGE’S MFG. CO. 


Needed 


DURATION 
TRANSFER CASE 
Another HEDGE’S Triumph 


i this NEW item should be in your 
wk Wood as you know must replace 
steel where possible This case is ful 
tter size lrawer style Stacks perfectly 
easy t operate Equipped with drawer 
l and f shed in olive greer 





2931 WENTWORTH AVE CHICAGO. ILLINOIS 








SPEED-MO “vwsins'rs" 


that offers a size and model for every need .. . with these 
12 FEATURES: 


Sf PP NAWVewn— 


Rivet-O Mfg. 


Silent 12. Can be re-inked 
Sweat Proof indefinitely; no 
Dust Proof scraping before 
Lint Proof re-inking 

Sag Proof 

Long Lived The Automatic Inking 


Surface Releases ink 
Only on Pressure of 
Stamp. Surface is self 
eo Stamp Sealing Against Evap- 
while inking 
Fon; Sink eg SO ee 
° alog No. 141 showing 
Easy on Rubber many types of stamp 
Stamps pads. 
Large Natural 
Reservoir elim - 
inates frequent 
re-inking 


Clear, Sharp 
Impressions 


Company 








95 Jason St 
ORANGE, MASS 
or Louis Melind Co 
Western Rep., 362 W. Chicago Ave., Chicago, II! 
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VICTOR 


Portable 
Adding 
Machines 






7 
10-KEY AND 
FULL KEYBOARD 


adders 





Soma 


portable 


“straight” 
that business needs for today’s split-second figur- 


ing. Also standard electrics. All built to serve, 
priced for economy ... and quick sales. 


VICTOR ADDING MACHINE CO., 3900 N. ROCKWELL ST., CHICAGO 
PIII RIK III III IAAI IS ASASISSASSASASCSSSACSCSSCSCSOSCSS 
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POSTURE CHAIRS 


Sma rt-Comforta ble- Modern 
Manufactured by 


STURGIS POSTURE CHAIR COMPANY 


STURGIS, MICHIGAN 





Portable Drawing Board Set—S1.00 List 





of genuine Plastic Fibre Board—Size 12” x 17 


SERVICE "INDUSTRIES, Inc., 2025 S. Calumet Ave., Chicago 








W The MODERN Hectograph! 


of WRITO! 


Better Results—more and better copies with immediate 
reuse! Has Longer Shelf Life—quaranteed — 

i against deterioration. Will not crack, spoil! 
Odorless and non-sticky. Duplicates on any kind at prose 
without tearing. Saves you money—WRITO wr eg 9 cy less, 

T so you get more per und. 


PURE—can be melte and 


reused. 
Complete line in all popular 
sizes in both pans and refills 
Complete line of 
Hectograph Supplies 
Dealers: Write for complete price 
schedule, discounts and sales helps. 
We offer you a real proposition. 
ROSS LABORATORIES, Inc 
4021 N. Hermitage Ave., Chicago, Ill. 


advantages 


R Consider the 














PUSH-PINS 





PUSH-LESS HANGERS % 


Objects pinned or hung up 
with famous Moore Push- 
Pins and Push-less Hangers 
are safe and secure. Wood- 
work or walls are unmarred 
3 sizes of Push-Pins. 4 sizes 
of Hangers. Ask your jobber 





Send for free copies How to Blackout Your Home* 
MOORE PUSH-PIN CO.-+ Since 1900 
113-25 BERKLEY STREET, PHILADELPHIA, PA. 

















MAGIC FLOW 


An Excellent 
Duplicating Ink 


ALSO OTHER DUPLICAT- 
ING SUPPLIES Colored 


+ <s Y ' 
nks avaiable Impies and 


CONTINENTAL 
INK COMPANY 


544 W. Lake St. Chicago 


STEEL FILES 


Typewriter Tables . Map Cases... 
Storage Cabinets . . . Wardrobe Cabinets 
and allied steel products. 


YOUR INQUIRIES ARE INVITED 
ON SPECIAL STEEL ITEMS. 


ANDERSON-HICKEY COMPANY, 
GENEVA, ILLINOIS 


INC. 














Stop Petty Thefts 


WONDER [OCK does everything the or- 


dinary lock can do—plus many things 
no other lock has ever done before. 
Instantly applied and will securely lock 
every kind of a drawer, file or door. 
{See illustration}. Also made to pro- 
tect the contents of show cases. No 
holes to drill—no nails or screws, no 
tools required. Two drawers may be 


secured with one WONDER [ack by the 


use of brace plate furnished. 


No. 10 





List Price $2.50 
Every store, office, factory and home a prospect. Ideal for traveling 
public. Write at once for new price and full particulars. 


WONDER lOcK 53 W. JACKSON BLYD., CHICAGO, ILL. 
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DAYTON STENCIL 
WORKS CO. *cnic™ 


AMERICAN VISIBLE 


NUMBERING MACHINES 


Model GI) 3 Movement 


Model @) Lever 
Movement 


Model @) 9 Movement 


WRITE FOR DISCOUNTS 


AMERICAN NUMBERING MACHINE CO. 
BROOKLYN, NEW YORK 


BUILD good will and insure repeat orders with the preferred 
Daco line. Write today for catalog A, available to all deal 
ers, with come lete price list. 


@ Filing Systems @ Filing Folders 
@ Printed and Ruled Stock Forms @ Guides and Indexes 
@ Special and N.C.R. Forms 


ooNSN 
DACO » 


9 FEDERAL COURT 


@ Bank and Insurance Forms 


Manufacturing Specialists for a 
Quarter of a Century 


THE DACO CARD s INDEX CO. 


BOSTON, MASS. 











ROLLING STORE LADDERS 
“A” Type Ladders > Library Ladders 


For use with Filing Cabi- 
nets and Shelving, in Of 
fices, Vaults and Store- 
rooms. 

Made of Oak and Birch 
in a variety of heights 
and styles, with wheels 
and Automatic Safety 
Brakes 


New Literature Now 
Ready 





WRITE FOR IT, WITH 
PRICES AND DISCOUNT 





Manufactured by 


>. COTTERMAN “Sc I 


L — 
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NON-RUBBER 


Typewriter 
Keys 


* 
The SPRING’S 
the THING! 


MASTER 
SPEED KEYS 


Write for our interest- 
ing proposition. 


Speed Key Mfg. Co. 222.,cctumbus Pace 



























Efficient and economical. 
Will keep correspondence 
and papers always on hand 
and properly arranged. The 
most efficient desk file on 
the market. Made in four 
sizes. A very profitable 
item for stationers. 














SELL MEILICKE CALCULATORS 
The Modern Method of Figuring 


PAYROLL, INTEREST, DISCOUNT, LUMBER, COAL, FREIGHT 
AND MANY OTHER CALCULATIONS 


No levers to pull. No 
keys to punch. No tedi- 
ous figuring. No errors. 
Just copy the answers 
tabulated in convenient 
form. Sold on 10 day 
free trial basis. Nation- 
ally advertised! Write 
for details nowl 





Simply tip 
the card 
and copy 


3168 N. Clark St. 


Meilicke. Systems, Inc. chicese, i. 














\\ Loose-leaf envelopes, punched; card-cases, any 

A\ size; menu covers; factory record protectors; tag 

\ holders: bill-fold envelopes; stamp containers, etc. 

\ Made of acetate (flame resistant) transparent cel- 
lulose. We build to fit your particular need. Write 
us for details. 


Markile Company, Mfrs. 
3633 S. Racine Ave. Chicago, U. S. A 
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AID TO 
BRITAIN 


BUY 
BRITISH 
GOODS 


THE 
BRITISH STATIONERY 


EXPORTER 


published quarterly by 
the proprietors of the 
BRITISH STATIONER 


contains a comprehensive display of 
the most attractive and saleable British 
Made lines of stationery merchandise. 
We shall be pleased to mail you a copy 
post free each quarter if you will com- 
plete the form below. 





BRITAIN DELIVERS THE GOODS 








SEND US THIS COUPON =-----= -- 


4 
i 
To F. W. BRIDGES LTD., I 
Proprietors THE BRITISH STATIONERY EXPORTER. 
34, Bridge Street. HEREFORD, ENGLAND 
(Late of Grand Building. Trafaigar Square, London, W. C. 2. 


Please send to the address below Free copy each quarter of 
the BRITISH STATIONERY EXPORTER. 


Name ieee ; ‘ init 
(Please attach your business card or letter-head 


Address 


Date 
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NATIONAL 


SPONGE RUBBER 
OFFICE CUSHIONS 


12 STYLES—ALL SIZES 
ALL COLORS 








PROMPT DELIVERY 
NATIONAL OFFICE CUSHION CO. 


110 GRAND ST. NEW YORK, N. Y. 


POSTAL SCALE 


®Speed up the 4:00 o'clock rush 
in the mailing department with a 
Hanson quick action postal scale. 
Instant reading on the self com- 
puting dial with Hairline Accuracy. 
No beams or weights to adjust. 
Savings on correct postage will 
pay for this scale in a short time. 








More Sales with Hanson Scales. 
Ask your jobber for Bulletin No. 5 


HANSON SCALE CO. *‘cricoco. iu 
VITAL TO VICTORY 


Speeding “OFFICE PRODUCTION” in War Industries 


e y) 
Vel£ yF 











ME 027577 Win Moh \ 
Vet | 
| 
VIZ-TA 
PLASTIC TAB FOLDER 
NON-INFLAMMABLE WITH THE 


Plastic Index Tabs— ‘TAB that CAN’T HIDE’ 
SPEED VICTORY! Ee ee == 


Free Samples for demonstrating to WAR Industries. 


VEIT CO. 





Manufacturers 
1945 E. Kirby St., Detroit, Mich. 




















RITE-RITE MFG. CO. 


* DOWNERS GROVE, ILL. 


SUBSIDIARY OF JOSEPH DIXON CRUCIBLE COMPANY 











i 
3 
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INDUSTRY ANSWERS THE CALL! 


vy . 32,145 Firms With Over 
aot et, 17,700,000 Employees 
Have Installed the. . 


PAY-ROLL SAVINGS PLAN 






Have YOU Started the Pay- Roll 
Savings Plan in YOUR Company? 


Like a strong, healthy wind, the Pay-Roll Savings 
Plan is sweeping America! Already more than 
32,000 firms, large and small, have adopted the Plan, 
with a total of over seventeen million employees— 
and the number is swelling hourly. 


But time is short!..More and more billions are 
needed, and needed fast, to help buy the guns, tanks, 
planes, and ships America’s fighting forces must 
have. The best and quickest way to raise this money 
is by giving every American wage earner a chance to 
participate in the regular, systematic purchase of 
Defense Bonds. The Plan provides the one perfect 
means of sluicing a part of ALL America’s income 
into the Defense Bond channel regularly every pay- 
day in an ever-rising flood. 


Do your part by installing the Pay-Roll Savings 
Plan now. For truly, in this war, this people’s war, 


VICTORY BEGINS AT THE PAY WINDOW. 


ty a | 
MAKE EVERY PAY-DAY...BOND DAY! pee aaa 


U.S. Defense BONDS * STAMPS 





This space is a contribution to NATIONAL DEFENSE by OFFICE APPLIANCES 


OFFICE APPLIANCES 





* * * 


Plan Easy to Install 


Like all efficient systems, the Pay-Roll Savings 
Plan is amazingly easy to install, whether your 
employees number three or ten thousand. 


For full facts and samples of free literature, send 
the coupon below—today! Or write, Treasury De- 
partment, Section C, 709 Twelfth Street NW., 
Washington, D. C. 


: C 
SectioD 
Jepartments 
v easur _ IW 
Fy9-12t 1 St.» 7. please 
W ashingto™ ur part garding 
We want informal’ plan- 
rush fu Roll Sev™ geo? 
5 the Pay -* eer? 
Er  oceeeeerers sce 
vA N AME Te aoe 
PosiTioN® eee 


ee Cael OS sda 


oro 16—26944-1 Form No. DSS-280 
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MEYER Quatity OEBGAAPH ORY StEncy 


HEYER STENCILS 
and HEYER INKS 


IMPROVE THE PERFORMANCE 
OF ANY STENCIL DUPLICATOR 


“apr LB 
CTEM 0 DO)? , 


lack No. 166 


’ 
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“sTencie DUPLICATOR _N LJ _— BUPLIC ATog 
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HE HEYER CORPORATIO 
HICAGO, U.S.A. 











The Shadow of WAR! 


ERVICE has always been part of your business. Today it is a bigger 
KJ part...and will be more and more important as the months go by. 
Present conditions put a premium on the conservation of every 
typewriter and business machine. 
So, it is up to all of us. On our shoulders the obligation falls. You 
can be sure there has never been a time when our customers needed 
us so much. 
But there is a bright side, too. War conditions, fortunately, dont last 
forever and the service work we do foday will build good will and 


stronger ties with customers of lomorrow. 


UNDERWOOD ELLIOTT FISHER COMPA 


ONE PARK AVENUE. NEW YORK, N. Y. 





NY 











